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Preface 


Infusionsoft is the premiere all-in-one sales and marketing software for small business. Inside 
this all-in-one tool, beats the heart of a customer database, surrounded by an e-commerce 
platform with automation capabilities flowing throughout. Needless to say there is a lot that 
can be done using Infusionsoft. 


This cookbook is designed to help you learn more about the system and get you to the end 
results your business is looking for faster. 


What this book covers 


Chapter 1, Pre-Flight Checks, ensures that you have everything configured to ensure 
maximum functionality. So, even a skilled user should start with this chapter. 


Chapter 2, Critical Tools for Mastery, has the tools that are used in many of the recipes. 
Even if you are a skilled user, it would be wise to give this chapter a quick skim to ensure 
that you are familiar with all these tools. 


Chapter 3, Attracting Leads and Building Your List, Infusionsoft teaches a three-phase 
framework named Lifecycle Marketing. The first of three phases is Attract, and all the 
recipes in this chapter are designed to help your lead generation efforts. 


Chapter 4, Selling Products Online and Getting Paid, explains the second phase of 
Lifecycle Marketing, Sell. This chapter deals primarily with e-commerce selling. 


Chapter 5, Selling with a Sales Team, shows that Infusionsoft is a very powerful tool 
for managing a sales force, even if you are the lone salesperson. This chapter focuses 
on selling with a human-managed pipeline. 


Chapter 6, Wowing New Customers with Great Experiences, explains the final phase 
of Lifecycle Marketing, Wow. All the recipes in this chapter focus on providing world-class 
experiences for your new customers. 


Lv ] 
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Chapter 7, Wowing Existing Customers with Great Experiences, extends the final phase 
of Lifecycle Marketing, Wow. All recipes in this chapter are focused around providing 
world-class experiences for your existing customers. 


Chapter 8, Administrative - Conquer Internal Chaos, provides some streamlined recipes to 
tame your internal processes. Infusionsoft is often overlooked for its powerful workflow and 
process automation. 


Chapter 9, Your Dashboard and Reporting - Make Better Decisions, will empower you to 
search and report confidently because an important discipline in automated experience 
design is extracting performance data and using that to inform improvements. 


Chapter 10, Pushing the System with Hacks, is a grab bag of unsupported Infusionsoft 
hacks. These little tactics, when properly executed, can empower some amazing 
automated experiences. 


What you need for this book 


You will need an Infusionsoft account and an active login. Preferably, a login with admin 
rights to ensure that you have proper permissions to configure all the recipes in this book. 
At the very least, if you are not an admin, you'll want permissions to use the campaign 
builder, as a lot of recipes are implemented from there. 


Who this book is for 


Intended for those who have at least a cursory understanding of Infusionsoft and already 
know how to use the visual drag and drop builders (campaign builder, e-mail builder, and 

so on). Perhaps you've set up a couple of things already and want to take it to the next level. 
Maybe you are very fluent in the software but lack the high-level strategic understanding of 
how to take your business and automate it for the better. If you are a certified partner that 
has been around for a long time, this book will empower you to provide better results for 
your clients, faster! 


In this book, you will find a number of text styles that distinguish between different kinds of 
information. Here are some examples of these styles and an explanation of their meaning. 


Code words in text, database table names, folder names, filenames, file extensions, pathnames, 
dummy URLs, user input, and Twitter handles are shown as follows: "Click on the name of the 
merge field we want to insert; this will insert a variable that looks like ~xxx .xxx~." 


Lw ] 


www.it-ebooks.info 


Preface 


New terms and important words are shown in bold for example, Infusionsoft. Words that 
you see on the screen, for example, in menus or dialog boxes, appear in the text like this: 
"Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to the 
Admin column, and click on Settings in the bottom row." 


[ % Warnings or important notes appear in a box like this. | 


[ Q Tips and tricks appear like this. ] 


Reader feedback 


Feedback from our readers is always welcome. Let us know what you think about this 
book—what you liked or disliked. Reader feedback is important for us as it helps us develop 
titles that you will really get the most out of. 


To send us general feedback, simply e-mail feedback@packtpub.com, and mention 
the book's title in the subject of your message. 


If there is a topic that you have expertise in and you are interested in either writing or 
contributing to a book, see our author guide at www . packtpub . com/authors. 


Customer support 


Now that you are the proud owner of a Packt book, we have a number of things to help you 
to get the most from your purchase. 


Downloading the color images of this book 


We also provide you with a PDF file that has color images of the screenshots/diagrams used 
in this book. The color images will help you better understand the changes in the output. You 
can download this file from https: //www. packtpub.com/sites/default/files/ 
downloads/08900T_ColoredImages.pdf. 
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Although we have taken every care to ensure the accuracy of our content, mistakes do happen. 
If you find a mistake in one of our books—maybe a mistake in the text or the code—we would be 
grateful if you could report this to us. By doing so, you can save other readers from frustration 
and help us improve subsequent versions of this book. If you find any errata, please report them 
by visiting http: //www.packtpub.com/submit-errata, selecting your book, clicking on 
the Errata Submission Form link, and entering the details of your errata. Once your errata are 
verified, your Submission will be accepted and the errata will be uploaded to our website or 
added to any list of existing errata under the Errata section of that title. 


To view the previously submitted errata, go to https: //www.packtpub.com/books/ 
content /support and enter the name of the book in the search field. The required 
information will appear under the Errata section. 


Piracy of copyrighted material on the Internet is an ongoing problem across all media. At Packt, 
we take the protection of our copyright and licenses very seriously. If you come across any illegal 
copies of our works in any form on the Internet, please provide us with the location address or 
website name immediately so that we can pursue a remedy. 


Please contact us at copyright @packtpub.com with a link to the suspected pirated material. 


We appreciate your help in protecting our authors and our ability to bring you valuable content. 


If you have a problem with any aspect of this book, you can contact us at questions@ 
packtpub.com, and we will do our best to address the problem. 
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Pre-Flight Checks 


In this chapter, we will cover the following topics: 


>» Setting up your user signature 

> Configuring your calendar 

>» Connecting your Facebook account 

> Connecting your Twitter account 

> Configuring your company's logo 

> Configuring the CAN-SPAM address block 


> Creating new users 


Introduction 


Before any professional caterer leaves for a job, they double-check to ensure that all food 
items and equipment, needed for the specific job, are present. This chapter is intended to 
operate as a double-check of your Infusionsoft before taking off into the recipes contained 
in this book. 


The first four recipes are designed to be a good checklist to go through when adding a new 
user; the latter ones are mainly admin or set it and forget it functions. 


By ensuring that the following things are set up, you'll be able to get things done faster 
while maximizing the functionality available to you. 


For all recipes in this book, we are assuming that the user is logged in to a specific 
Infusionsoft account and has the necessary access permissions. 
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Setting up your user signature 


Each user inside Infusionsoft has their own profile that contains a customizable signature, 
which can be merged into automated communications, such as letters and e-mails. Having 
a user's signature set will save time when configuring those communications. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Hover over the person symbol in the upper-right corner of the page and select 
Edit My Profile as shown in the following screenshot: 


/ 4 O Q 7 Finda 


Hi, Paul! Your Accounts 


Edit My Profile @ Pm 


Manage Accounts © Infusionsoft 
Log Out @ JB Phot 


Community 


ah y 


2. Click on the Signatures tab to display the plain text and HTML signatures. 
3. Configure the user signatures. 
4. Click on Save at the bottom of the page. 
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The following screenshot shows a preview of an HTML signature: 


Chapter 1 


HTML Signature © 


HTML Signature Preview Edit Source 


Create a great day, 


PAULSOKOL 


Campaign Builder Spegatst Mad Scientist 


480-499-6864 
paul.sokol@infusionsoft.com 


Infusionsoft a 


| Save | Edit User Permissions 


at which the mind can conceive and believe, it can achieve!” - Dr. Napolean Hill Infusionsoft University is Open for Enrollment 


Every communication sent affords us an opportunity to personalize it with one of the users' 
signatures (Such as a sales representative signing off in an e-mail). When this occurs, the 
system will use whatever is set in this area of the user profile. In most cases, you can choose 
which signature type you want to merge—either the plain text or the full HTML signature, as 


shown in the following screenshot: 


Hey ~Contact.FirstName~, 


This is an email. 


~Owner.HTMLSignature~ 
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There are many HTML e-mail signature generators and templates available online. To save 
time, use those as a starting point. 


Configuring your calendar 


Each user has a calendar that will show any scheduled tasks, appointments, or sales 
opportunities. The calendar settings can be configured to ensure smoother daily operations. 


How to do it... 


1. Hover over the person symbol in the upper-right corner of the page and select 
Edit My Profile. 


Click on the Preferences tab to display the available user options. 


In the Calendar section toward the middle of the page, we can configure 
the following: 


o Default Calendar View: This is what is displayed when you click on 
Calendar by navigating—the day when you log in (Day), the Week, 
or the Month 


o Default Start Hour: This indicates the time when the workday typically 
begins 
o Default End Hour: This indicates the time when the workday typically ends 


a Time Zone: This is the local time zone for the user; Infusionsoft assumes 
Eastern Time Zone by default 


4. Click on Save at the bottom of the page. 


Depending on your job function, you may rely heavily on the calendar to plan and take action. 
By setting up the calendar to the user's specifications, it ensures that they will have the best 
user experience while performing their daily activities. 


While looking at a user's calendar, there are visual cues to inform what kind of item is in 
a time slot. A task will be symbolized by a checkmark. An appointment will be symbolized 
by a tiny calendar symbol. A sales opportunity will be symbolized by a $ sign. 


La] 
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The following screenshot shows the three items in a time slot: 


View for | Paul Sokol N on | 02-11-2015 EA 
v 12:00AM John Smallbiz [NEW LEAD] John Smallbiz 
12:00PM - 1:00PM John Smallbiz Lunch Meeting 
$ 3:00PM John Smallbiz John Smallbiz 


Connecting your Facebook account 


Infusionsoft can leverage your Facebook account in the following two ways: 


» First, you can post an e-mail broadcast, landing page, or web form out to your account 
>» Second, you can point a Social snippet inside an e-mail to your account and build 
your social network 


Connecting your Facebook account to your user profile ensures you can maximize the social 
functions within the program. 


How to do it... 


1. Hover over the person symbol in the upper-right corner of the page and select 
Edit My Profile. 


Scroll to the bottom of the page and click on the Social Accounts tab. 
Using the Add an Account dropdown, select Facebook. 


4. Inthe pop up message that appears, click on Authorize Account; this will open 
a new tab in the browser. 


5. Follow the authorization instructions provided by Facebook. 
6. Back in the browser tab with Infusionsoft, click on Done. 


Infusionsoft uses Facebook's secure authentication process to connect the user's Infusionsoft 
account with Facebook; technically the system is using OAuth to verify the user. 


For information about connecting a Twitter account, refer to the next recipe, Connecting your 
Twitter account. 


Ls | 
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Connecting your Twitter account 


Infusionsoft can leverage your Twitter account in two ways: 


» First, you can post an e-mail broadcast, landing page or web form out to your account 
» Second, you can point a Social snippet inside an e-mail to your account and build 
your social network 


Connecting your Twitter account to your user profile ensures that you can maximize the 
social functions within the program. 


How to do it... 


1. Hover over the person symbol in the upper-right corner of the page and select 
Edit My Profile. 


Scroll to the bottom of the page and click on the Social Accounts tab. 
Using the Add an Account dropdown, select Twitter. 


In the pop-up message that appears, click on Authorize Account; this will open 
a new tab in the browser. 


5. Follow the authorization instructions provided by Twitter. 
Back in the browser tab with Infusionsoft, click on Done. 


Infusionsoft uses Twitter's secure authentication process to connect the user's Infusionsoft 
account with Twitter; it uses the same OAuth process as the Facebook connection. 


See also 


For information about connecting a Facebook account, refer to the previous recipe, 
Connecting your Facebook account. 


Configuring your company's logo 


One of the most common marketing assets used in your messaging is your company's logo. 
To save time while creating messages and stay consistent with your branding, there is a 
Branding Center where we can upload an image to be the company's logo. The system 
uses this logo where appropriate. 


Le] 
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Getting ready 


We need to be logged in to Infusionsoft, also inside a specific account, and have the 
appropriate access permissions. 


How to do it... 


1. Hover over the Infusionsoft symbol in the upper-left corner of the page, 
navigate to the Admin column, and click on Branding Center as shown 
in the following screenshot: 


My Nav CRM Marketing E-Commerce Admin 

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 

Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Click on the Logos tab. 
In the Default Logo section, click on Edit in the lower-right corner of the logo preview. 
4. From here, you can either: 
a Select an existing image from the file box using the dropdown 
a Upload your logo using the Add New Image button 


5. Click on the Save button. 


Infusionsoft understands that a company's logo can be leveraged in many different ways. In 
other areas of the software where a logo is contextually relevant, it will pull from this area of 
the Branding Center. 


The size of logo uploaded determines how it is displayed. Avoid using really large images to 
save time when configuring e-mails; having a 600 px width is a good size. 


[7] 
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There are three locations where a logo might show up: 


>» Asa Logo snippet inside the drag & drop builder 
>» On hosted pages (such as the opt-out screen) 


>» On sign-in pages 


When we upload a default logo using the mentioned recipe, the system automatically sets 
that for the three logo locations. If you want to further customize the logo for each of these 
locations, there is an Edit button that allows you to go through a similar process as the 
recipe mentioned earlier. 


It is very important to use the formal Logo snippet while creating e-mails and other messages 
in the drag & drop builder. This ensures that updating your company's branding is easy. All we 
do is upload a new logo to the Branding Center, and the next time anything is sent containing 
a Logo snippet, Infusionsoft will use the new one. If we don't use the Logo snippet, but 
instead use a different method, such as an Image snippet, and our logo changes, we'll have 
to manually go into each individual e-mail, one by one, and update it to the new Logo. Using 
the Logo snippet is a huge time saver that also creates scalability. 


There are other areas of the Branding Center that can help to save you a ton of time as well. 
It is here that we can create the default layouts for different objects in the system, such as 
e-mails, landing pages, and web forms. At the very least, create a branded Campaign Email 
template. This way, when we are cooking up the recipes in future chapters, every time we 
create a new e-mail, it will pull in our branding and we can begin writing immediately. 


Configuring the CAN-SPAM address block 


Legally, every e-mail that comes from an Infusionsoft e-mail server must contain the address 
of the company sending it and a link for the recipient to unsubscribe from future mailings. It 
is important to ensure that the address we set is real and can receive physical mails to 
protect the business legally should any disputes arise. 


How to do it... 


1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate 
to the Marketing column and click on Settings in the bottom row as shown in the 
following screenshot: 
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My Nav CRM Marketing E-Commerce Admin 

Contacts Contacts Campaign Builder E-Commerce Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 

Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Click on Email Defaults option in the Template Settings menu on the left-hand side 
of the page. 


3. Fill in the contact information you would like to display at the bottom of every e-mail: 


Address Block © 


Company B 
Street Address 1 1260 South Spectrum Blvd. 
Street Address 2 
City Chandler 


Zip 85286 


Country United States 


4) [4] 


State Arizona 


Phone 


Layout One line ha 


Preview (save to refresh): 1260 South Spectrum Blvd. Chandler, Arizona 85286 United States 


4. The Layout dropdown at the bottom of the Address Block fields lets you choose 
how the CAN-SPAM block displays; you can choose between a one-line and multiline 
layout. The preceding image is showing a preview of the one-line layout. 


5. Scroll to the bottom of the page and click on Save. 
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This is the specific area designed to set the CAN-SPAM address block for all e-mails sent by 
Infusionsoft. This ensures that all e-mails being sent are legally compliant with the CAN-SPAM 
laws. Otherwise, a user would be at legal risk if they experience excessive spam complaints. 


While the Company and Phone fields are available, they are not required. Only the address 
fields highlighted in orange are required. 


In the Email section beneath the Address Block section of this page, there are some 
miscellaneous settings we might want to familiarize ourselves with. In particular, we can set 
the default opt-in (confirmation) and opt-out links to save time while creating e-mails. This is 
also where we would go to find the action trigger to cook the Building a Vaynerchuk opt-out 
recipe found in Chapter 7, Wowing Existing Customers with Great Experiences. 


Creating new users 


As a small business grows, there is a need to add more users to Infusionsoft. 


How to do it... 


1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to 
the Admin column, and click on Users as shown in the following screenshot: 


My Nav CRM Marketing E-Commerce Admin 

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products 
Legacy Referral Partners Templates Actions Import Data 

Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings 
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2. Click on the green Add Users button: 


şe Users Es 


Main Search Search Status Show all users M 


Actions v 


3. Provide the new user's first name and e-mail address. You can also give them full 
system access by clicking on the switch to make them an admin. 


4. Click on Send Email Invitation: 


® Add User(s) 


Type the first name and email address of the user(s) you want to add we'll send them a snazzy 
email inviting thern to Infusionsoft. 


By the way you have 2 user licenses left so if you need more you're gonna need to call us at 
1 (866) 800-0004 ext. 1My Account Page 


First Name Email Admin? 
Paul E PaulsEmail@gmail.com No 


es 


Back Send Email Invitation 


After completing the preceding recipe, the new user will receive an e-mail invitation to log in 
to Infusionsoft. The new user will then need to follow the instructions to claim their invitation. 


From the list of users we see in the first step of this recipe, you can resend the user invite 
e-mail if someone is having difficulty locating the original invite e-mail. 


Each Infusionsoft account has a certain number of available user licenses. However, next 
to the Add Users button, there is also a green Add Partner button. If we are working with 
an Infusionsoft Certified Partner and we want to give them access to our account without 
taking a user license, we can add their Infusionsoft ID there. 


The number of user licenses is based on how many active users exist. Therefore, if we need 
to add a user but have no more licenses, we have the option to deactivate a user to free 
up space. 
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Critical Tools for 
Mastery 


In this chapter, we will cover the following topics: 


>» Creating custom fields 

>» Using merge fields 

» Using campaign merge fields 

>» Using campaign links 

>» Creating tags for database segmentation 

» Using internal forms for workflow 

» Using note templates for workflow 

>» Creating great user experiences with tasks 
> Installing campaign templates from the Marketplace 
>» Connecting web forms together 

>» Chaining campaigns together 

>» Working daily out of My Day 


Introduction 


Now that we've ensured the user configuration is complete, we can begin to learn about the 
critical tools for mastery of automation experience design. The recipes in future chapters 
assume an understanding of the fundamental tactics introduced in this chapter. 


There are two types of Infusionsoft users, and they use different tools for their needs. 
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The first type and target audience for this cookbook are the builders. These are the users 
who design and implement the automated experiences. These are the types of folks that 
would take a recipe out of this cookbook and use it for their business. 


The second type of user is the end user. End users are the sales representatives and 
administrators who work daily with Infusionsoft. Often, they use things created by a 
builder are used by end users to stay organized, grow sales and save time. 


Understanding both user types is critical in building a powerful automated experience. 
Therefore, mastery of both tool types is essential. 


Creating custom fields 


At its core, Infusionsoft is a CRM (short for Customer Relationship Management) system. 
In other words, it is a database of humans that contains information about their interactions 
with a business. 


In this database, there are common pieces of information that all businesses would need 
to know about an individual: first/last name, addresses, phone numbers, e-mail addresses, 
and so on. There are even more interesting pieces of data as well, such as the person's 
birthday or their spouse's name. 


However, there are pieces of data a business might need to collect that don't exist out of the 
box. Take a dog trainer for example. They might want to store a dog's name on the dog owner's 
contact record. 


This recipe will show you how to create a custom data field on a contact record. A custom 
field can be merged into a communication or a task, submitted on a form, used as a search/ 
report filter, and used to route automation logic. 


How to do it... 


1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to 
the Admin column, and click on Settings in the bottom row: 


My Nav CRM Marketing E-Commerce Admin 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Orders 
Email & Broadcasts Opportunities Lead Generation Products Users 
Legacy Referral Partners Templates Actions Import Data 
Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 
Edit Reports Settings Reports Settings Reports Settings Reports Settings 
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2. 
3. 


In the Custom Fields section at the top of the page, click on Go. 
Click on Add next to the dropdown menu at the top of the page: 


%# Custom Fields for the Contact Record 


Custom fields show up in their own tabis) 
custom fields and can have as many tabs and headers 
fields. 


Field 


on the contact record, underneath a header. You can create up to 100 
as you would like. You currently have 80 custom contact 


M Add 


8. 


Give the custom field a name and select Custom Fields type from the 
dropdown menu. 


Click on Show Advanced Options...; this will cause a submenu to be displayed. 


Select a tab where we want the new custom field to be displayed on the 
contact record. 


Select a header where we want the new custom field to be displayed on the 
contact record. 


Click on Save This Field. 


This recipe is accessing the database table for a person's contact information. The tab/ 
header chosen will control where the custom field shows up while viewing a contact record. 


A properly leveraged custom field can make both setup and the automated experience more 
powerful. Remember that a custom field can be merged into a communication or a task, 
submitted on a form, used as a search/report filter, and used to route automation logic. As we 
are creating and bumping into challenges, custom fields are a powerful tool in our back pocket. 


There are many different types of custom fields besides a Text field. While creating a custom 
field, always choose the type closest to the type of data being stored. For example, if we wanted 
to store lifetime customer spend, we would want to create a Currency type custom field. 


This is important for two reasons. First, when using a custom field to route automation logic, 
the field type helps with context. Infusionsoft understands what a date on the calendar is, and 
hence you can configure logic to say if before a specific date. Had we used a Text field to store 
the date instead, that kind of rule can't be created. 
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Similarly, when using a custom field to filter a search/report, the search parameters also 
understand the context of the field type. If we have a Whole Number type custom field that 
holds how many times someone has made a purchase, we could create a contact search 
saying show me all those whose purchases are more than 5. 


When it comes to controlling automation logic based on human input, a Yes/No type, Radio 
type, or Dropdown can greatly reduce human error. 


In step 3 of this recipe, we'll see a full list of all custom fields previously created. If we have 
more than one tab, there will be a blue arrow on the right-hand side that allows you to adjust 
the display order. Similarly, if there is more than one header within a tab, we will see the blue 
arrows as well. If you have more than one custom field in a header, we will also see the blue 
arrows. This is to organize how the custom fields display when looking at a contact record. 


There are several places elsewhere in Infusionsoft where you can create a custom field 
on the fly. It is recommended to create a custom field first using this recipe as this ensures 
full control of the custom field generation. 


It is important to realize that we can only have 100 custom fields per record type. This recipe 
describes how to create a custom Contact field. If we adjust the dropdown next to the Go 
button in step 2, we can create custom fields within other record types. For example, a sales 
representative might want a Time Zone dropdown inside an opportunity record to help them 
plan their calls for the day more efficiently. 


Since there is a limit, conserve the custom fields only for situations where we have no other 
option. Also, we can often cut down on custom field bandwidth by spreading out the needed 
fields across different record types. For example, if we need four fields for a purchase, explore 
whether we can put two on the order record and two on the contact record. 


While talking to the database directly through the API, often we'll need to find the names of 
the custom fields in the database, as these are different to their display names. To find these, 
in step 3 of this recipe, there is a Show database names link toward the top-right corner of 
the page. This will open a popup window with the database names of our custom fields. 


We can sometimes save our precious custom fields by leveraging campaign merge fields. 
See the Using campaign merge fields recipe later in this chapter. 


Using merge fields 


Merging contact information into an automated communication can be an extremely powerful 
tool to create a relevant, personal experience for the recipient. It can also ruin the customer 
experience if not properly implemented. As a tool itself, it thrives on context and so merge 
fields always need to be used strategically. 
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While this recipe specifically covers how to insert a merge field into an e-mail, the concept 
extends to any object with merging capabilities (tasks, letters, and so on). 


Getting ready 


We need to edit an e-mail inside a campaign. 


How to do it... 


1. Place the cursor where we want to merge some information. 


2. Next to the Subject line, click on Merge; this will open a tool palette: 


To:| Email A 


Subject: hey Merge 


HTML Plain Text 


3. Click on the merge field category containing the field we want to insert. 


4. Click on the name of the merge field we want to insert. This will insert a variable 
that looks like this: ~xxx .xxx~. 


Before Infusionsoft sends the e-mail, it will replace any of these merge field code with 
the appropriate data. For example, ~Contact .FirstName~ becomes Bob, Joe, or Mary. 
This all depends on the contact record that caused the e-mail to be sent: 


To: Email Mi 


Subject: hey ~Contact.FirstName~ Merge 


HTML Plain Text 


There are more merge types available than just basic contact information. We can merge 
information from the user managing the relationship: the owner of the contact record. This 
can be handy when sending an automated e-mail from the user. We can also merge the 
custom field, referral partner, general company, and date information, such as the day of 
the week. 
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If any campaign merge fields have been created, they will show up at the bottom of the merge 
tool palette. 


If the merge palette is getting in the way, we can move it by clicking and dragging the top of 
the palette. 


To learn how to merge opportunity record information, see the recipe Merging custom 
opportunity fields into e-mails in Chapter 5, Selling with a Sales Team. To learn how to merge 
credit card record information, see the recipe Updating a soon-to-be-expired credit card 
automatically in Chapter 6, Wowing New Customers with Great Experiences. 


Using campaign merge fields 


Sometimes, there is information that needs to be merged into a communication or process 
that is the same for all contacts that flow through a campaign. The date and location of 

an event is an example of this kind of information because that information is fixed for all 
contacts flowing through the campaign. A campaign merge field is the tool we can leverage 
for this kind of data. 


Getting ready 


We need to be inside a campaign. 


How to do it... 


1. Click on the Campaign dropdown in the upper-left corner of the page and select 


Merge Fields...: 
Campaign Builder 


Back to List Campaign ¥ Saved 
Save Version 
Edit Perfor Restore Version 
Make a Copy. 
Rename 
Revert Changes 
Print 
Save as Image 
Links 
Exportto Marketplace 
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Click on the green Add Merge Field button. 


Give the new field a label. This is what will be displayed in the merge tool palette. For 
example, if this field were to hold the date of an event, the label could be event date. 


4. Give the new field a value. This is what will be merged into a communication 
or process. For example, if the date of an event is January 1, the value can be 
January 1st. 


5. Click on the save icon (floppy disk) in the right column to add the field to 
this campaign. 


Similar to how a regular merge field works, when Infusionsoft generates a communication or 
process, it will insert the value of the campaign merge wherever the merge code is present. 


Campaign merge fields can be found at the bottom of the standard merge menu; this menu 
will not be displayed if no campaign merge fields have been configured: 


Merge Fields 


E ~” 


Contact Fields (additional) 

Contact Billing Address 

Contact Shipping Address 

Contact Optional Address 

Owner Fields (most common) 

Owner Fields (additional) 

Logged-in User Fields (most common) 
Logged-in User Fields (additional) 
Your Company Fields {most common) 
Your Campany Fields (additional) 
Works With 

Referral Partner Fields 


Referral Partner's Fields 


Date 


VvvvVvvVvVv Vv Vv Vv Vv VY VY VY VY Vv v 


Campaign Fields 


4 


Campaign merge fields are very useful to build a reusable campaign. A great example of this is 
a recurring event. We can create an event date, an event time, and an event location merge 
field within the campaign. The next time we have the same event, we just have to update 
those fields and republish the campaign. There is no need to drill down into the individual 
campaign steps to display that information. 
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In general, any time there is an important piece of information that is the same across 
multiple campaign assets, we should consider using a campaign merge field. 


See also 


This recipe only shows how to create a campaign merge field. To learn how to insert it into a 
communication or process after creation, see the previous recipe Using merge fields. 


Using campaign links 


Quite often in a marketing, e-mail we will set the same URL multiple times, sometimes across 
multiple e-mails too. A campaign link is the tool we can leverage for these kinds 
of links to ensure easy maintenance and reusability. 


This recipe has two parts: creating the campaign link and inserting it into an e-mail. 


Getting ready 


We need to be inside a campaign. 


How to do it... 


1. Click on the Campaign dropdown in the upper-left corner of the page and 
select Links...: 


Campaign Builder 


Back to List Campaign ¥ Sayed 
Save Version 


Edit Perfor Res 


re Version 
Make a Copy. 
Rename 

Revert Changes 
Print 

Save as Image 
Merge Fields 


Exportto Marketplace 


— + 
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Click on the green Add Link button. 


Give the new link a name. This is what will be displayed in the campaign link 
dropdown when setting a link in an e-mail. 


4. Give the new link a destination URL. This is where contacts will go when they 
click on this campaign link. 

5. Give the new link a description. Be sure to provide enough context behind why 
we are creating the link and how it is used. 

6. Click on the Save button in the right column to add the link to this campaign. 

7. Click on the Close button at the bottom of the Campaign Link menu to close it. 

8. Go through an e-mail in this same campaign. 

9. Highlight the text you want to connect to this Campaign Link. 

10. Click on the Link button in the center of the Format toolbar; this will open the 
Link Options menu: 

£) Format Insert Snippets 

Format + | Trebuchet MS ~| 12pt AE AA i= $=) | se Link (iq Paste as Text: 


B Z U A-Y- 


Ml 
til 
il 
A 
A 
x 


11. Change the Link to: dropdown to Campaign link: 


Link Options 


Hosted email page 
Hosted landing page 
Hosted \ 
Update 
Update / opt-out page 
Opt-out page 


Insert/‘Update 


www.it-ebooks.info 


Critical Tools for Mastery 


12. Select the campaign link you want from the second dropdown that appears: 


Link Options 


Link to Campaign link 


Event Registration Page 


Insert‘Update 


13. Click on the green Insert/Update button. 


The following screenshot shows the name and URL of the Event Registration Page 
campaign link: 


Name URL 


Event Registration Page http://http: 
Awebsite.com?inf_field_FirstName=~Contact.FirstName~ 


Whenever someone clicks on a campaign link in an e-mail, Infusionsoft first checks the 
value of the campaign link and then redirects the recipient to that location. 


Campaign links are great for reusable campaigns or when a particular URL may change over 
time. For example, we could use a campaign link that points directly to a PDF on your server 
and use that to deliver the PDF in an e-mail. If we ever want to update the PDF, we simply have 
to update the campaign link URL and not update every link within each e-mail individually. 


This could also be used to close a shopping cart. We can create a Sales Page campaign link, 
which takes people to a checkout URL. Then use the campaign link in every e-mail that is 
asking for the order. After the promotion is over, we can update the campaign link URL to 

a cart-closed page and republish the campaign. The next time someone clicks on a link in 
those old e-mails, they will be taken to the cart-closed page as the campaign link has 
changed since they originally received it. 
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Merge field variables will properly work in the URL of a campaign link. This can be a really 
handy trick in certain scenarios. 


Creating tags for database segmentation 


The more targeted and relevant our marketing is, the more effective it will be. In order to 
segment the database so we can be targeted and relevant, Infusionsoft uses tags. A tag can 
be thought of as a specific list or specific segment of people within your database. 


We can apply or remove a tag manually from an individual or a group of individuals. 
A campaign can automatically apply or remove a tag as well. 


Besides segmentation, a tag can route automation logic or filter a search/report. 
They can also be used as a goal within a campaign to start or stop it. 


In short, understanding how to create a tag is a critical skill for automated experience design. 


How to do it... 


1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate 
to the CRM column, and click on Settings in the bottom row: 


My Nav CRM Marketing E-Commerce Admin 

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 

Lega Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Click on Tags in the left-hand side menu: 


Ag Contact & Company Settings 


General 


Task/Appt/Note Settings 
Tags 


Tag Categories 
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3. Click on the green Add Tag button: 


we Tags Import Tags 


Name Search Category Show all categories M 


4. Give the taga meaningful name. 


5. Add the tag to a tag category by selecting one from the Category dropdown or 
type a new tag category in the Other field. 


6. Give the tag a proper full sentence description. If it helps, answer the question, 
What do we know 100% about contacts with this tag? 


7. Click on the green Add Tag(s) button at the bottom of the page. 


This recipe directly modifies the database table for tags so that Infusionsoft and its users 
can use them. 


When adding new tags, we can create multiple tags by separating the names with commas. 
For example, if we created a new tag and named it Widget 1, Widget 2, the system would 
create a Widget landaWidget 2 tag. 


The name and category of tag are displayed when looking at a contact record. Keep this in mind 
when naming tags to ensure things make sense for the end user. If a tag means something 
very precise, we definitely want to denote this in the description. However, keep in mind that 
the name and category are the only context an end user receives from a tag and both will be 
truncated if they are too long. Infusionsoft will display the first 16 characters of each before 
adding an ellipsis to indicate that the name is too long to fully display. Err on the shorter side 
for tag names and categories and be long-winded in the description. 


There are other areas in Infusionsoft where you can create a tag on the fly. It is recommended 
to follow this recipe always when creating a tag to ensure proper categorization and 
description; it is a good habit for easy-to-admin automation. 
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Using internal forms for workflow 


An internal form is just like a normal web form, but it can only be submitted by a user 
inside Infusionsoft. While creating process workflows, especially task-based workflows, 
a well-placed internal form can create a time-saving experience for the Infusionsoft user, 
thus improving productivity. 


Many of the recipes in this book leverage internal forms, so understanding the experience 
of submitting one is a key to building a great workflow. 


Getting ready 


We need to look at a full contact record, not in My Day. 


How to do it... 


1. Scroll down to the Tasks section of the contact record. 


2. Inthe Form Submissions section, select the form we need to submit on the 
Internal Forms... dropdown and click on the Fill Out button: 


Notes View All Note Template M Add Note 


Form Submissions 


Recent Email History Send Email View Entire History 


3. Fill out the form with the information it requires. 
4. Click on the green Save button at the bottom of the form. 


Submitting an internal form will update the contact fields provided by the user and trigger 
any associated automation. 
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When adding a new contact, we can also fill out an internal form, which can also 
trigger automation. 


If there is a date type field on the internal form, the user should place their cursor in the date 
field and press i on the keyboard; a popup of keyboard shortcuts will be displayed as follows: 


Quick Date Keys 


t Set date to today 

=: Add one day 

+: Subtract one day 

w: Add one week 

k: Subtract one week 

y: Add one year 

e : Subtract one year 

m: Add one month 

h: Subtract one month 

q: Clear the date 

f: Go to the first day of the month 

|: Go to the last day of the month 

z: Go to Monday of the week selected 
x: Go to Tuesday of the week selected 
c: Go to Wednesday of the week selected 
v: Go to Thursday of the week selected 
b : Go to Friday of the week selected 


These Quick Date Keys work anywhere in the system where a formal date field exists. End 
users who deal with lots of dates can greatly improve productivity by learning the shortcut 
keys they would most commonly need. 


An internal form can also be submitted from the My Day view. See the recipe Working daily 
out of My Day later in this chapter. To learn how a task can drive an Infusionsoft user to an 
internal form, see the recipe Creating great user experiences with tasks later in this chapter. 


Using note templates for workflow 


A note template is like a big red AUTOMATION button. Any time we need to automate or track 
something and we aren't sure how to do it, we can create a note template. Applying a note 
template can trigger an e-mail, a task, the application of a tag, and so on. 


Many of the recipes in this book leverage note templates, so understanding the experience 
of applying one to a contact record is a key to building a great workflow. 
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Getting ready 


We need to look at a full contact record, not in My Day. 


How to do it... 


1. Scroll down to the Tasks section of the contact record. 


2. Inthe Notes section, select the note we need to apply using the Note Template... 
dropdown and click on the Add Note button: 


View All Note Template... M Add Note 


Internal Forms... hd Fill Out 


Applying the note will add the predefined information to the contact's note history and trigger 
any associated automation. 


There's more... 


If we click on Add Note without selecting a note template from the dropdown, a pop-up 
window will open. The user can manually type a note, select a template, or do both from 
here. Selecting a template from here will trigger the automation tool upon Save even if the 
user makes edits to the information that gets populated. 


See also 


A note template can also be submitted from the My Day view. See the recipe Working daily out 
of My Day later in this chapter. To learn how a task can drive an Infusionsoft user to apply a 
note template, see the recipe Creating great user experiences with tasks later in this chapter. 
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Creating great user experiences with tasks 


Not everything can be automated. There are certain activities that are too precise or too 
costly to automate. For example, making an outbound phone call to a new lead or adding 
a new customer to a third-party membership site. In these cases, an Infusionsoft user can 
be assigned a task. 


A task is a key tactic in the human-machine interaction within Infusionsoft. When the 
automation cannot go any further and needs human intervention, empowering the end user 
to quickly take action and tell the automation machine to continue is a key skill towards 
designing productive automated experiences. 


Since creating a great experience with tasks requires understanding the context in which 
the tasks will be performed, for this recipe, let's assume that we have a campaign model 
that looks like this: 


oR 
rE soa “a -o  a-@a 
Website Opt-In Task to Call Lead - Initial Call | Qualified, Create Sales 
Opportunity 


No Answer 


Not Qualified, Add 
to $47 Dropdown 


In plain English, when a lead comes in through the website, a human is tasked with calling 
them and filling out an internal form to push the lead ahead. Specifically, the user needs to 
submit the Lead - Initial Call form. 


This recipe will build a task for this specific purpose. 


For simplicity, we are assuming that the Task to Call sequence only contains a Task step and 
the same person will be performing these calls: 


Task to Call 


Start Task to Call 
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In a real-world application, there would most likely be more inside that sequence, such as 


tagging or e-mails. 


Getting ready 


The name of the internal form that needs to be filled out by the user should be finalized. We 
should be inside the Task step that is instructing the user to fill out an internal form. 


How to do it... 


1. Using the Type dropdown, select Call. 


2. Inthe Title field, name it New Lead Call- -Contact.FirstName. 


3. Inthe Body field, put Call - -Contact.FirstName - at -Contact.Phonel- 
to see if they qualify. Submit Internal Form "Lead - Initial 


Call" after you have made the call 


4. Using the dropdown for Assign to (backup), select the user who will be assigned 


the task. 
5. Using the dropdown for Priority, select 1. Critical: 


Back to Sequence Task to Call 
Type Call [x] 
Title New Lead Call - -Contact.FirstNam | Merge 
Call - -Contact. FirstName- at 
Body ~Contact.Phonet -to = if they qiy 
Submit Internal Form "Lead - Initial Call" after 
you have made the call. 
Assign to Contact's owner [F] 
Assign to (backup) Paul Sokol x] 
Days until due 0 a 
Due at Please select one Z 
Priority 1. Critical X 
Notify owner T 
Notify these users 
Pop up reminder Please select one 7 before due date 


6. Inthe upper-right corner of the page, click on Draft to set this Task step as Ready. 


7. Continue to build the campaign toward publishing. 
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When a lead submits the opt-in form on the website, this task is created. Infusionsoft merges 
the information and assigns the task. All the information the end user needs to perform the 
task is in the task body, and the user is told explicitly what to do after the call has been made. 
This should allow the end user to focus and quickly call through new leads. 


While this recipe is telling the user to submit a specific internal form, we can also tell the user 
to apply a specific note template (or templates if there are multiple possible outcomes). 


The name of the goal itself inside the campaign is what will be displayed for the end user 
while looking at the dropdown menus for internal forms or note templates. Using a naming 
convention, such as including Lead - in front of all internal forms associated with the lead 
development process, can further enhance productivity because the end user can find those 
items faster as they will be grouped. 


This recipe assumes that the user making the calls has received the proper training to 
perform the phone call. We could have also included a script inside the task body. This 
would further systematize how those new lead calls are performed. 


Selecting the most accurate task type ensures the best possible end user experience 
and tracking. Not only is it valuable for administrative reporting, the type is also leveraged 
in the My Day view and Infusionsoft's mobile app for contextual interactions around tasks. 


We can create our own custom task types by navigating to CRM | Settings | 
Task/Appt/Note Settings: 


%# Task/Appt/Note Settings 


Ak contact & Company Settings Task/Ap pt/N ote 


General Type Options: | Call 


Email 
Task/App/Note Settings Appointment 


Fax 
Letter 
Other 
UPDATE 


Tags 


Tag Categories 


The task title can be used as a search filter in the administrative task note reports, but not 
the task body. This can be leveraged for better administrative reporting by adding in naming 
conventions to the task title. For example, prefacing every new lead task's title with [LEAD] 
empowers an admin to easily find tasks with that in the title. 
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If you set a time for the task, that is when the task will show up on the user's calendar 
inside Infusionsoft. Selecting the most accurate priority ensures the best possible end 
user experience because they are used for visual cues in My Day. Priority can also be 
used to filter administrative task reports. 


Installing campaign templates from the 


Marketplace 


Some of the recipes in the following chapters can be implemented faster by using the prebuilt 
campaign templates as a starting point for the strategy's framework. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and have the appropriate 
access permissions. 


How to do it... 


1. Hover over the main navigation, go to the Marketing column, and click on 
Campaign Builder, as follows: 


My Nav CRM Marketing E-Commerce Admin 

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 

Legacy Referral Partners Templates Actions Import Data i 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Inthe upper-right corner of the page, click on the white Get Campaign Templates 
button; this will open up the campaign Marketplace. 


3. Search for the campaign we need to install using the search box in the upper-right 
corner of the page. 
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4. Hover over the campaign listing we need to install and click on the white Install 
button in the lower-right corner as follows: 


Birthday Reminders 
Send birthday wishes to all of your most 
important contacts. More 


Free Install 


Infusionsoft's platform has a campaign publishing tool, which gives the ability to export/ 
import campaigns between applications. Infusionsoft also curates a library of publicly 
available campaigns on the Marketplace part of its platform. This recipe is leveraging the 
publishing tool to pull from this public repository of campaign templates and installing the 
chosen template into our specific Infusionsoft application. 


Most campaign templates come with launch instructions. Think of it as the recipe for that 
particular model. Even if we don't fully understand what is being done, by following the steps 
impeccably, we can confidently implement the campaign as it was intended. 


Infusionsoft regularly releases new campaign models into the Marketplace. Each campaign 
solves for a specific problem, so keeping a finger on the pulse of new releases can potentially 
speed up implementation. 


Quite often during implementation, we'll run into common structures, for example, a web form 
to purchase, which is used in most online launch models. These common structures are most 
likely in a campaign template somewhere, so becoming familiar with the library can give you a 
head start on different models. 


Connecting web forms together 


There are many reasons to create a multistep web form experience. As a conversion 
optimization tactic, progressively collecting information can help you identify the hottest 
leads while the automation handles those who drop off. 


[32] 
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Getting ready 


We need to be inside a campaign. 


How to do it... 


1. Drag out two web forms, as shown here: 


= = 


Part1 Part2 


2. Open the second web form. 


3. Adda hidden e-mail field to the form, leave the Field Value completely empty, and 
click on Save. Be sure to delete a visible Email field as well if one is present: 


Hidden Field Settings x 


Which Field = Email Z 


Field Value 


Save Cancel 


4. Click on the Settings tab toward the top-left corner of the page and verify the 
Auto-populate Form setting is checked. 

5. Click the Code tab and copy the web form URL from the Use the Hosted 
Version section. 
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6. Click Back to Campaign in the top-left corner of the page and open the 
first web form. 


7. Click the Thank-you Page tab at the top-left corner of the page. 
Change the Thank-you Page to Display dropdown to Web address: 


Design Thank-you Page Settings Code 


Thank-you Page to Display @ 


i 


is option is only applicable when pasting the JavaScript Snippet code onto your site. 


Thank-you page 


9. Paste the web form URL into the second form we collected in step 5. 
10. Check the box to pass the contact's information: 


URL: 


Pass contact's information to the thank-you page © 


< 


Upon successful submission of the first form, the contact will be redirected to the second form 
and the contact's information is magically passed to the second form so they don't have to fill 
out the same details twice. 


A form will check to see if someone is already in the database based on their e-mail address. 
By passing the contact's e-mail between the two forms in the background, Infusionsoft can 
track who is filling out each form without having the user input their e-mail every time. 


In order to autopopulate the hidden e-mail field on a form, the form must be presented using 
JavaScript or a hosted version of the form. Both of these versions contain JavaScript, which 
takes care of this for us. If you embed the form on your site using the HTML code, passing the 
contact information will not populate the hidden field unless we write custom code to do so. 
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Setting a form as a thank you page also works on order forms. This is how we can create 
one-click upsells and other post-purchase experiences. 


Once we have a contact's e-mail address, we can chain as many forms and landing pages 
together as we want. We just have to make sure that each form in the process is sending 
the contact's info to the next in line, and that the receiving form has a hidden e-mail field 
autopopulating. This is a useful tactic in breaking up the online experience of a long intake 
form, such as one that an attorney or doctor would use. 


Most of the time it makes sense to add a sequence between the different steps of a multistep 
form experience to recover those who don't make it through the first time. When setting a link 
in an e-mail, you can point directly to the hosted version of a web form or landing page (as 
long as the form's settings allow for autopopulation). This makes it easy to drive contacts 
back to a form if they fall out during a multistep process. 


If we search for Two Step Web Form in the Marketplace of campaign templates, we can find 
different variations of this recipe. 


Chaining campaigns together 


More often than not, when one campaign ends or reaches a certain point, another separate 
campaign has to respond accordingly. 


A master builder not only has a clear strategy to chain campaigns together, they also leave 
plenty of breadcrumbs for others to follow and understand what is occurring. 


For this recipe, let's assume that when Campaign A (sales promo) ends, we want to trigger 
Campaign B (prospect nurture) to start. 


Getting ready 


We need to create a tag in a Functional category that will be used to chain together the 
campaigns. Once that is created, we need to be inside Campaign A. 


How to do it... 


1. Open the sequence in Campaign A where we want to trigger Campaign B. 
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2. Add anew Apply/Remove Tag process to the sequence's flow at the appropriate 


point. In the example here, we are triggering Campaign B after the last e-mail in 


the Campaign A sequence: 
Saved at 9:33:08 pm Campaign A 
@ aI 
Wait at least 3 days and Email 2 Apply 0 tags 
then run on a weekday at 
8:00 AM 


3. Apply the functional tag that is being used to chain the campaigns together: 


@ Apply Remove 


Functional -> Start Campaign B x 


Gance! | Save | 


Leave a canvas note explaining what campaign this tag application is impacting, 


4. 


P This starts the "Campaign B” 
campaign 


Apply 1 tag 


5. Exit out of Campaign Builder and go into Campaign B. 
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6. Drag out a new Tag goal and connect it to the sequence we need to start. 


Name it to indicate that it is triggered by Campaign A. In the following image, 
we are assuming that the form for Campaign B already existed prior to the start 
of this recipe. The bottom chain is the result of this recipe: 


| 
Website Campaign B Form Campaign B 


y | 
as > @ | 


End of Campaign A Auto-Start Campaign B 


8. Double-click the Tag goal and configure it for the functional tag being applied in 
Campaign A: 


Configure Tag 


This goal is achieved when any of these tags are applied: 


Functional -> Start Campaign B x 


| cot 


< = 


9. Finish building the campaign and publish. 


When a contact reaches the step that applies the functional tag in Campaign A, the Tag goal 
in Campaign B will be triggered, effectively chaining Campaign B to Campaign A. 
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We can have the same tag being listened for across multiple campaigns, such as, an Escape 
Hatch tag goal that we add to the end of every prospect marketing campaign. When a contact 
unsubscribes, the trigger can apply this Escape Hatch tag, effectively ending outbound 
marketing from any campaign with the hatch built-in: 


aR 
rO Bk B GE aoe 


| Click to Cart Cart Abandon \ Purchase Product New Customer Welcome 
> Oe | 
Lead Magnet Follow-Up 
~L \ This Opt Out trigger in 
— Marketing settings is 
’ GY how this goal gets 
@ triggered. 


Opt-Out Escape Hatch 


Since a Tag goal is used to chain campaigns together, they can also be used to stop 
sequences, as in the preceding Escape Hatch tactic. 


This recipe can also be modified to control behavior within the same campaign. For example, 
for auto-tagging from a link, click on an e-mail to start another sequence without stopping the 
main sequence of e-mails: 


S 9 pea) 


Educational Series Click SidebarTeaser Cart Abandon 
Below 


Links in the emails within 


ATAT the "Educational Series" sequence 
EEE ~ > > apply the "Sidebar Teaser’ tag which 
i (Pa) starts the flow above. 
Website Opt-in Educational Series 


Remove any functional tags using a remove tag step within the resulting sequence to keep 
contact records clean. A functional tag should not be used for database segmentation. 


Leaving notes isn't mandatory for functionality; however, it empowers others to perform 
maintenance without our presence. 
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Working daily out of My Day 


To close out this chapter, we are going to explore the task completion workflow that an end 
user would experience in their daily responsibilities. Understanding this end user context 
helps us design automation that can truly streamline processes and boost productivity. 


For this recipe, we are focusing on the workflow of someone who receives tasks to call new 
leads and must indicate the results via a note template or internal form. The recipe will take 
us through one call task. 


Getting ready 


We need to be logged in as the user assigned with the call tasks and in the working view of 
My Day. This can be accessed from the Home icon in the main navigation, as shown here: 


6 Tools 
Basic Training 


Initial Setup ) 


ff Dashboard B 


Calendar 


Tasks 


Inbox 


Files 


How to do it... 


1. Click the task title from the list of tasks on the left-hand side of the screen, as 
shown here: 


v TASKS lew Task. + Add 
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2. The task information and contact information will load in the right-hand side 
of the screen: 


=j 


[NEW LEAD] John Smallbiz 4 
Call John Smallbiz at (866) 800-0004 and follow "Widget A Phone Script v. 1.2”. 


If you get a voice-to-voice, fill out internal form "[LEAD] Widget A Response" then mark this 
task as complete. 


If there is no answer, apply the note template “[LEAD] Widget A No Answer” then mark this 
task as complete. 


John Smallbiz e 
Email: Phone 1: (866) 800-0004 (Work) 


s A K S AA AT 4 


3. Perform the task as instructed and fill out any internal forms and/or apply any 
notes indicated. 


4. Inthe left pane, check the box to the left of the task title to mark it as completed: 


Y TASKS | New Task... | +Add 


My Day aggregates the tasks assigned to the logged in user. The interactive view on the right- 
hand side of the screen allows for most contact management functions without having to load 
separate web pages for each contact. This allows the user to quickly complete a list of tasks. 
The automated experience creator heavily influences how fast a user can be by providing the 
right amount of context and guidance for pushing along the automated experience. 


There's more... 


There is a setting in the user preferences where we can set My Day as the home page 
upon login. 
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If the logged in user has the appropriate permissions, they can edit the task by clicking on the 
pencil icon in the upper-right corner of the right-hand pane. This is great for pushing up due 
dates to follow up on task completion attempts. This ensures that a task can be addressed 
without being completed, and it will disappear from the list of tasks on the left. When the due 
date comes around again, it will show up on the list of tasks in the left pane. 


Often, a user should push up the due date if they cannot complete a task. Include instructions 
in the task body to guide the user and maintain a pseudo-pipeline. 


The left-hand panel will show (if any such tasks exist) OVERDUE tasks, tasks due today, and 
tasks with no due date, which are known as SOMEDAY tasks: 


= 


Y TASKS  |NewTask | + Add 
a 
v OVERDUE 
KCR Monetary Donation - Gia Ve P 
KCR Monetary Donation - Ted Mo P 


KCR Monetary Donation - Heathe ad 


KCR Monetary Donation - Thomas P 
v TODAY 
Elivagar - Get Flyer & Post to P xl 


The user can adjust which contact fields are displayed in the right-hand pane using the gear 
icon, as shown in the following image: 


Elivagar - Get Flyer & Post to Wall 


Acquire the flyer for the 9/17/2015 show at Club Red, then post to the Elivagar wall. Mark as 
complete. 


666 heel 


Email: elivagarbm+09.17.15@gmail.... Phone 1: 
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Depending on the nature of the task, displaying only the relevant fields can speed up 
productivity and enhance the focus: 


Field Settings 


Contact Name 66666 @ 
Email: Phone 1: 
General Address Additional Info Custom Fields 
First Name 
Job Title c 
O Owner M Phone 1 [ Phone 2 
I Fax1 I~ Website M Email 


cancel | save | 


A task's priority is indicated with a visual queue on the right-hand side of the task's title. 
An orange flag indicates the task being critical, a yellow flag indicates that the task is 
essential, and no flag means that the task is non-essential. 


For certain task types, a visual queue will be displayed to the left of the task title. 
For example, a call type displays as a phone icon, as shown in the following image: 


v TODAY 


T [NEW LEAD] John Smallbiz P 


If a task is connected to a task completion goal for more automation, we might want to 
include that context in the body of the task, so the user is careful to execute the task as it 
was designed. This is especially true when task completion will trigger an immediate e-mail. 


When a user must fill out an internal form or apply a note template, it is recommended to 
instruct the user to finish those actions first, then mark the task as completed. 


Any scheduled appointments assigned to the current user for today will be displayed on 
the top of the left-hand pane. Clicking on the appointment will load the right-hand panel. 
Instructions can also be included in an appointment's body, just like a task: 


v APPOINTMENTS + Add 


SI 


Lunch Meeting 4 


00 p 
12:00p - 1:00p Lunch Meeting Discuss what he needs in a quote. 


John Smallbiz 
Email: Phone 1: (866) 800-0004... 
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There is a quick-add task and an appointment button to the right of the APPOINTMENTS/ 
TASKS headers, so the user can add new things without leaving My Day. 


When adding a task or appointment using the quick-add, assigning it to a contact is not 
required. If this is the case, a person icon will not be displayed to the right of a task/ 
appointment title in the left-hand pane. 


Not all task fields are present in My Day, including custom task fields. If those are needed, 
they can be merged into the task itself upon creation or accessed by opening the full task 
view from the Tasks tab of the interactive view: 


John Smallbiz 
Email: Phone 1: (866) 800-0004... 
f? H Ww $ 2 B|) m 
close « 
Incomplete Tasks 
Due Title Assigned User 
02/04/2015 T [NEW LEAD] John Smallbiz Paul Sokol 


A plausible campaign model for the scenario presented in this recipe is as follows: 


— ma 
| Not Interested 


oR 


nt — et oh a = >e — aoe Bn 


Website Widget A More Info & [LEAD] Widget A Response Need Sample Sample Mailed 


More Info Task to Contact 
a 
— & —- a» @n 2 On 
E ~ o 


Requested 
[LEAD] Widget A No Answer Wait, then Taskto Contact Empty Bucket 


Filling out an internal form or applying a note template can be performed following the same 
recipes as in Using internal forms for workflow or Using note templates for workflow directly 
from within My Day. The only difference is how you access the form or notes section. 
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For example, we can access internal forms using the forms symbol in the toolbar of My Day: 


John Smallbiz 
Email: Phone 1: (866) 800-0004 (Work) 


CG vya Ww $ 2 BS es c 


close a 


Form Submissions | Internal Forms.. B| it out Form | 


This is how we access the Notes section in the My Day toolbar: 


John Smallbiz a 
Email: Phone 1: (866) 800-0004 (Work) 


Yi l $ || & | em | 6 


close a 


Notes | Ada Note | 


www.it-ebooks.info 


Attracting Leads and 
Building Your List 


In this chapter, we will cover: 


>» Creating a Contact Us form 

>» Building a lead magnet delivery 

>» Maximizing social sharing of your e-mails 

> Collecting leads from in-person events 

>» Leveraging offline media for lead generation 
>» Creating a simple referral request 

>» Building an automated Twitter offer 

>» Growing your social media following 

> Building an inbound phone call lead capture 
> Creating a PPC lead generation funnel 

> Setting up web analytics 


Introduction 


Infusionsoft invented a holistic business strategy and customer experience journey framework 
called Lifecycle Marketing. There are three phases to Lifecycle Marketing: Attract, Sell, and 
Wow. This chapter concerns itself with different tactics to attract and capture leads. 


Any business can use these recipes in one way or another. How you use them is up to you. 
Be creative! 
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Creating a Contact Us form 


Every website needs to have some method for people to make general inquiries. This is 
particularly important for service-based businesses that operate locally. If a website is missing 
a simple Contact Us form, that means good leads from our hard-earned traffic are slipping 
away. Fixing this hole in our online presence creates another lead channel for the business. 


Getting ready 


We need to be editing a new campaign and have some manner of getting a form on our site 
(either ourselves or via the webmaster). 


How to do it... 


1. Drag out a new, web form goal and sequence. 


2. Connect them as shown in the following image and rename all elements for 


visual clarity: 
—— i= oa 
www.paulsokol.me Contact Us Task to Follow Up 
Form 


3. Double-click on the web form goal to edit its content. 
4. Add four fields to the form: 

a First Name 

a Last Name 

u Email 


a Phone (can be left as optional) 


The following screenshot shows these four fields: 


First Name * 
Last Name * 
Email * 


Phone 


| Submit 
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5. Create a custom Text Area field for inquiry comments. 
6. Add this custom field to the form using the Other snippet and leave as optional: 


First Name * 
Last Name * 
Email * 


Phone 


Comments? 


| Submit | 


Click on the Submit button to change the call to action. 


Change the Button Label button to Please Contact Me! and select Center 
alignment; click on Save. 


9. Add a Title snippet above all the fields and provide some instruction for the visitor: 


Questions? Comments? Concerns? 
Fill out the ‘Contact Us' form below and 
we will respond shortly! 

First Name * 
Last Name * 
Email * 


Phone 


Comments? 


| Please Contact Me! | 


10. Click on the Thank-you Page tab at the top-left of the page. 
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11. Remove all elements and replace with a single Title snippet with a confirmation 
message for the visitor: 


Thank you for reaching out ~Contact.FirstName~! We will 
contact you shortly. 


12. Click on the Draft button in the upper-right side of the page to change the form 
to Ready. 


13. Click on Back to Campaign in the upper-left side of the page and open the 
connected sequence. 


14. Drag out a new Task step, connect, and rename it appropriately: 


> 


Start Task to Follow Up 


15. Double-click on the Task step and configure it accordingly. Don't forget to merge in 
any appropriate information or instructions for the end user: 


Type Other z | 
Title Contact Us - -Contact.FirstName- - Merge 


Contact —Contact.FirstName— 
—Contact.LastName- at —Contact.Email- or 


—Contact.Phone1-. 
Body 


Comments: —Contact._ContactUsComments— 


Assign to Contact's owner 


Assign to (backup) Paul Sokol >| 
Days until due 0 = 

Due at Please select one M 
Priority 2. Essential D 


16. Click on the Draft button in the upper-right side of the page to change the task 
to Ready. 
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17. Click on Back to Sequence in the upper-left side of the page. 


18. Click on the Draft button in the upper-right side of the page to change the sequence 
to Ready. 


19. Click on Back to Campaign in the upper-left side of the page and publish 
the campaign. 


20. Place the Contact Us form on our website. 


When a website visitor fills out the form, a task is created for someone to follow up with 
that visitor. 


For a better experience, add a request received e-mail in the post-form sequence to establish 
an inbox relationship. Be sure to respect their e-mail preferences as this kind of form 
submission isn't providing direct consent to be marketed to. 


This out of the box recipe creates a dead end after the form submission. It is therefore 
recommended that you drive traffic from the thank you page somewhere else to capitalize 
on visitor momentum because they are very engaged after submitting a form. For example, 
we could point people to follow us on a particular social network, an FAQ page on our site, 
or our blog. 


We can merge any captured information onto the thank you page. Use this to create a 
personalized experience for your brand voice: 


You got it ~Contact.FirstName~! We'll give you a call at 
~Contact.Phone1~ as soon as we possibly can. 


In the meantime, why not check out the latest happenings 
on our Twitter feed. 


We can add/remove form fields based on our needs. Just remember, a Contact Us form is 
for general inquiries and should be kept simple to reduce conversion friction; the fewer fields 
the better. 


If we want to segment inquiries based on their type, we can use a radio button to segment 
inquiry types without sacrificing a custom field because the form's radio buttons can be used 
within a decision node directly coming out of the form. 
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For a template similar to this recipe, download the Automate Contact Requests campaign 
from the Marketplace. 


To learn how to download Marketplace campaign templates, see the recipe /nstalling 
campaign templates from the Marketplace in Chapter 2, Critical Tools for Mastery. 


Building a lead magnet delivery 


A lead magnet is exactly what it sounds like: it is something designed to attract new leads like 
a magnet. Offering some digital resource in exchange for contact information is a common 
example of a lead magnet. 


A lead magnet can take many different forms, such as: 


>» PDF 

>» E-book 

> Slideshow 

>» Audio file 
This is by no means an exhaustive list. Automating the delivery and follow-up of a lead magnet 
is asimple and very powerful way to save time and get organized. This recipe shows how to 


build a mechanism for capturing interested leads, delivering an online lead magnet via e-mail, 
and following up with people who download it. 


Getting ready 


We need to have the lead magnet hosted somewhere publicly that is accessible via a URL and 
be editing a new campaign. 


How to do it... 


1. Drag out a new web form goal, link click goal, and two sequences. 


2. Connect them as shown in the following image and rename all elements for 


visual clarity: 
www.paulsokol.me Lead Magnet Request Lead Magnet Delivery Download Lead Magnet Download Follow Up 
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3. Create a Campaign Link and set it as the public download URL for the lead magnet. 
Double-click on the web form goal to edit its content. 
5. Design the form to include: 
u ATitle snippet with the lead magnet's name and a call to action 
u Afirst name and e-mail field 


a Acall to action 


The form should look as follows: 


Download My 'Top 10 Tips to 
Live At #InboxZero' PDF! 


Share your name and best email below: 
First Name * 


Email * 


| Email Me A Copy! | 


6. Seta confirmation message driving the visitor to their e-mail on the thank you page: 


Check your email right now for your download link 
~Contact.FirstName~! 


7. Mark the form as Ready, go Back to Campaign, and open the first sequence. 
8. Drag out a new Email step, connect, and rename it appropriately: 


— bs 


Start Lead Magnet Delivery 


www.it-ebooks.info 


Attracting Leads and Building Your List 


9. Double-click on the Email step and write a simple delivery message. Make sure the 
download link(s) in the e-mail are using the campaign link. For best results, thank 
the person and tease some of the information contained in the lead magnet: 


Subject: [PDF] Your #inboxZero Tips —Contact.FirstName- 


HTML Plain Text 


Format Insert Snippets 


Format + Fontfamily + | Font size -||== = 


sə Link (iz Paste 


Ill 
ikl 
A 
A 

© 


Biz |u jæ) (AZ (=E 


Thanks for requesting my free PDF, "Top 10 Tips to Live at #InboxZero"! 
I'm sure you are going to love it ~Contact.FirstName~...especially tip #4 ;) 


Click here to download the PDF 


Have a great ~Date.DayOfWeek~, 
~Ovwmer.FirstName~ 


10. Mark the e-mail as Ready and go Back to Sequence. 

11. Mark the Sequence as Ready to go Back to Campaign. 

12. Double-click on the link click goal. 

13. Check the download link within the e-mail and go Back to Campaign: 


Back to Campaign Download Lead Magnet 


Lead Magnet Delivery 


Lead Magnet Delivery Thanks for requesting my free PDF, "Top 10 Tips to Live at #InboxZero"! 
1 of 2 links are selected 


I'm sure you are going to love it Paul...especially tip #4 ;) 


immClick here to download the PD 


Have a great Sunday, 
Paul 


14. Open the post-link click goal sequence. 
15. Drag out a Delay Timer, an Email step, and connect them accordingly. 


[52] 
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16. Configure the Delay Timer to wait 1 day then run in the morning and rename the 
Email step: 


—Q— ms 


Start Wait atleast 1 day and Download Follow Up 
then run at 9:00 AM 


17. Double-click on the Email step and write a simple download follow-up. Make sure it 
furthers the sales conversation, feels personal, and gives a clear next step: 


Subject: what'd ya think? 


HTML Plain Text 


x£) Format Insert Snippets 
Format + Trebuchet MS~ 12pt y ieir ¿Æ & Link ü Paste as Tel 
B Z U A-Y- F322 6° 8B 


Good morning ~Contact.FirstName~! 


How is your ~Date. DayOfW/eek~ shaping up so far? 


Just wanted to touch base and see what you thought about my PDF on how to 
live #InboxZero. Wasn't tip #4 awesome? 


Anyway, thanks for checking it out! 


If you need help implementing those tips in your life, just hit reply and let 
me know where you are stuck. I'll see what I can do. 


Cheers, 
~Ovyner.FirstName~ 


18. Mark the e-mail as Ready and go Back to Sequence. 

19. Mark the sequence as Ready and go Back to Campaign; publish the campaign. 
20. Place the lead magnet request form on our website. 

21. Promote this new offering across social media to drive some initial traffic. 
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When a visitor fills out the lead magnet request form, Infusionsoft immediately sends them 
an e-mail with a download link for the lead magnet. Then it waits until that person clicks the 
download link. When that happens, Infusionsoft waits one day then sends a follow-up e-mail 
addressing the download behavior. 


If the lead magnet is less than 10 MB, we can upload it to Infusionsoft's file box and grab a 
hosted URL from there. If the lead magnet is more than 10 MB, use a cloud-based file-sharing 
service that offers public URLs such as Dropbox, Google Drive, or Box. 


Leveraging a campaign link ensures updating the resource is easy, especially if the link is 
used in multiple places. We can also use a campaign merge field for the lead magnet title 
to ensure scalability and easy duplication of this campaign. 


It is important the word Email is present in the form's Submit button. This primes them for 
inbox engagement and creates clear expectations for what will occur after they request the 
lead magnet. 


The download follow-up should get a conversation going and feel really personal. This tactic 
can bubble up hot clients; people appreciate it when others pay attention to them. For a more 
personal experience, the lead magnet delivery e-mail(s) can come from the company and the 
follow-up can come directly from an individual. 


Not everyone is going to download the lead magnet right away. Add extra reminder e-mails 
into the mix, one at three days and then one at a week, to ensure those who are genuinely 
interested don't slip through the cracks. 


Add a second form on the backend that collects addresses to ship a physical copy if 
appropriate. This would work well for a physical print of an e-book, a burned CD of an audio 
file, or a DVD of video content. This builds your direct mail database and helps further 
segment those who are most engaged and trusting. We can also leverage a second form to 
collect other information like a phone number or e-mail subscription preferences. 


Adding an image of the lead magnet to the page containing the request web form can boost 
conversions. Even if there is never a physical version, there are lots of tools out there to create 
a digital image of an e-book, CD, report, and more. 


This recipe is using a web form. We can also leverage a formal landing page at the 
beginning if desired. 


Although we can tag those who request the lead magnet, we don't have to because a 
Campaign Goal Completion report can show us all the people who have submitted the 
form. We would only need to tag them in instances where the goal completion needs to be 
universally searchable (for instance, doing an order search via a goal completion tag). 
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For a template that can be used as a starting point for this recipe, download the Free 
Resource campaign from the Marketplace. 


Maximizing social sharing of your e-mails 


Infusionsoft makes it easy for e-mail recipients to share an e-mail on their social networks 
via the Social snippet. Being able to capture leads from these social shares is an esoteric 
function of Infusionsoft that is extremely powerful when used properly. 


This recipe has two parts: 


» First, we are going to build the web form that will be used to collect social leads 


>» Second, we will connect this web form to an e-mail so the form displays when the 
e-mail is shared socially 


Getting ready 


We need to be editing a new campaign and have an e-mail prepared that we wish to use with 
social sharing. 


How to do it... 


Here we would be building a web form. to do so: 


1. Drag out a web form goal, and a sequence. 


2. Connect them as shown in the following image and rename all elements for 
visual clarity: 


Facebook 


Twitter — Social Share Add New Subscriber 
from Newsletter 


Google+ 
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3. 
4. 


8. 
9. 


Double-click on the web form goal to edit its content. 
Add two fields to the form: 
a First Name 


u Email 


Click on the Submit button to change the call to action. 


Change the Button Label to Add Me To Your Email List! and select Center 
alignment; click on Save: 


First Name * 


Email * 


| Add Me To Your Email List! | 


Add a Spotlight snippet and provide some context for the form. Remember, whoever 
sees this will have arrived here from a social share of an e-mail: 


“Hi social buddy! 


Did you like what your friend shared 
over there? You can get stuff like that 
emailed directly to you. 


Please add yourself to our email list 


below and I'll see you next issue :)" 
- Paul Sokol 


First Name * 


Email * 


| Add Me To Your Email List! | 


Click on the Thank-you Page tab at the top-left of the page. 


Remove all elements and replace with a single Title snippet with a confirmation 
message for the visitor: 


You got it ~Contact.FirstName~! You're on the email list 
and will get the next issue. 
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11. 


12. 


13. 


14. 
15. 


16. 


Here we would be connecting the web form to the e-mail. To do so: 


Chapter 3 


Click on the Draft button in the upper-right side of the page to change the form 


to Ready. 


Click on Back to Campaign in the upper-left side of the page and open the 


connected sequence. 


Configure the necessary tag and/or field updates so the contact is on your 


broadcast list. 


Click on the Draft button in the upper-right side of the page to change the 


the sequence to Ready. 


Click on Back to Sequence in the upper-left side of the page. 


Click on the Draft button in the upper-right side of the page to change the 


sequence to Ready. 


Click on Back to Campaign in the upper-left side of the page and publish 


the campaign. 


Open the e-mail you wish to use with social sharing. 
Add a Social snippet to the e-mail, and ensure the Sharing Options are not 


selected and Labels are Off; click on Save: 


Social Media Settings 


Sharing Options: 
V Bi Like 


V| Æ Tweet 
ag 
Follow Options: 
Ei Please select one 


v Please select one 


S 


Display Options: 
Layout: Horizontal 
Alignment: Center 


Labels: off 


Save 


Cancel 
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3. Adda Title snippet and provide a call to action to share: 


Share this email with your friends 
using the buttons below: 
Ej like tweet Q +1 


4. Click on the Layout & Style button in the upper-right side of the Format toolbar to 
open the Layout and Style sub-menu: 


£) Format Insert Snippets 


= a Link (jy Paste as Text: Off ft Find Layout & Style 


t=y ite = 
42. Find & Replace 


Format v Fontfamily ~ Fo 


F 
Bius AvP = 


5. Inthe Layout menu, turn on the Social Sharing Layout. 
Type the name of the form we set up in the first part of this recipe and select it: 


Show Form | On | 


Form | Social 


Form Position Right | 


7. Click on the Draft button in the upper-right side of the page to change the e-mail 

to Ready. 
. Click on Back to Sequence in the upper-left side of the page. 

9. Click on the Draft button in the upper-right side of the page to change the sequence 
to Ready. 

10. Click on Back to Campaign in the upper-left side of the page and publish 
the campaign. 

11. Send the e-mail we configured earlier. 
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At the end of creating the web form section, we have a published web form. That enables 

the form to be selectable from within the Layout menu's Social Sharing Layout setting of an 
e-mail. Now, whenever someone shares the e-mail socially, their friends/followers will see the 
e-mail and the form: 


Share this email with your friends 
using the buttons below: “Hi social buddy! 
Bi Like tweet | Q +1 


Here is the newsletter | want to use with the social sharing form. Did you like what your friend shared 
over there? You can get stuff like that 


When people share me, you'll see a form at my side. emailed directly to you. 


Please add yourself to our email list 


Have a great Monday, below and I'll see you next issue :)" 
- Paul Sokol 
Paul 
First Name * 
Update Your Information or Unsubscribe Email * 


1260 South Spectrum Blvd. Chandler, Arizona 85286 United States 


Add Me To Your Email List! | 


We can preview the e-mail to see what the social share will look like. 


This tactic should only be used where it makes sense. Newsletters and other content-rich 
e-mails bode well. It is also important to avoid using social sharing in general on e-mails 
that include sensitive information. 


Treat a socially added opt-in like a normal new subscriber and add a welcome e-mail to 
the sequence. Encourage a social follow since they are on social media already. 


This tactic can be used during a launch to boost virality. In that case, we should create a 
unique web form for every e-mail that could potentially be shared socially. This ensures a 
highly customized experience for each share and more transparent reporting on which 
e-mails convert the best socially. 


A Fair warning: If we choose this tactic, we will want to lay out 
Q the campaign model(s) adeptly to avoid an unmanageable 
structure of web forms. 
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Consider tagging socially opted-in contacts with a special tag so we can isolate those who are 
socially active and we can leverage this subset of our list strategically. For example, send the 
first launch e-mail to these contacts and include a heavy call to action for social sharing. Then, 
send the first launch e-mail to the rest of your list a little while after the social shares have 
begun to permeate, in essence, amplifying the social proof. 


We can also use social share links for link click goals within a campaign. This can be used to 
create a game layer powered by social sharing. Tell people they will get something for sharing 
the e-mail socially and automate the delivery using the post-link click sequences. 


Alternately, we use link click goals on social sharing to deliver surprises and hidden rewards 
for social engagement. Don't tell people they will get something and really reward those who 
are truly engaged with our message. 


We can have multiple Social snippets within a single e-mail. Embed multiple sharing 
opportunities throughout the e-mail's content to boost sharing rates; track which ones are 
performing best using link click goals. 


To boost our social media following, see the recipe later in this chapter, Growing your social 
media following. For a template that can be used as a starting point for this recipe, download 
the Grow Your Newsletter With Social Sharing campaign from the Marketplace. 


Collecting leads from in-person events 


In-person events are frequently chaotic. Having an easy-to-access lead capture form can 
provide confidence that each new connection we make will be properly added to our database. 


Getting ready 


We need to be editing a new campaign. 


How to do it... 


1. Drag out a web form goal and sequence. 


2. Connect them as shown in the following image and rename all elements for 
visual clarity: 
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Live Event Live Event Task to Follow Up 
Lead Capture Form 


3. Double-click on the web form goal to edit its content. 
Add the following fields to the form: 
a First Name 
a Last Name 
a Company 
a Email 


a Phone 


5. Click on the Submit button to change the call to action. 


Change the Button Label to Add New Lead and select Center alignment; 
click on Save. 


7. Adda Title snippet above all the fields and provide some instruction for the visitor. 
Remember, the only visitor will be internal employees/contractors: 


Use this to add a new lead from 
EventCon 2015! 

First Name * 

Last Name * 

Company * 

Email * 


Phone * 


| Add NewLead | 


8. Click on the Thank-you Page tab at the top-left of the page. 


9. Remove all elements and replace with a single Title snippet with a 
confirmation message: 


You have added ~Contact.FirstName~! 
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10. Click on the Draft button in the upper-right side of the page to change the form 
to Ready. 


11. Click on Back to Campaign in the upper-left side of the page and open the 
connected sequence. 


12. Drag out a new Task step, connect, and rename it appropriately: 


Start EventCon 2015 
Lead 


13. Double-click on the Task step and configure it accordingly. Don't forget to merge in 
any appropriate information, context, or instructions for the end user: 


Type Other z 


Title New EventCon Lead - -Contact.Firs | Merge 


Follow up with -Contact.FirstName- 
-Contact.LastName- at -Contact.Email- or 
-Contact.Phone1-. They work with 

Bady -Contact.Company- and we met them at 
EventCon. 


Assign to Contact's owner 


Assign to (backup) Paul Sokol 5 
Days until due 0 = 

Due at Please select one N 
Priority 2. Essential 5 


Notify owner 


Notify these users 


Pop up reminder 7| before due date 


14. Click on the Draft button in the upper-right side of the page to change the task 
to Ready. 
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15. Click on Back to Sequence in the upper-left side of the page. 


16. Click on the Draft button in the upper-right side of the page to change the sequence 
to Ready. 


17. Click on Back to Campaign in the upper-left side of the page and publish the 
campaign. 


18. Bookmark the form URL on our smartphone or laptop for easy access during 
the event. 


When we are at a live event and get a new lead, we can access the form on our phone quickly 
and enter their information. By building this habit we ensure there is a follow-up task for each 
new lead when we come home from the event and nobody slips through the cracks. 


Set the form width to 350 px for a better mobile experience. 


Add other things besides a task into the sequence to streamline the follow-up. There are 
many other things that may need to happen with a new event lead such as tagging, sending a 
welcome e-mail, or starting another campaign. 


To cut through the promotional haze of a live event, send a follow-up e-mail the day after the 
event is over or the following Monday. 


Add more fields to the form per the business needs. Add radio buttons or checkboxes to 
be used in a decision node post-form. This can be used to assign owners, add to specific 
promotions, and tag for segmentation. 


For easy distribution to company reps, shorten the form's URL using Bit.ly or another service. 
We can also e-mail the form URL and have them bookmark it. 


Create a unique form for every event and use a hidden lead source field on the form. Populate 
the hidden field with a lead source for the event to enable easy Return On Investment (ROI) 
calculation in the future. 


The smartphone app Snap by Infusionsoft can make data entry easy for new connections you 
make. In that case, we will want to start this campaign with a tag that is applied from within 
the app. 


For a template of this recipe, download the Live Event Networking campaign from the 
Marketplace. 
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Leveraging offline media for lead generation 


Despite the proliferation of the Internet and smartphones, offline media can still be an 
extremely powerful lead generation channel. Strategically placing a URL somewhere within a 
letter, billboard, and so on gives us the ability to collect leads automatically. 


Strategy is all based on context, so for this recipe, let's pretend we are going to be generating 
leads for a charity using a flyer that has already been designed. 


Getting ready 


We need to be editing a new campaign. 


How to do it... 


1. Drag out a new web form goal and sequence. 


2. Connect them as shown in the following image and rename all elements for 
visual clarity: 


-i co om 


Flyer Flyer Opt-In New Flyer Lead 


3. Double-click on the web form goal to edit its content. 
4. Add the following fields to the form: 
a First Name 


a Last Name 


u Email 
a Phone 
5. Create a custom Text Area field for inquiry comments. 
6. Add this custom field to the form using the Other snippet and leave as optional. 
7. Click on the Submit button to change the call to action. 
8. Change the Button Label to Call Me! and select Center alignment; click on Save. 
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9. Adda Logo and Title snippet above all the fields and provide some instruction for 


10. 
11. 


12. 


13. 


14. 


the visitor: 
(l HT TROER 
aN Tay VPT 
} win ALIN 
Want to talk to us? 
We WANT to talk to you! 
First Name * 
Last Name * 
Email * 
Phone * 
Comments? 
| CallMe! | 


Click on the Thank-you Page tab at the top-left of the page. 
Remove all elements and replace with a Logo and Title snippet with a 


confirmation message: 


s) pte 
it H 


a Toy vr 
L MN AL 


We will call you soon ~Contact.FirstName~! 


Click on the Draft button in the upper-right side of the page to change the form 


to Ready. 


Click on Back to Campaign in the upper-left side of the page and open the 


connected sequence. 


Drag out a new Task step, connect, and rename it appropriately: 


J— B 


Start Call Flyer Lead 
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15. Double-click on the Task step and configure it accordingly. Don't forget to merge in 
any appropriate information, context, or instructions for the end user: 


Type Call hd | 
Title Flyer Lead - -Contact.FirstName-- | Merge 


Call -Contact.FirstName- 
Body —Contact.LastName- at —Contact.Phone1-. 


Assign to Contact's owner [E] 


Assign to (backup) 


Days until due 


Paul Sokol 7| 


a 


0 


Due at Please select one z | 
Priority 2. Essential z | 
Notify owner 


16. Click on the Draft button in the upper-right side of the page to change the task 
to Ready. 


17. Click on Back to Sequence in the upper-left side of the page. 


18. Click on the Draft button in the upper-right side of the page to change the 
sequence to Ready. 


19. Click on Back to Campaign in the upper-left side of the page and publish 
the campaign. 


20. Shorten the web form's hosted URL using a link-shortening service such as 
Bit.ly or Goo.gl. 


21. Place this shortened URL somewhere on the flyer with a light call to action. 


When people see the flyer and are intrigued, having a short and simple URL makes it easy for 
them to take action. Driving them directly to an opt-in ensures hot leads can bubble up quickly. 
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Set the form width to 350 px for a better mobile experience. 


Add other things besides a task into the sequence to streamline the follow-up. There are many 
other things that may need to happen with a new lead such as tagging, sending a welcome 
e-mail, or starting another campaign. 


Since we are switching messaging channels from offline to online, we need to make sure 
the branding on the form matches the branding of the offline media. Interested leads should 
never have any doubt they are on the right web page. 


We can extend the form into a multi-step form for further segmentation and data collection. 
For example, if we are a home service business, we could ask for someone's address on the 
thank you page of the initial opt-in to help with scheduling appointments. 


In general, the thank you page should never be a dead end. Drive new leads back to your 
website, to a social channel, or even to call you immediately. Make sure wherever we send 
them is mobile friendly! 


The form's messaging should match the call to action on the offline media as much as 
possible. Even if there is a main call to action on the offline media, this recipe can work well 
as a secondary response mechanism for those not quite ready. 


For added mobile friendliness, create a QR code for the form URL and place on the offline 
media in addition to the shortened URL. 


To track the ROI of things like flyers and posters, pass through a lead source ID in a hidden 
field in the form's URL before shortening it. For example, if a flyer's lead source ID is 123, by 
appending ?inf field _LeadSourceId=123 to the form's URL, Infusionsoft will assign 
that lead source to all people coming from that specific flyer. This enables us to drive different 
versions of offline media (each with their own lead sources) to the same form and track how 
each is performing. 


Has the offline media already been printed? Still want to use this recipe? Get serious about 
lead generation and print out white label stickers with the shortened URL and place them on 
the media. It won't be pretty, but it will provide additional lead generation possibilities. 


For a similar model of this recipe that uses a physical letter, download the Attract Traffic 
Using Direct Mail campaign from the Marketplace. 
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Creating a simple referral request 


Social proof is very persuasive. People tend to trust their friends and family more about a 
buying decision than anything else. Having a system to ask for referrals from your existing 
customers is a great way to lower customer acquisition costs because referrals are normally 
easier to close. 


Getting ready 


We need to be editing a new campaign. 


How to do it... 


1. Drag out a new note goal, web form goal, and two sequences. 


2. Connect them as shown in the following image and rename all elements for 
visual clarity: 


I= —> om — E on 


Employee Admin - Ask for Referral Ask for Referral Referral Collection Task to Follow Up 


3. Double-click on the note goal, configure the information, and click on Save: 


Configure Note Template 


Action Type Other 


L] 


Description Asked for Referral 


We asked them for a referral. 
Creation Notes 


i User The logged-in User Me 


~ 


Notify 


cot | ED 
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4. Double-click on the web form icon in the lower-left corner of the web form goal to 
open Goal Settings. 


5. Change the goal so it can be achieved by any contact; click on Save: 


Goal Settings 


This goal is achieved when a Contact... 


B Submits a Web Form v 
i i 
This goal can be achieved by... i 
Contacts in this Campaign v 
Contacts in this Campaign 


Double-click on the web form goal to edit its content. 
Add the following fields to the form and mark them as required: 
a First Name 
a Phone 
8. Update those field labels to be My Friend's Name and My Friend's Phone 
Number. 
9. Create a custom Text field for the referred friend's name. 
10. Create a custom Email field for the referred friend's e-mail. 
11. Add these custom fields to the form using the Other snippet and mark as required. 
12. Update the field labels to be My Name Is and My Email Is. 
13. Click on the Submit button to change the call to action. 


14. Change the Button Label to Please Call Them and select Center alignment; 
click on Save. 


www.it-ebooks.info 


Attracting Leads and Building Your List 


15. Add a Logo and Title snippet above all the fields and provide some context for 
the visitor. 


| WROCISIN 
Recommend a Friend! 
My Friend's Name * 
My Friend's Phone * 
My Name Is * 


My Email Is * 


| Please Call Them | 


16. Click on the Thank-you Page tab at the top-left of the page. 


17. Remove all elements and replace with a Logo and Title snippet with a confirmation 
message. Remember, the person filling out the form is actually the custom name field 
and not the normal contact fields: 


7X TS 
| Wan 


Thanks for the recommendation 
~Contact._ReferringName~. 


We will call ~Contact.FirstName~ soon! 


18. Click on the Settings tab at the top-left of the page. 
19. Uncheck the auto-population option: 


Design Thank-you Page Settings Code 


Auto-populate Form © 


Auto-populate this form with a Contacts information when visited from an Infusionsoft-delivered email 


20. Click on the Draft button in the upper-right side of the page to change the form 
to Ready. 


www.it-ebooks.info 


Chapter 3 


21. Click on Back to Campaign in the upper-left side of the page and open the post-form 
sequence. 


22. Drag out a new Task step, connect, and rename it appropriately: 


— M 


Start New Referral Call 


23. Double-click on the Task step and configure it accordingly. Don't forget to merge in 
any appropriate information, context, or instructions for the end user: 


Type Call | 


Title New Referral --Contact.FirstName | Merge 


-Contact._ReferringName- 
(-Contact._ReferringEmail-) just referred 

Body —Contact.FirstName- to us. Give 
—Contact.FirstName— a call at 
—Contact.Phone1-. 


Assign to Contact's owner |V 


Assign to (backup) Paul Sokol |x | 


Days until due 0 - 
Due at Please select one v | 
Priority 1. Critical z | 


24. Click on the Draft button in the upper-right side of the page to change the task 
to Ready. 

25. Click on Back to Sequence in the upper-left side of the page. 

26. Click on the Draft button in the upper-right side of the page to change the sequence 
to Ready. 

27. Click on Back to Campaign in the upper-left side of the page and publish the 
campaign. 

28. Click on the Edit tab in the upper-left side of the page and open the first sequence. 


www.it-ebooks.info 


Attracting Leads and Building Your List 


29. Drag out a new Email step, connect, and rename it appropriately: 


Start Ask for Referral 


30. Double-click on the Email step and write a simple referral request: 


Thanks for being a valued customer ~Contact.FirstName~! 


| have a quick question: who do you know that could also benefit from what 
~Company.Company~ offers? 


If you have somebody in mind, would you please click here and share their 
phone number so we can give them a call? 


Thanks, 
~Owmner.FirstName~ 


P.S. If you can't think of somebody thats ok, no hard feelings :) 


31. Select the text we want to link to the referral collection form and create a link. 


32. Select Hosted web form from the Link to dropdown and choose the form we just 
published; click on Insert/Update: 


Link Options 
Linkto: | Hosted web form zi +o 
p 
Referral Collection 


33. Mark the e-mail as Ready and go Back to Sequence. 
34. Mark the sequence as Ready to go Back to Campaign. 
35. Publish the campaign. 
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When an employee wants to ask a customer for a referral, all they have to do is apply the 
Admin - Ask for Referral note to the contact record. This delivers an e-mail pointing to a referral 
collection form. When the form is submitted, it is creating a new contact record. This is why we 
uncheck the auto-population setting to ensure that the customer providing the referral doesn't 
get confused when they arrive at the form. If the setting was left on, they would see their own 
information in the My Friend's fields. 


In order to link to a hosted web form (or landing page), the form must be published at least 
once. This is why we published the campaign mid-recipe. 


We can change this recipe to start with a tag goal and automate it from other campaigns. 
For example, triggering this campaign after a positive survey response. 


We can use the admin task/note reporting to track which employees are asking for the most 
referrals. The note will be assigned to the user who applied it. 


Collecting an e-mail address for a referral and e-mailing without permission would violate 
Infusionsoft's Acceptable Usage Policy (AUP). However, we can call the referral and get their 
permission to e-mail directly. 


On the thank you page of the form, we can also link back to the form again so people can do 
multiple referrals. 


For a similar model to this recipe, download the Refer a Friend campaign from the Marketplace. 


Building an automated Twitter offer 


Twitter has an ad product called a Lead Generation Card where users can redeem offers 
directly from within their feed. This sends their name, username, and e-mail to whomever 
is running the offer. Infusionsoft has built-in integration that makes it easy to automatically 
follow up with new leads acquired in this way. 


However, a Lead Generation Card is not an ad by itself. It has to be attached to a promoted 
tweet. Meaning you can use the same Lead Generation Card across many different ads. 


Similar to a strategy, an offer is all about context. For this recipe we are going to pretend that 
the offer on the Lead Generation Card is for the user to redeem an e-book. 


[73] 
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This recipe has two parts: 


» First, we are going to build the Infusionsoft backend to deliver the e-book 
>» Then, we are going to create the Lead Generation Card 


Getting ready 


We need to have: 


>» A Twitter profile 

>» A Twitter ads account 

» An image to use for the Lead Generation Card 

>» AURL for your company's privacy page 

>» Abackup web form or landing page if the Twitter user views the card on a non- 
supported platform 


We also need to have the e-book hosted somewhere publicly that is accessible via a URL 
and be editing a new campaign. 


How to do it... 


This recipe will be explained in two parts—Part 1 and Part 2. 


Part 1 
1. Drag out a new Twitter offer goal, link click goal, and two sequences. 


2. Connect them as shown in the following image and rename all elements for 
visual clarity: 


> O aoa > = aca 


Twitter eBook Offer eBook Delivery Download eBook eBook Follow Up 


Create a campaign link and set it as the public download URL for the e-book. 
Double-click on the Twitter goal. 


Mark the goal as Ready, go Back to Campaign, and open the first sequence. 


oa Fw 


Drag out a new Email step, connect, and rename it appropriately. 
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7. Double-click on the Email step and write an e-book delivery message. Make sure the 
download link(s) in the e-mail are using the campaign link. For best results, thank the 
person and tease some of the information contained in the e-book: 


Subject: [TWITTER] Your uBer eBook —Contact.FirstName- Merge 


HTML Plain Text 


£) Format Insert Snippets 


Format + Fontfamily |» Font size -iZ i s= |e Link (i Paste as Text: Off 


B Z Um À- Y- 25 Unlink 


MH 


zas 69a 


Thanks for requesting the eBook, "How to Make Money Using Services Like 


You're in the right place, I've done it before and this eBook will show you 
how. Just read all the way to the end, ok? 


Download "How to Make Money Using Services Like uBer" 


Have a great ~Date.DayOfWee ~s 
~Owner.FirstName~ 


8. Mark the e-mail as Ready and go Back to Sequence. 

9. Mark the sequence as Ready to go Back to Campaign. 

10. Double-click on the link click goal. 

11. Check the download link within the e-mail and go Back to Campaign: 


Back to Campaign Download eBook 


eBook Delivery 
eBook Delivery Thanks for requesting the eBook, "How to Make Money Using Services Like 
1 of 2 links are selected uBer"! 


You're in the right place, I've done it before and this eBook will show you 
how. Just read all the way to the end, ok? 


FE} Download "How to Make Money Using Services Like uBer' 


Have a great Thursday, 
Paul 


12. Open the post-link click goal sequence. 
13. Drag out a Delay Timer, an Email step, and connect them accordingly. 
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14. Configure the Delay Timer to wait 1 day then run in the morning and rename the 
Email step: 


pe— OD u 


Start Wait atleast 1 dayand eBook Follow Up 
then run at 9:00 AM 


15. Double-click on the Email step and write a simple download follow-up. Make sure it 
furthers the sales conversation, feels personal, and gives a clear next step: 


Subject. some eBook, right? Merge 


HTML Plain Text 


w) Format Insert Snippets 
Format ~ Trebuchet MS* |12pt -Z Pli =| & Link iq Paste as Text: Off 
Blue AnZo EP BE «6G 


Good morning ~Contact.FirstName~! 


Just wanted to touch base and see what you thought about my eBook. Can 
you see yourself doing that? | couldn't either, but as you know, well... 


Anyway, thanks for checking it out! 


| do work in the Phoenix area so if you are serious about doing this driver 
thing, give me a call at 480-123-5555. | can help you get started with your 
account :) 


Cheers, 
~Owner.FirstName~ 


16. Mark the e-mail as Ready and go Back to Sequence. 
17. Mark the sequence as Ready and go Back to Campaign; publish the campaign. 
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Part 2 
1. Click on the Edit tab in the upper-left side of the page and open the Twitter goal. 
2. Copy the URL provided by the Twitter goal: 


Back to Campaign Accept Twitter Offer 


f Copy the following URL... 


https://voyicks.infusionsoft.com/app/twitter/process/fadc34cd579169daf8aa04fbcb50c98c Copy 


3. Login to our Twitter ads account and find Cards manager. As of writing this 
book it resides in a URL that looks like: https: //ads.twitter.com/ 
accounts/~Twitter.Hash~/cards. 


4. Click on the blue Create Lead Generation card button: 


W Ads Analytics v Paul Sokol v 


Creatives 


5. Provide a short description of the offer, the image to be used, and the call to action: 


Card content Preview 


Mobile Web 
Short description 


N z ‘Ha Paul Sokol 
Download My Free eBook B 3 i 


The card for your Promoted Tweet will 
Card image look something like this! 


Download My Free eBook 
Add image 


Call to action 


Please Email Me! 


Please Email Me! | 


Share your name and email address with Paul Sokol 
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6. Add the privacy policy and fallback URL: 


Privacy policy URL @ 


Dur privacy olicy must expla a iser Gata IS DEIN 


www.paulsokol.me/privacy 


Card Details (Fallback) URL (2?) 


www.paulsokol.me 


7. Inthe Data settings (optional) window, paste in the Twitter goal URL from 
Infusionsoft into the Submit URL field and change the HTTP method to POST: 


v Data settings (optional) 


If you choose not to specify these settings, you can always download the lead data using our Download Leads 
option 


Please complete the following technical settings in order for Twitter to send you users’ data when they engage 


with your Lead Generation card. We recommend you read the Lead Generation card setup instructions before 
filling out this section 


Submit URL 


HTTP method 


GET f] 


GET 


Information below will be sent to your Submit URL. 
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8. Give the card a name, agree to the terms, and click on Create Card: 


Chapter 3 


What would you like to name your card? 


Infusionsoft Cookbook Chapter 3.7 


Twitter's Lead Generation card feature, you must include a link to your Privacy Policy directly in your card. You can add this link through the 
ed to enter private and confidential information must use a secure processing server (https://) 


When using 
Campaign U 


er Interface. Pages where users are a 


Examples of private and confidential information include: credit card numbers, bank information, and social urity numbers. Providing use 
Privacy Policy, as w ecure server when collecting their private and confidential information will allow users to understand the conditions unde ich 
they share their information. Specifically, they should know who is collecting their information, how it will be used, and what steps will be taken to ensure it 


E By creating this Lead Generation card, | agree that | have read and | abide by Twitter's data use policy. 


9. Verify the card was submitted successfully on the next page. We may also wish to check 


the Historical Performance view of the campaign to verify the goal was triggered. 
10. Back at the main campaign dashboard, start a new Leads on Twitter campaign: 


Paul Sokol v Biv 


Followers 

Website clicks or conversions | 
Tweet engagements 

App installs or engagements | 


Custom 


Help me choose 
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11. In the Creative section, there is an option to load this Lead Generation Card: 


Creative 


Compose or select Tweets to promote in this campaign. 


This campaign requires the use of a Lead Generation Card to generate leads 


Compose Tweets 


TWEET 
d 140 characters 


remaining 


Add image LEAD GENERATION 
CARD 
Whatis this? 


@ Select card 


When a Twitter user redeems the offer from the Promoted tweet, Twitter posts their user 
information directly to Infusionsoft, which triggers the offer delivery sequence. 


Remember that even though this recipe used the example of an e-book, the Twitter goal can 
be used to deliver any offer. The magic is in pushing the user's e-mail into Infusionsoft and 
starting some type of automation. 


For maximum effectiveness, use a unique web form as the fallback URL for each Lead 
Generation Card. This way, we can customize the experience and address if their device 
doesn't work with the offer: 
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eBook Offer Fallback | 


Os 


eBook Delivery 


The following is an example fallback web form: 


to you anyway 


First Name * 


Email * 


Whoops! Looks like your device doesn't 
support that kind of Twitter offer. 


Doesn't mean you have to pay the price though, 
share your name and email below and I'll send it 


| Please Email Me the eBook! | 
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We can also add a destination URL where the user will be directed to when they redeem 


the offer: 


y Destination URL settings (optional) 


Destination URL 


Iser v be rec cted to tł JR after 


Adding a destination URL lets us redirect the user to your specified landing page after they submit the lead. 


Add a Facebook custom audience pixel to your destination URL page. If someone uses 
Twitter, they might also use Facebook. That would lay the groundwork for a multi-channel 


social campaign. 
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Point the destination URL to a hosted landing page to create a two or more step collection 
process. Since the user's e-mail will not be passed to the destination URL, remember to 
collect the e-mail address again on the landing page; label the e-mail field as Confirm Your 
Email Address for a smoother experience: 


> -> 


Both 
sequences 


run A 


e | ‘9 +o\— “sos (= (aoe 


Twitter eBook Offer Step 1 Abandon Step 2: Phone Collection Call New Lead 


eBook Offer Fallback 


Os a i i ae a ~~ a — os 


eBook Delivery Download eBook eBook Follow Up 


For faster implementation, connect a new Twitter goal to an existing offer sequence: 


rer m- — ps 


www.paulsokol.me Lead Magnet Request Lead Magnet Delivery 


Twitter Lead Magnet 
Twitter Card 


The download follow-up should get a conversation going and feel really personal. This tactic 
alone can bubble up hot clients just because someone is paying attention to them. For 

a more personal experience, the offer delivery e-mail(s) can come from the company and 
the follow-up can come directly from an individual. 


Not everyone is going to download the offer right away. Add extra reminder e-mails into the 
mix, one at three days and then one at a week, to ensure those who are genuinely interested 
don't slip through the cracks. 
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Not every display platform shows all elements of the Lead Generation Card. Within Twitter 
there are ways to view how the ads will look on different devices. At a minimum, there will 
always be the image and the call to action button. Including the offer in a text overlay on the 
ad image ensures all users regardless of device will see your offer. 


Adding the offer itself into the Lead Generation Card's image can boost conversions. Even if 
there is never a physical version, there are lots of tools out there to create a digital image of 
an e-book, coupon, report, and so on. If we Google stuff like "e-book cover generator", we can 
find those tools. These digital renderings can also be used in the offer delivery e-mails. 


Although we can tag those who redeem the Lead Generation Card, we don't have to because 
a Campaign Goal Completion report can show us all people who have submitted the form. 


For a campaign template that uses the Twitter goal, download the Automate Follow Up for 
Twitter Leads campaign from the Marketplace. For a recipe that delivers an offer using a web 
form or landing page, see the Building a lead magnet delivery section earlier in this chapter. 


Growing your social media following 


In this age of technology, relationships are king. The more channels we can connect with 
someone, the greater the potential for a relationship. By intentionally asking people to follow 
us, we can systematically build more communication channels to the database. 


For this recipe, let's pretend we want to invite people to follow us on Twitter. 


Getting ready 


We need to have a social profile URL and be editing a new campaign. 


How to do it... 


1. Drag out a new tag goal, link click goal, and one sequence. 
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2. Connect them as shown in the following image and rename all elements for 


visual clarity: 


oO QO oO 
“= ikio wo Ou — L 
Invite to Follow Click to Profile 


Existing List Invited to Follow 
on Twitter on Twitter 


3. Create a campaign link and set it as the social profile URL. 


4. Create a functional tag to trigger the campaign. 
5. Double-click on the tag goal and configure it for this functional tag; click on Save: 


Configure Tag 
oI This goal is achieved when any of these tags are applied: 
Existing List Invited to Follo 
on Twitter Functional -> Invite to Follow on Twitter x 


6. Open the connected sequence, drag out a new Email step, connect, and rename 


it appropriately: 
a 
Start Invite to Follow 
on Twitter 
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7. Double-click on the Email step and write a simple follow request. Make sure the follow 
links in the e-mail are using the social URL campaign link. For best results, thank the 
person and provide a reason why they should follow us on that particular channel: 


Subject: use Twitter? Merge 


HTML Plain Text 


”) Format Insert Snippets 


4 


Format ~ Trebuchet MS» 12pt ‘=~ i= 


ə Link (i Paste as Text: Off 
ə Unlink 


a 
w 


B Z Uw À-2Z- F232 “>? eg 


Hey ~Con tact.FirstName~, 


Not sure if you use Twitter, but | do AND I'd love to connect with you there 
too. Especially since | tend to post updates more often than | send emails ;) 


Click Here to Follow Me On Twitter 


If you don't use Twitter, that's ok too. 


Until next time, 
~Owner.FirstName~ 


8. Mark the e-mail as Ready and go Back to Sequence. 
9. Mark the sequence as Ready to go Back to Campaign. 
10. Double-click on the link click goal. 


11. Check the social link within the e-mail and go Back to Campaign: 


Campaign Builder 


Back to Campaign Click to Profile 


Invite to Follow on Twitter 


Invite to Follow on Twitter Hey Paul, 
1 of 2 links are selected 


Not sure if you use Twitter, but | do AND I'd love to connect with you there 
too. Especially since | tend to post updates more often than | send emails ;) 


iz Click Here to Follow Me On Twitte 


If you don't use Twitter, that's ok too. 


Until next time, 
Paul 
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12. Publish the campaign. 


13. Apply the functional tag from other campaigns where it is appropriate to invite 
someone to follow on social media. 


When the functional tag is applied to a contact record, an e-mail goes out driving them to our 
social profile. From there, the hope is they will add our profile. The link click goal allows us to 
track engagement. 


Not everyone is going to follow you right away. Add extra reminder e-mails into the mix but not 
too often to avoid list burnout. Doing another reminder in one month and then three months 
later is harmless. Make sure those reminders are configured in the link click goal as well so 
the series stops when they click to view our social profile. 


By leveraging a campaign link this will ensure that updating the social URL is easy; especially 
if the link is used in multiple places. This also ensures you can copy the campaign easily for 
other social channels. 


Set up two versions of this recipe: one for new leads and one for new customers. This will 
allow us to further target the follow request. 


Add a delay timer to send during (or NOT during) normal business hours to create a more 
personal experience. 


Use the proper lingo for the specific channel in the e-mail's call to action (for example, 
Like us on Facebook instead of Follow us on Facebook). 


Build an / don't use Twitter link in the P.S. and tag those people. This creates an anti-list you 
can use strategically in other places: 


iii 


= | = Eee g. + 


Existing List Invited to Follow Invite to Follow Click to Profile 
on Twitter on Twitter Series 


Doesn't Use Twitter Tag as Non-User 
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Keep these e-mails short because they are just driving them to your social profile quickly, not 
keeping them in their inbox. 


Although we can tag those who click to the social profile, we don't have to because a 
Campaign Goal Completion report can show us all people who have clicked. There are only 
two times we would need to tag. First is, if the click will trigger some other sequence without 
stopping the current one, the tag can fire a tag goal. Tagging on click is also how we can 
segment a campaign based on engagement. We can configure a decision node to check for 
certain tags and respond accordingly. 


Adjust this recipe by using a note template at the start instead. This can be particularly effective 
if using with a sales team and the e-mail comes directly from the sales representatives: 


Subject: use Twitter? Merge 


HTML Plain Text 


2) Format Insert Snippets 
È Merge Fields 
BEER — - 
Ca) EHH Q Special chars 
Image Table Divider 


Hey ~Contact.FirstName~, 


You mentioned Twitter on the phone earlier and | wanted to let you know we 
are on there as| well. Feel free to follow us, we are always posting neat stuff! 


Click Here to Follow ~Company.Company~ On Twitter 
If you don't use Twitter, that's ok too. 


Until next time, 
~Owner.FirstName~ 


Create a task to check and verify a follow from the link click goal. Point that task to an internal 
form with a radio button to confirm whether or not that person followed. This allows us to 
segment based on their social activity: 


= = Cs U (os ff -o— > =n 


Existing List Invited to Follow Invite to Follow Click to Profile Check for Follow Social - Twitter Thanks for Following! 
on Twitter on Twitter Series Follow Check 


On 


Couldn't Find Follow 
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For a template that can be used as a starting point for this recipe, download the Grow Your 
Social Following campaign from the Marketplace. 


Building an inbound phone call lead capture 


Having a system to reliably collect and distribute leads from inbound phone calls is critical for 
a well-oiled sales machine. This is also very important for any print media where the call to 
action is to call the company because it ensures easy ROI tracking. 


The context behind why someone might call is important, so for this recipe let's pretend 
people are calling in to schedule a free consultation from an ad. 


Getting ready 


The ad needs to be finished and we need to be editing a new campaign. 


How to do it... 


1. Drag out a new web form goal, and two sequences. 


2. Connect them as shown in the following image and rename all elements for 
visual clarity: 


=F = ~o— rOn 


Print Ad Lead - Print Ad Scheduled 
Inbound Calls 


rOn 


Not Scheduled 


3. Double-click on the web form icon in the lower-left corner of the web form goal to 
open Goal Settings. 
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4. Change the goal so it is achieved when a user submits an internal form; click on Save: 


r 
| Goal Settings 
This goal is achieved when a Contact... 
B Submits a Web Form v 
A 
Contact 
| B Sub a Web F 
© su Landing Page forn S 
Clicksa L i 
B ru hases a Produ 
User 
Completes a Task 
B moe an Opportunit = 


5. Double-click on the internal form goal to edit its content. 


6. Add four fields to the form: 
a First Name 
a Last Name 
u Email 


a Phone 


The following screenshot shows these fields: 


First Name * 
Last Name * 
Email * 
Phone * 


7. Add a radio button for the result of the call. 
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8. Adda Title snippet above all the fields and provide some instruction for the visitor: 


Use this to track inbound phone calls 
from the print ad. 

First Name * 

Last Name * 

Email * 

Phone * 


Did they schedule a Yes 
consultation? ®© No 


9. Click on the Draft button in the upper-right side of the page to change the form 
to Ready. 


10. Click on Back to Campaign in the upper-left side of the page and double-click on 
the decision node to open it. 


11. Configure the rules for people to go into the Scheduled sequence if Yes is selected, 
and into the Not Scheduled sequence if No is selected; click on Back to Campaign 
in the upper-left side of the page: 


Rules for: Scheduled 


ifthe Form Submission’s Option Did they schedule a consultation? - Yes is selected 


+AND 


+ RULE 
Rules for: Not Scheduled 
ifthe Form Submission’s Option Did they schedule a consultation? -No is selected 
+ AND 
+ RULE 
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12. Open the Scheduled sequence, drag out a new Email step, connect, and rename 
it appropriately: 


a 


Start Scheduled 


13. Double-click on the Email step and write a simple consultation follow-up: 


Subject: Thanks! Merge 


HTML Plain Text 


Format Insert Snippets 


Format * Fontfamily |+| | Font size adli d ¿Ææ = Link ij Paste as Text Off 


B| Z| ula) AV- EEE 


Mi 
li. 


Thanks for calling in today ~Contact.FirstName~! 
We are looking forward to seeing your for the free consultation. 


Have a great ~Date.DayOfWeek~, 
~Owner.FirstName~ 


14. Mark the e-mail as Ready and go Back to Sequence. 
15. Mark the sequence as Ready to go Back to Campaign. 


16. Open the Not Scheduled sequence, drag out a new Email step, connect, and rename 
it appropriately: 


o 


Start Not Scheduled 
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17. Double-click on the Email step and write a simple follow-up e-mail thanking them: 


Subject. Thanks! 


HTML Plain Text 


£) Format Insert Snippets 


Format -~ Trebuchet MS* 12pt - = - = - = | 


Biz |u ac ANZ- E 


ill 
All 
La 
La 
< 


Sorry you didn't qualify for the free consultation. 


Have a great ~Date.DayOfWeek~, 
~Owner.FirstName~ 


18. Mark the e-mail as Ready and go Back to Sequence. 
19. Mark the sequence as Ready to go Back to Campaign. 
20. Publish the campaign. 

21. Run the ad. 


When someone calls in from the ad, the phone rep fills out the Lead - Print Ad Inbound Calls. 
Based on whether the caller scheduled or not, the proper automated follow-up is delivered. 


This recipe can easily be modified for a variety of inbound phone call outcomes. 


We can add/remove form fields based on our needs. Just remember that this form is being 
used for inbound phone calls. 


Use different phone numbers to track different ad versions. There are many different services 
out there that provide trackable phone numbers for this purpose. If we are using trackable 
phone numbers, add a lead source field to the form and create a unique lead source per 
phone number. Then make sure our phone reps are properly tracking which number was used 
using those lead sources. This will enable easier ROI reporting. 
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We can add a Create Opportunity step if the inbound call is for lead generation going to 
a sales representative: 


Te 


Start Create Sales Opportunity 


Sometimes we have a group of users to whom we want to distribute opportunities. In these 
situations, use a round robin step first to assign an owner. Check the user guide to learn 
how to set up a round robin. 


8i B 


Aid 
Start Round Robin Create Sales Opportunity 


for Inside Reps 
See also 


For a template similar to this recipe, download the Track Inbound Phone Calls for a Free Gift 
campaign from the Marketplace. 


Creating a PPC lead generation funnel 


Having a progressive funnel allows the hottest leads to move at their own pace while normal 
leads can be nurtured and bubbled up over time. Pay Per Click (PPC) can be very expensive 
but those costs can be minimized over time using a progressive funnel. 


For this recipe, let's pretend we are a service-based company (like a plumbing business) 
running PPC ads so people can request a service call. 


Getting ready 


We need to be editing a new campaign. 
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How to do it... 


1. Drag out a new traffic source, three web form goals, and two sequences. 


2. Connect them as shown in the following image and rename all elements for 
visual clarity: 


‘i soa a= =o= e ol POs 


PPC Step 1: Name/Email Phone Abandon Step 2: Phone Collection Low Priority Step 3: Time of Day Preference High Priority 
Call Task Morning Call Task 


- mm 


High Priority 
Afternoon Call Task 


Double-click on the Step 3: Time of Day Preference web form goal to edit its content. 
Add a hidden e-mail field to the form and a radio button for call time preferences. 
Click on the Submit button to change the call to action. 


aa Fw 


Change the Button Label to Call Me Then! and select Center alignment; click 
on Save. 


7. Adda Title snippet above all the fields and provide some instruction for the visitor: 


Step 3: What time do you 


prefer we call you? 
Hidden Field (Email) 


® Mornings 
D Afternoons 


Call Me Then! 


When is best to call? 


8. Click on the Thank-you Page tab at the top-left of the page. 


9. Remove all elements and replace with a single Title snippet with a confirmation 
message for the visitor: 


Success! 


We will give you a call at ~Contact.Phone1~ then, 
~Contact.FirstName~! 
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10. Click the Code tab and copy the web form URL from the Use the Hosted 
Version section. 


11. Click on the Draft button in the upper-right side of the page to change the form 
to Ready. 


12. Click on Back to Campaign in the upper-left side of the page and double-click on the 
decision node to open it. 


13. Configure the rules for people to go into the High Priority Morning Call Task sequence 
if Morning is selected and into the High Priority Afternoon Call Task sequence if 
Afternoon is selected; click on Back to Campaign in the upper-left side of the page: 


Rules for: High Priority Morning Call Task 


ifthe Form Submission's Option When is best to call? - Mornings is selected 
pP & 


Rules for: High Priority Afternoon Call Task 


- 


ifthe Form Submission’s Option When is best to calli? - Afternoons is selected 


+ RULE 


14. Open the High Priority Morning Call Task sequence, drag out a new Task step, 


connect, and rename it appropriately: 
7 Wa 


Start High Priority 
Morning Call Task 
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15. 


16. 


17. 


18. 


19. 


Double-click on the Task step and configure it accordingly. Make sure the Priority 
is set to 1.Critical and the time is set for 08:00 AM. Don't forget to merge in any 
appropriate information or instructions for the end user: 


Type Call x | 
Title Hot PPC Lead - ~Contact.FirstNanfs | Merge 


Give ~Contact.FirstName~ a call at 


Body ~Contact.Phone1~, they are a PPC lead. 


Assign to Contact's owner |V 


Assign to (backup) Paul Sokol nA 
Days until due 0 a 

Due at 08:00 AM | 
Priority 1. Critical > 


Click on the Draft button in the upper-right side of the page to change the task 
to Ready. 


Click on Back to Sequence in the upper-left side of the page. 


Click on the Draft button in the upper-right side of the page to change the sequence 
to Ready; click on Back to Campaign in the upper-left side of the page. 


Open the High Priority Afternoon Call Task sequence, drag out a new Task step, 


connect, and rename it appropriately: 
7 Wa 


Start High Priority 
Afternoon Call Task 
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20. 


21. 


22. 
23. 


24. 
25. 
26. 
27. 


28. 


Double-click on the Task step and configure it accordingly. Make sure the Priority 
is set to 1. Critical and the time is set for 01:00 PM. Don't forget to merge in any 
appropriate information or instructions for the end user: 


Type Call x 
Title Hot PPC Lead - ~Contact.FirstName | Merge 


Give ~Contact.FirstName~ a call at 


Body ~Contact.Phone1~, they are a PPC lead. 


Assign to Contact's owner |V 


Assign to (backup) Paul Sokol N 
Days until due 0 = 

Due at 01:00 PM |æ 
Priority 1. Critical [=] 


Click on the Draft button in the upper-right side of the page to change the task 
to Ready. 


Click on Back to Sequence in the upper-left side of the page. 


Click on the Draft button in the upper-right side of the page to change the sequence 
to Ready; click on Back to Campaign in the upper-left side of the page. 


Double-click on the Step 2: Phone Collection web form goal to edit its content. 
Add a hidden e-mail field to the form and a phone field. 
Click on the Submit button to change the call to action. 


Change the Button Label to Please Call Me! and select Center alignment; 
click on Save. 


Add a Title snippet above all the fields and provide some instruction for the visitor: 


Step 2: What is the best phone number 


to call you? 
Hidden Field (Email) 


My Best Phone # Is: * 


| Please Call Me! 
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29. Click on the Thank-you Page tab at the top-left of the page. 


30. Change the Thank-you Page to Display dropdown to Web address, paste in the 
URL of the third web form we copied in Step 10, and make sure the Pass contact's 
information to the thank-you page box is checked: 


Design Thank-you Page Settings Code 


Thank-you Page to Display © 
Web address z 


¥)Redirect to thank-you page @ 


This option is only applicable when pasting the JavaScript Snippet code onto your site. All other methods (HTML & Hosted) will redirect to a stand-alone thank-you page 


URL: 


https://voyicks .infusionsoft.com/app/form/9a3be 15e15c785b5aca35e62d02825f2 
¥| Pass contacts information to the thank-you page © 


31. Click on the Code tab and copy the web form URL from the 'Use the Hosted 
Version' section. 


32. Click on the Draft button in the upper-right side of the page to change the form 
to Ready. 


33. Click on Back to Campaign in the upper-left side of the page. 


34. Open the Priority Call Task sequence, drag out a Delay Timer, and set it to 
Wait at least 15 minutes and then run between 12:00 AM - 11:45 PM. 


35. Drag out a new Task step, connect, and rename it appropriately: 


| 
i a7 
Start Wait at least 15 minutes Low Priority 


and then run between Call Task 
12:00 AM - 11:45 PM 


36. Double click the Task step and configure it accordingly. Make sure the Priority is set 
to 2. Essential. Don't forget to merge in any appropriate information or instructions 
for the end user: 
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38. 
39. 


40. 
41. 
42. 
43. 
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Type Call vX 
Title PPC Lead - ~Contact.FirstName~ Merge 


Give ~Contact.FirstName~ a call at 


Body ~Contact.Phone1~, they are a PPC lead. 


Assign to Contact's owner |V 


Assign to (backup) Paul Sokol M 
Days until due 0 

Due at Please select one M 
Priority 2. Essential 7 


Click on the Draft button in the upper-right side of the page to change the task 
to Ready. 


Click on Back to Sequence in the upper-left side of the page. 


Click on the Draft button in the upper-right side of the page to change the sequence 
to Ready; click on Back to Campaign in the upper-left side of the page. 


Double-click on the Step 1: Name/Email web form goal to edit its content. 
Add a first name field to the form and an e-mail field. 
Click on the Submit button to change the call to action. 


Change the Button Label to Proceed to Step 2: Scheduling and select 
Center alignment; click on Save. 


. Add a Title snippet, a Divider, and another Title snippet above all the fields and 


provide the offer and redemption text: 


Get Started On Your Service Call Now! 


Step 1: How can we reach you by email? 
First Name * 


Email * 


| Proceed to Step 2: Scheduling 
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45. Click on the Thank-you Page tab at the top-left of the page. 


46. Change the Thank-you Page to Display dropdown to Web address, paste in the URL 
of the second web form we copied in Step 31, and make sure the Pass contact's 
information to the thank-you page box is checked: 


Design Thank-you Page Settings Code 
Thank-you Page to Display D 
Web address [=] 
Y|Redirect to thank-you page @ 
This option is only applicable when pasting the JavaScript Snippet code onto your site. All other methods (HTML & Hosted) will redirect to a stand-alone thank-you page. 
URL: 


https://voyicks infusionsoft.com/app/form/18876eae4ea9652f9189d19393630bb5 
7| Pass contact's information to the thank-you page © 


47. Click on the Draft button in the upper-right side of the page to change the form 
to Ready. 


48. Click on Back to Campaign in the upper-left side of the page. 
49. Publish the campaign. 


50. After publishing, click on the Edit tab and double-click on into the Phone 
Abandon sequence. 


51. Drag out a Delay Timer and set it to Wait at least 15 minutes and then run between 
12:00 AM - 11:45 PM. 


52. Drag out a new Email step, connect, and rename it appropriately: 


Start Waitt atleast 15 minutes Phone Abandon 
and then run between 
12:00 AM - 11:45 PM 


53. Double click the Email step and drive the reader back to the Step 2 form. 
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58. 
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Subject: hey Merge 


HTML Plain Text 


ad J Format Insert Snippets 
Format * Trebuchet MS* 12pt + iZ- j ¿Æ = Link (iq Paste as Text: Off 
B Z ua A-B- £232 «9B 


Hey ~Contact.FirstName~, 


Are you still interested in a service call? If so, I need to know the best number 
to call you. 


Could you please click here and share your phone number? 


Itl give you a call ASAP as soon as that happens :) 


Have a great ~Date.DayOfWeek~, 
~Owner.FirstName~ 


Link to: Hosted web form z| | TO 


Step 2: Phone Collection 


Click on the Draft button in the upper-right side of the page to change the e-mail 
to Ready. 


Click on Back to Sequence in the upper-left side of the page. 


Click on the Draft button in the upper-right side of the page to change the sequence 
to Ready; click on Back to Campaign in the upper-left side of the page. 


Publish the campaign. 


Run the PPC ads to a landing page that uses that web form OR drive traffic directly to 
the hosted version. 
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When someone clicks through the PPC ad, they can begin requesting a service call by 
submitting their name and e-mail. The next page asks for their phone number and the last 
page asks for their time of day preference. When someone goes through all three steps, a 
higher-priority task is created to show up on the calendar at either 8 am or 1 pm. If someone 
only provides a phone number, a task is created to call them. If someone doesn't submit their 
phone number initially, in 15 minutes a reminder e-mail automatically goes out driving them 
back to share their phone number. 


Although this recipe is functional, in real life we would intentionally design all forms/steps to 
match the brand and voice. Especially when it comes to a PPC ad, the look and feel of the ad 
image must match the first step's look and feel for optimal conversions. The visitor should 
have no doubt they are in the right place after clicking. 


We built backwards in this recipe to minimize clicking back and forth between web forms. 


Don't leave a dead end on the Step 3 thank-you page. This can easily be extended to an 
order form for a one-time offer, a social media nudge, or something like a newsletter opt-in. 


We can add/remove form fields based on our needs but the first step should always just 
collect a name and e-mail as this is the minimum required for follow-up. We can collect all 
the other information we want in future forms. If anything, we can add a third question on 
the first step that begins segmenting the visitor, such as the service type request. 


Track PPC and ROI by appending ?inf field _LeadSourceId=xxx to the end of the Step 
1 form URL and adding a hidden lead source field; where xxx is the lead source ID for the 
specific ad. This only works with the JavaScript or hosted version of the form because the 
auto-populating code using URL queries is present in those versions. 


Setting up web analytics 


Infusionsoft has some built-in web tracking that creates anonymous visitor profiles per 

device. When someone opts in through a web form, if there is a visitor profile for that device, 
Infusionsoft will merge their visitor activity into the contact record. This allows us to dig deeper 
into the browsing behavior of our database. 


This recipe shows how to find the web analytics tracking code so it can be placed on 
your website(s). 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 
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How to do it... 


1. Hover over the Infusionsoft symbol in the upper-left side of the page, navigate to the 
Marketing column, and click on Lead Generation: 


My Nav CRM Marketing E-Commerce Admin — 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center = 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 

Email & Broadcasts Opportunities Products Users 

Legacy Referral Partners Templates Actions Import Data 

Templates Visitors Legacy Promotions Data Cleanup 

Opportunities Legacy 

Edit Reports Settings Reports | Settings Reports Settings Reports Settings 5 


2. Inthe Web Tracking section, click on Web Analytics: 


(@) Lead Generation 


GA Web Tracking 


www Web Analytics 
Visitors 


3. Click on the green Get Tracking Code button to display the web analytics tracking code: 


(@) Web Analytics 


Get Tracking Code 


Paste this code on your site 
Copy the following code, then paste it onto every page you want to track immediately before the closing body tag. Need more 
info? 


4. Copy and paste this code into the header of any page(s) we want Infusionsoft to track. 
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When the tracking script is loaded on our website, Infusionsoft creates a visitor record and if 
someone opts in, that record is merged with the contact record. 


There's more... 


On the Web Analytics page is a visual report for web tracking that can be broken down based 
on page views, contacts, and so on. 
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In this chapter, we will cover the following topics: 


>» Setting up your merchant account 

>» Creating products and subscriptions 

>» Building order forms 

> Implementing an automated cart abandon follow-up 
> Collecting failed automated billing attempts 

>» Creating a one-click upsell 

>» Building a one-click upsell or downsell chain 


Introduction 


The second phase of Lifecycle Marketing is Sell. This chapter concerns itself with different 
tactics to sell products and collect payments online. 


Setting up your merchant account 


The best way to collect payment for our goods and services using Infusionsoft is to connect 
a merchant account, so we can accept credit cards. 


There are many different providers in the world, and Infusionsoft works with a handful of 
them. The setup is similar for all providers, and the only difference is the specific credentials 
each one uses. After completing this recipe, we will be able to collect payment through 

the shopping cart and order forms. 
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Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to 
the E-Commerce column, and click on Settings: 


Q ¥ Find a contact... 
My Nav CRM Marketing E-Commerce Admin 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 7 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 
Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 
Edit Reports Settings Reports Settings Reports Settings Reports Settings 5 


2. Click on Merchant Accounts in the menu on the left-hand side: 


% Product 


sfs Order Settings 


Orders 
Billing Automation 
Sales Tax 

E Payment Processing 


Merchant Accounts 


BS Fulfillment 


Fulfillment Reports 


www.it-ebooks.info 


Chapter 4 


3. Select your merchant account provider from the dropdown to the right of the page; 
this will open a pop-up window: 


Add Merchant Account 


Add Merchant Account 
PowerPay 

Easy Pay Direct 

First Data e4 Gateway 
Authorize.NET 
Authorize.NET (Card Present Method) 
Beanstream 
CartConnect 
DPS 
EWay 
Internet Secure (Authorize Emulation) 
Moneris 

Network Merchants 
Sagepay (Protx) 
USA EPay 
WoridPay 


lz) 


4. Input your account credentials and click on Save: 


@ Manage Authorize.NET Account - Mozilla Firefox 7 


Login ID 


Transaction Key 
Test Mode 


Send Transaction Email 


Manage Authorize.NET Account 


Authorize.NET Account Information 


Name | Voyicks Merchant 


voyicks 


123456abcdef 


Test Mode 


Yes © 


No ® 


@ https://voyicks.infusionsoft.com/MerchantAccount/manageMerchantAccount,jsp?view=adi 


JÈ iv 
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5. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to 
the E-Commerce column, and click on E-Commerce Setup: 


Q 7” Findacon 
My Nav CRM Marketing E-Commerce Admin 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 
Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 
Edit Reports | Settings Reports Settings Reports Settings Reports Settings 


6. Inthe Payment section, click on Payment Types: 


C Payment 


Payment Types 
Receipts 


Payment Plans 


7. Check the box next to Process Credit Card Payments, as follows: 


= Payme nt Types « Back to E-Commerce Setup 


Select how you will collect payment from customers. 


[Process Credit Card Payments 


Allow your customers to pay with credit cards (requires a payment gateway). 
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8. Select the merchant account we set up earlier from the dropdown and click on the 
green Save button in the lower-right corner of the page: 


[V] Process Credit Card Payments 


Merchant account to use: 


Please select one [z] Edit... Add new... 
[ Please select one 
¢ TEST MERCHANT ACCOUNT (DO NOT USE) 
Voyicks Merchant 
Discover 
MasterCard 
Visa 


When someone checks out using the shopping cart or an order form using this account, the 
merchant account will process their credit card payment. 


Remember to switch to Live Mode when we are done testing and want to begin transacting 
real currency. 


It is recommended that you test the account credentials after step 4 by clicking on Click Here 
in the Test account column; this opens a pop-up window. This function attempts to charge a 
valid credit card 1 penny and then refund 1 penny. A success or fail message will be shown 

to indicate a proper setup: Please note that not all merchant types support this small a test 
transaction, so this function may fail even with the proper credentials. In this case, running a 
test order for $1 should do the trick to test a proper setup: 


[Edit] Voyicks Merchant Authorize 0 Click Here 
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We can change the currency type by going to the same menu as we did in step 2 and selecting 
Orders. There is a Billing section where we can choose the local currency. This controls 
which currency symbol is displayed inside the application: 


%# Orders 


afs Order Settings Countries 


Product Default Country: | United States KA | 


| 
Invoice 


Billing Automation 


Default Order Invoice Template: | Use default template X | Edit Add 
Sales Tax — 
Default Subscription Invoice Template: | Use default template z | Edit Add 
E Payment Processing Invoice Tax Label © 
Merchant Accounts Default From Address: 


Default Email Subject: 
EB Fulfillment 
Default Email Body- 


Fulfillment Reports 
Please select a currency locale: 


Euro 
Pounds 
Rands 
Australian Dollars 
Billing Canadian Dollars 
© 7, 

New Zealand Dollars 


Currency Locale: | US Dollars |z] 


ge notifications. 


See Infusionsoft's Help Center for provider-specific setup instructions. 


We can only use one merchant account with the shopping cart, but order forms can 
select which merchant account to use. This means multiple order forms can use multiple 
merchant accounts. 


Certain merchant accounts have a Transactional Email setting. Transactional e-mail means 
it will send the receipt version of each payment via e-mail from the merchant. These e-mails 
are often plain text and visually boring. 


We can also set up a PayPal account from the same screen we used in step 7. 
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Infusionsoft has its own payment gateway, which is fast and easy to set up from the same 
screen we used in step 7. 


5 Payment Types « Back to E-Commerce Setup 


Select how you will collect payment from customers 
m @ Payments 


Start accepting credit cards today LON Fini Rate Sign up now 
vy Fast setup in 10 minutes or less! 2.9% To sign up, select the email address of 


your financial administrator 
| | 


+30¢ per 
transaction 


v Simple, transparent pricing 


v A stress-free experience from setup to support 
Get Started 


Learn more 


Creating products and subscriptions 


Now that our merchant account is set up, we can lay the foundation for the different types of 
selling available. Whether we are selling products through the shopping cart, order forms, or 
opportunities, having the products and/or subscriptions configured unlocks the selling power 
of Infusionsoft. 


This recipe has two versions. The first version is for a single purchase product such as 
a consumable, a one-off service, or a digital asset. The second version is for a recurring 
purchase product such as a program subscription or monthly service. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to 
the E-Commerce column, and click on Products. 
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2. Click on the green Add a Product button in the upper-right corner of the page: 


« Back to E-Commerce Setup 


1-11 of 11 50 v | per page Actions Y 
E) r 
v Image Product name Sku Price Delete 
wv Sokol Widget 2.0 $100.00 Delete 


Add a Product 


3. Give the product/subscription a name, keep the product type as Product, and click 
on Save: 


Add a Product 


Product Name: | Infusionsoft Cookbook 


"EP E hn Ss 


The single purchase version of this recipe 
1. Add a short description and a price: 


Product Information Subscription Plans Product Image Product Options Product Inventory Links 


Product Name: | Infusionsoft Cookbook Status: Active 


Product Type: Product Z Price: 4.97 
Short Description: An exhaustive effort to empower Cost: 0.00 
infusionsoft mastery. 
SKU: 


Max 250 Characters. This description 
appears on quotes, order forms and 


shopping cart. 


2. Scroll to the bottom of the page and click on Save. 
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1. Add a short description and set the price as the subscription price. 


2. Click on the Subscription Plans tab, check the Subscription Only box, 
and click on the green Save button at the bottom of the page: 


Product Information Subscription Plans 


Subscription Only: 
Bill Every: 


# of Cycles: 


Plan Price: 


Active Bill Every # of Cycles 


| Save | Save & Search 


Delete 


3. After the page reloads, click on the Subscription Plans tab again and set the 


subscription terms: 


Product Image 


Product Options 


Plan Price 


No results to display. 


Product Information Subscription Plans 


Subscription Only: V 
Bill Every: |1 
# of Cycles: 0 


Plan Price: 


Product Image 


Month NA 


© 


Product Options 


Chapter 4 
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4. Click on Add, and once the plan displays at the bottom of the page, click on the 
green Save button: 


Active Bill Every # of Cycles Plan Price Delete Order 


A month 0 $4.97 Delete ba 


| sove | Save & Search Delete 


Anytime an order is created inside Infusionsoft, manual or automated, the line items for the 
purchase can make use of these different products. 


There's more... 


Setting the subscription cycles to 0 means there is no end date for the subscription; 
it will bill the customer until they cancel. 


We can turn on inventory tracking and notifications in the main E-Commerce | Settings menu: 


E-Commerce Setup Orders v Products v Actions v Promotions Legacy v Reports v Settings 
# Product 
ais Order Settings Products and Subscription Plans 
Run Purchase Actions On All Orders: Yes @ No © 
Orders 
Product 


Billing Automation 
Track Inventory? Yes ® No í 


Sales Tax 
Track Product Unit Cost? Yes ® No © 
E3 Payment Processing Promo Codes: test 
WIDGET20 
Merchant Accounts 
E Fulfillment 


Fulfillment Reports 
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This setting enables a tab on products where we can set inventory levels and a low 
inventory notification: 


Product Information Subscription Plans Product Image Product Options Product Inventory Links 


Add Inventory Adjustment 
Current Quantity: 0 
Type: Increase |i 
Quantity: 
Adjust 
Notification 
Notify this Email: 
Notify Limit: 0 


Update 


| save | Save & Search Delete 


While we don't have to use products/subscriptions for manually created orders, in doing so, 
it also empowers per-product reporting and helps standardize our offerings. It also saves the 
end user time while creating the order's line items. 


This recipe gives us a bare-bones product that can be used in an order form or the shopping 
cart. For a better customer experience, add a product image. These show up on order forms 
and in various places around the shopping cart: 


Product Information Subscription Plans Product Image Product Options Product Inventory Links 


Shopping Cart Images 


Large Version Product Grid Version Upsell Version Cart Version 


Browse | Upload 


Recommended size for images is at least 340px wide or 100KB, and must not exceed 3MB. 
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The long description of a product is only relevant if we are using the shopping cart function; 
order forms do not display this information. 


Certain products may have different options that can be configured by the customer, for 
example, the text for a personalized monogram. There are two types of product options: fixed 
and typed. The first type is an option with fixed selections such as the size of a shirt. The 
second type is text like the previous monogram example. We can have no more than three 
options per product. 


& Product options should only be used on shopping carts as a customer 
Z cannot select product options on an order form. 


The following screenshot shows the various constraints for fixed product options: 


f 
| Manage Product Option 


Note: The following Product Option will only appear in the Store 
Shopping Cart. 


Product Option Attributes | 
Name: Book Edition E) 
Option Type: Selected from a fixed list [x] 
Required: Yes [=] 


Create a New “Book Edition” Option Value 


Value Name: 
Code: 


Price Adjustment: 


© Add to original price 
Subtract from original price 
Add 


Book Edition Option Values 


Name Code Price Adjustment Options 
Softcover soft Delete v 
Hardcover hard + $5.00 Delete A 
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For typed product options, there is a significant amount of constraints that can be imposed to 
ensure proper submission types: 


Note: The following Product Option will only appear in the Store 
Shopping Cart. 


Product Option Attributes 


Name: autographed to: 


Option Type: 


Option is typed by the end-user 


Required: 


(Kn Kec 


Yes 


Variable Settings 
Minimum Characters: 9 
Maximum 0 
Characters: 
Can Contain Spaces: Yes © No @ 
Can only start with: Letter 
Number 
Can only end with: | etter 
Number 
Can only contain: Letter 


Number L 
Error Message: 


Test (SaveFirst): 


Go 


Categories are helpful to organize the storefront. They can also be used for discount promotions. 


If we want to hide certain products from the shopping cart, because those products are only 
sold on an order form, we can hide a product from the product listings using the shopping cart 
options in the Product Information tab: 


Categories 


¥ CheckAll | X Uncheck All Shipping 
Weight: 
| | Main Product Category Taxable: 
Category A Cart Options 

Voyicks 


Add 


No | 
0.0 
No a 
Edit 
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Clicking on the Edit button displays a menu where you can choose to hide this product listing 
from the storefront by checking the Is hidden in cart checkbox: 


Cart Options 


Ishiddenincart: |v 


We can sell as a single-serve product or subscription using one listing; simply configure both 
those elements of the product. For example, the full price of a product can be $100 or there 
could be a two-month subscription for $50. This is similar in function to a payment plan, but 
there are some technical differences. Using a subscription version of a product as a payment 
plan will create multiple order records; one for each time a payment of the plan is charged. 
Using a formal pay plan will keep the product in one order. One final consideration when 
choosing between the two: a payment plan can natively bake in a finance charge, whereas this 
would have to be calculated and added to each cycle in a subscription version of a product. 


We can have more than one subscription type per product (for example, annual or monthly). 
In that case, we set the price on the Product Information tab as what will be displayed in 
the storefront for the product. 


Building order forms 


An order form is a special type of web form that collects credit card information securely 
and, in most cases, processes a payment. 


This recipe has two parts. First, we are going to create a theme for our order form. The 
theme is the visual skin of the order form. Next, we are going to create an order form 
using this theme. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. This recipe assumes 
that a merchant account has already been connected. 
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How to do it... 


Part 1 - creating the order form theme 


1. Hover over the Infusionsoft symbol in the upper-left part of the page, navigate to 
the E-Commerce column, and click on E-Commerce Setup, as shown in the 
following image: 


Q ¥ Finda cont 
My Nav CRM Marketing E-Commerce Admin 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 
Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 
Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Inthe Design section, click on Order Form Themes: 


Design 


Shopping Cart Themes 
Order Form Themes 


3. Click on the green Create a New Theme button. 
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4. Select the One Column layout and click on Use This theme next to the starting theme 
we want to use; this will display a pop-up menu: 


[&] Order Form Themes « Back to Order Form Themes 


Choose a layout 


One Column Two Column 
Choose a Theme 


Custom Tees Custom Tees 


? || |e 


see eee e 


Basic Grey Use this theme Basic Blue Use this theme 


5. Give the new theme a name and click on Save: 


Choose a name for your custom theme 


EYTT 


Í Name: Infusionsoft Cookbook Theme 


F 


yyy 


i pg 
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6. Click on the Edit button to update the default company image: 


mages HTML Areas Labels Edit CSS 
Common Areas 


Company Logo Top Banner 


Custom [ees 


Delete Edit 


7. Click on Browse to upload the company logo and then click on the green Save button: 


Browse 


Part 2 - building the order form 


1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to 
the E-Commerce column, and click on E-Commerce Setup. 


2. Inthe Checkout section, click on Order Forms: 


GPR Checkout 


—_ 


Shopping Cart Settings 
Order Forms 


3. Click on the green Create New button in the upper-right corner of the page: 


E Order Forms « Back to E-Commerce Setup 


Main Search Search | create New | 
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4. Give the order form a name and click on the green Save button: 


Name: _ Infusionsoft Cookbook Order Form 


5. Place your cursor in the Product section and begin typing the product name you wish 
to sell on this order form: 


Infusionsoft Cookbook Order Form 


Add Products Theme HTML Areas Thank You Page 


Add Products 


Product | infusionsoft x 


Infusionsoft Cookbook 


6. Click on the product name to select it and then click on the green Add Product 
button. This will add it to the Products on this Order Forms section at the bottom of 
the page: 


Add Products 


Product | Infusionsoft Cookbook] A 


Add Product 


7. Click on the Theme tab at the top of the page. 
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8. Scroll down and click on Make Active on the theme we want to use: 


Custom Tees 


Infusionsoft Co... Make Active 


9. Click on the Thank-you Page tab at the top of the page. 


10. Configure a confirmation message a customer will see upon successful order 
and click on the green Save button: 


Add Products Theme HTML Areas Thank You Page Settings Links 
Thank You Page to Display © 
Thank You Page kd EJ 
Format Insert Snippets 
a > Fontfamily ~ Fontsize miegama ¿Æ = Link (iq) Paste as Text: Off A Find =| Layout & Style 


Bluse A-Z ESZE « | Find & Replace 


Thanks for ordering the book ~Contact.FirstName~! 


We will ship it to you ASAP! 


11. Click on the Settings tab at the top of the page. 
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12. In the Notifications section, check the box and enter an e-mail address that will 
receive successful order notifications; click on the green Save button at the bottom 
of the page, as shown in the following image: 


Add Products Theme HTML Areas Thank You Page Settings 


Order Form Name 


Order Form Name 


Infusionsoft Cookbook Order Form 


Merchant Account 


Merchant Account 


Use the shopping cart's mercha... | 


Check For Duplicates 


Check for duplicate contact records using... 


Check using the person's first O... [=] 


Notifications 


F] Notify me by email when someone places an order 


paul.sokol@infusionsoft.com| 


13. Click on the Links tab at the top of the page to get the order form's URL. 


When someone visits the order form and submits with correct billing information, a contact 
record is created with an order associated to the product(s) being sold and any relevant 
payments are attempted. 


There's more... 


We can save time in the future by starting at part 2 and using the previously created theme. 


Certain order form themes support PayPal as well. 
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In part 1, we can preview the theme by hovering over the listing and clicking to preview: 


x] 


Infusionsoft Co... Use Theme Edit 


Selecting a two-column layout in part 1 enables another custom HTML area to the right of 
the main order form themes. 


If we are comfortable with CSS, we can heavily customize the order form's theme by using the 
Edit CSS tab in the theme setup: 


[¥] Infusionsoft Cookbook Theme « Back to Order Form Themes 
Images HTML Areas Labels Edit CSS 
Appearance CSS: 


/* Layout: One Column 
Theme: Basic Gray 


Appearance.css contains the costmetic properties for your order 
form, such as fonts, colors, background images and borders. 


m 


There are additional classes that are not listed here 
se they currently have no attributes. You can locate 
these by downloading and using Firebug. 


+y 


/*@import url (https://fonts.googleapis.com/css?family=0pen+Sans:400,700); 
This is the correct location for import, remove import link in layout.css when ready 
*/ 


-5 ‘Open Sans', Helvetica, Arial, sans-serif; 


img, img a { 
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There is a setting on the order form to prevent people from adjusting item quantities. 
This can be useful while selling bundles or products that don't make sense to be sold in 
multiple quantities: 


Products on this order form 
Name Price Type Label Quantity Remove 


sionsoft Cookbook Sell as aon -i oduc i k Ovi 
Infusionsoft Cookbook 4.97 Sell as a one-time product only Infusionsoft Cookbook 1 Remove 


¥ Don't allow my customers to change the quantity 


| save | Delete Preview 


There is an option in the Settings tab to disable promo codes on the order form. This can 
allow us to prevent shopping cart promo codes from being used where they shouldn't be. 


In the Settings tab, we can explicitly tell an order form to use a particular merchant account. 
By default, the shopping cart's configured merchant account is used. 


The custom header HTML area of an order form is useful for holding the sales copy. This way, 
the order form can operate as a sales page in addition to the point of sale: 


[Æ| Infusionsoft Cookbook Order Form « Back to Order Form List 


Add Products Theme HTML Areas Thank You Page Settings Links 
Common Areas 


Custom Header 


Ere } save | 
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Any purchase goals associated with products being sold on the order form will be triggered 
upon successful purchase. This is how we can do automated follow-up based on the 
product purchase. 


See also 


To connect a merchant account, see the Setting up your merchant account recipe earlier in 
this chapter. 


Implementing an automated cart abandon 


follow-up 


When selling products online, people may fall out during the checkout process and not 
complete their order. This is just something that comes with the territory, which is similar 
to the fact that people will unsubscribe from your lists occasionally. 


By implementing an automated follow-up when people fail to complete their purchase, 
we can recoup sales that would have otherwise never occurred. 


Getting ready 


We need to edit a campaign that is driving traffic to a live order form for a purchase. 


In the context of this recipe, we are assuming that the campaign model starts off looking 
like this: 


~~ 
> roe» e0 
(J = ls Pe 
Main Sales Sequence Purchase Widget A WidgetA 
Customer Welcome 
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How to do it... 


1. Drag out a new link click goal, sequence it, and connect/rename it, as shown here: 


== —, oa = a 


Main Sales Sequence Click to Widget A Cart Abandon Purchase Widget A WidgetA 
WidgetA Customer Welcome 
Order Form 


2. Double-click on the link click goal and select all links in all sales e-mails that are 
pointing to the order form; click on Back to Campaign: 


Back to Campaign Click to Widget A Order Form 


Main Sales Sequence 
Having trouble viewing this email? 
Sales Email #1 


1 of 1 links are selected 


r 
Sales Email #2 cATI ie. 


gy 


0 of O links are selected 


Success Coach Mail 


Sales Email #3 


0 of 0 links are selected 


Hello Paul, 


Pretend this is a sales email and this paragraph is sales copy. 


Now, pretend that this is | the link to the order form for Widget 


3. Double-click into the cart abandon sequence and connect a Timer and Email step, 
as shown here: 


Start Wait atleast 10 minutes Widget A Abandon 
and then run on a weekday 
between 8:00 AM - 5:00 
PM 
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4. Double-click on the Email step and write a message to recover the sale: 


Subject: everything ok? 


HTML Plain Text 


i) Format Insert Snippets 


Format * Trebuchet Mir 12pt + |s=|~||J=I\ t= 


il 
il 
ill 
A- 

A 

* 


Bil igi AZ- 


Hey ~Contact.FirstName~, 
Wanted to see if you had any questions about Widget A. 
Just hit reply and let me know! 


Have a great ~Date DayOfWeek~, 
~Owner. FirstName~ 


P.S. You can complete your purchase here 


5. Mark the e-mail as Ready and click on Back to Sequence in the upper-left corner 
of the page. 

6. Mark the sequence as Ready and click on Back to Campaign in the upper-left 
corner of the page. 


7. Publish the campaign. 


When someone clicks the order form from any of the sales e-mails, the link click goal sees 
this behavior and adds them to the abandon sequence. If the purchase doesn't come through 
before the timer, the recovery e-mail is delivered. 
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If we want to implement a cart abandon follow-up without stopping the primary sequence, 
we can autotag on a link click and use that to trigger the cart abandon follow-up: 


== fl) — a 


Clicks to Order Click to Widget £ Cart Abandon 

Form in below sequence Widget £ | 
Order Form | 
| 

-> m- Q aad 

ee 
lad 
Main Sales Sequence Purchase Widget A. 


We can add extra e-mails to the abandon sequence if we want to extend the recovery process. 
In these e-mails, we can address common objections, add extra purchase bonuses, deliver 
a discount code, and so on. 


While the recovery e-mail is automated, for best results, it shouldn't feel automated. Rather, 
it should "just happen" to show up at the perfect time. It is recommended to encourage people 
to reply, so we can close the sale individually for those who bubble up. 


For a template similar to this recipe, download the Turn Abandoned Carts into Sales 
campaign from the Marketplace. 


Collecting failed automated billing attempts 


When using payment plans or selling subscriptions, it is critical to have a failed billing recovery 
process in place to ensure that money isn't slipping through the cracks. 


Infusionsoft has billing triggers available that can automate based on a failed payment 
attempt to streamline this process. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 
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How to do it... 


1. Hover over the main navigation menu and go to E-Commerce | Settings: 


My Nay CRM Marketing E-Commerce 
Contacts Contacts Campaign Builder E-Commerce Setup 
Campaign Builder Companies Email & Broadcasts Orders 

Email & Broadcasts Opportunities Lead Generation Products 

Legacy Referral Partners Templates Actions 

Templates Visitors Legacy Promotions 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings 


2. Click on Billing Automation in the menu on the left-hand side: 


{$ Product 


P-a Order Settings 
Orders 
Billing Automation 


Sales Tax 


3. Using the Triggers (by type) drop-down menu, select When a credit card autocharge 
attempt is made and click on Add Trigger; this will open a pop-up window, as follows: 


Choose Trigger Type 
When a credit card walls When a credit card autocharge attempt is made 
a When an nubochargr TAI When a credit card is going to expire 


When a credit card is gol After a successful purchase in the shopping cart or on an order form 


When a card of type ‘Any Type’ expires today 


Actions 


After a successful purchase in the shopping cart or on an order form 
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4. Configure the trigger as follows: 
a Set the When an autocharge option to Fails 
o Inthe And this is option, check the LAST failure 
u Also, select the product we want to recover payment on 


% Manage Trigger 
Set Trigger Criteria © 
When an auto charge Fails x and the order contains any of these products a 
7 (leave blank to fire for any product} I 3100 Block 
And this is FS 
I the LAST failure (Max Retry react [T 1 Hr. Webwork 
the FIRST failure for the invoice I Epic Poster 
D” Failure #2 M Infusionsoft Cookbook 
T Failure #3 I One of a kind 
IT Failure #4 I One of a kind - Every month 
I” Failure #5 Tl Pocket Radar 
I Failure #6 v r quarterly test v 
E jei pe) , 


5. Inthe Actions section mentioned later, add an action to apply a failed billing tag 
that is specific to the product we want to recover payment on: 


Actions 


Apply 1 tag Edit x 
è Infusionsoft Cookbook Payment Fail 


Click on Save Trigger. 
7. Go to the Campaign Builder and add a new campaign. 


Drag out a tag goal, note the template goal, and a sequence; connect as seen in the 
following image and rename accordingly: 


= -0 rOn Az 


Existing List Failed Infusionsoft Failed Biling Task ADMIN - Failed Infusionsoft 
Cookbook Billing Cookbook Biling Recovered 
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9. Double-click on the tag goal and configure it for the tag we applied in the billing 
trigger; click on Save: 


Configure Tag 


This goal is achieved when any of these tags are applied: 


Functional -> Infusionsoft Cookbook Payment Fail x 


= = < = = = 


= 


10. Double-click on the note template and configure Description and Creation Notes; 
click on Save: 


Configure Note Template l 
4 

Action Type Other hd 

Description Failed Cookbook Payment Recove! 


Their payment for the 


Creation Infusionsoft Cookbook failed and 
Notes Avestan 

we recovered, 
User The logged-in User M 
Notify 


11. Double-click into the sequence, drag out a Tag step, a Task step, and connect as 
shown in the following image; rename accordingly: 


-— u 


Start Apply 0 tags Failed Biling Task 
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12. Double-click on the Tag step and configure it to remove the tag, which starts this 
recovery campaign; click on Save: 


Configure Tag 
C Apply @ Remove 


Functional -> Infusionsoft Cookbook x 
Payment Fail 


13. Double-click on the Task step and configure with instructions to recover the payment. 
Make sure that the exact name of the note template is present in the task body: 


Type Call Mi 


Title FAILED PAYMENT - ~Contact.First! | Merge 
~Contact.FirstName~ ~Contact.LastName~'s 


recent payment for the Infusionsoft 
Cookbook has failed, Call them at 
~Contact.Phone1~ and collect payment. 


Body 


When you have successfully recovered this 


payment, apply the "ADMIN - Failed 
Infusionsoft Cookbook Billing Recovered" 


Note Template to their contact record, 


Assign to Contact's owner E 


Assign to {backup} Paul Sokol Mi 
Days until due 0 = 
Due at Please select one 


Priority 1. Critical 


hd) 
zl 


14. Mark the task as Ready and click on Back to Sequence on the upper-left side of 
the page. 


15. Mark the sequence as Ready and click on Back to Campaign on the upper-left 
side of the page. 


16. Publish the campaign. 
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If the last payment attempt for the product fails, the billing automation trigger will apply the 
campaign tag, which creates a task for a user to recover the payment. The note template 
makes it easy to report on which payments are being recovered. 


We can add a failed payment notification e-mail into the recovery sequence to let the 
customer know about the situation and to expect a phone call. 


While this recipe assumes that the final payment attempt has failed, we can easily create 
a unique billing fail tag for each attempt and build a cascading structure to try and recover 
each failed attempt. This can provide further insight into the effectiveness of our 

recovery process: 


L ‘a ‘on e ESS 2 TESE aes 


Existing List Failed Infusionsoft Failed Billing #1 Task Failed Infusionsoft Failed Billing #2 Task Failed Infusionsoft Failed Billing #3 Task ADMIN - Failed Infusionsoft 
‘Cookbook Billing #1 Cookbook Billing #2 Cookbook Billing #3 Cookbook Billing Recovered 


We can also set up a billing trigger for when a payment is successful and when the previous 
attempt failed. This can save man-hours in the instances where a card fails and then it 
becomes successful on future attempts: 


VI ge Trigg 
# Manage Trigger 
Set Trigger Criteria © 
When an auto charge Is Successful M and the order contains any of these products a 
= == (leave blank to fire for any product} [T 3100 Block 
and the previous autocharge for this invoice failed 
blll [T 1 Hr. Webwork 
I Epic Poster 
M Infusionsoft Cookbook 
I One of a kind 
I One of a kind - Every month 
I Pocket Radar 
Oo quarterly test X 
4 | 
Actions 
Apply 1 tag Edit x 
è Infusionsoft Cookbook Successful Charge 
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In this case, we want to end the recovery campaign with a successful payment tag: 


(aoe -9 aoe > 


Failed Billing #2 Task Failed Infusionsoft Failed Billing #3 Task ADMIN - Failed Infusionsoft 
Cookbook Billing #3 Cookbook Billing Recovered 


, = aon 
a" (m 


Successful Auto-Payment Reset Tags 


When setting up the billing trigger, if we do not select any product specifically, it will fire for a 

failed attempt on any product. However, it is always recommended to create a unique trigger 
and a recovery campaign because we can customize the messaging for that specific product. 
This also makes it easier to report on different product recovery initiatives. 


Infusionsoft also has a membership site product named CustomerHub. One of the features 
is that customers can manage their own orders and subscriptions. This could be used to 
implement a similar recipe that is completely automated. 


For a template similar to this recipe, download the Collect All Recurring Billings campaign 
from the Marketplace. 


Creating a one-click upsell 


An easy way to boost revenue is to present another offer immediately after a successful 
purchase. When we allow that additional purchase to be made with a single click, it capitalizes 
on the excitement and momentum of their previous purchase; having the customer submit 
another form would introduce unnecessary friction. 


For this recipe, we are going to first create a payment plan, then create an action set to 
generate the upsell product order, and finally connect it all within a campaign. Once this 
is done, we'll connect the one-click upsell to the order form. 
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Getting ready 


In addition to being logged in to Infusionsoft and inside a specific account, we also need to 


have the following: 


> Our merchant account setup 


>» An order form 


>» A product created for the upsell offering 


>» Aweb page for customers that decline the upsell offering 


How to do it... 


1. Hover over the main navigation menu and click on E-Commerce Setup: 


E-Commerce 


Orders 
Products 
Actions 
Promotions 


Legacy 


My Nav CRM Marketing 

Contacts Contacts Campaign Builder E-Commerce Setup 
Campaign Guilder Companies Email & Broadcasts 

Email & Broadcasts Opportunities Lead Generation 

Legacy Referral Partners Templates 

Templates Visitors Legacy 

Opportunities 

Edit Reports Settings Reports Settings 


Reports Settings 


Admin 


Branding Center 
Infusionsoft Account 
Users 

Import Data 


Data Cleanup 


Reports Settings 


2. Inthe Payments section, click on Payment Plans: 


3. On the upper-right side of the page, click on Add a Payment Plan: 


€ Payment 
Payment Types 
Receipts 


Payment Plans 


& Payment Plans 


« Back to E-Commerce Setup 


Add a Payment Plan 
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4. Provide a name and a description, as shown here: 


Information 
Name One Click Sale 


Description For processing any one click 


upsell{downsell 


5. Scroll down and configure the Scheduling and Options sections, as shown in the 
following screenshot: 


Scheduling 

Number Payments 1 

Days Between Payments 30 
Days Until Start 0 

Options 

Merchant Account Voyicks Merchant M 
Over-ride Cart Merchant Account Yes © No © @ 

Auto-charge Payment Plan Yes O No C 

Days between Recharge Attempts 2 


Max Retries 3 


6. Click on the green Save button at the bottom of the page. 


7. When the page reloads, scroll to the bottom and using the Add Criteria dropdown, 
select Date Range Criteria; this will open a pop-up window, as shown here: 


=J 


Criteria Padd Citera emaren 


Add Criteria 

Date Range Criteria 
Promo Code Criteria 
Product/Oty Criteria 

No Criteria 3 Subscription Plan in Cart 
Order Total Criteria 


Descriptior 
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8. Set the Start Date and End Date, making sure that both are in the past; click on 
Save to close the window: 


Start Date 


End Date 


Save 


Manage Date Range Criteria 


Information 


04-01-2015 B 


04-01-2015 o 


9. Hover over the main navigation menu and go to Marketing | Settings: 


My Nay CRM Marketing E-Commerce Admin 

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 

Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings 


10. In the menu on the left-hand side, click on Action Sets: 


Marketing Settings 


Default Thank 


Lead Sources 
Automation Links 
Action Sets 


Follow-up Sequence 


Follow-up Sequence Schedule 
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11. In the upper-right corner of the page, click on the green Add an Action Set button; 
this will open a pop-up window, as shown here: 


%# Action sets 


12. Give the Action Set a name, and using the Add New Action dropdown, select Create 
an Order: 


Manage Action Set 


Action Set Visible To 


Action Set Info 


Name Infusionsoft Cookbook Upsell 


Actions 
No actions yet. Select an action from the “Add New Action’ drop-down below. 


Add New Action Mi 


Add New Action 

Apphyremove tag 

Start/stop a campaign {legacy} 
Start/stop a follow-up sequence 

Send an email, fax, etc. 

Assign a contact to a user 

Create an appointment 

Create a task 

Create opportunity record 

Set a contact field to a specific value 
Create Referral Partner 

Apply a note template 

Cancel a subscription 

Run another action set 

Share this record with a user 

Share this record with a group of users 
Distribute record to another infusionsoft application 
Send an http post to another server 
Copy actions from a saved action set 
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Create an Order 


Bundle Please select a bundle >| Save this Action so | can customize the order details. 


TERRE 
Payment PIAN | please select a payment plan M 


Free Trial Days p NOTE: Free Trial Days only apply to Subscription Programs! 


14. In the Product section, begin typing the name of the upsell product and click on it; 
this will change the red X to the right of the field into a green check: 


Interests 
Product Infusionsoft x Add 
Subscription Plan Infusionsoft 


x Add 


Infusionsoft Cookbook Tutorials 


15. Click on the Add button; this will populate the product in the section as given here: 


Interests 
produci Infusionsoft Cookbook Tutorials 7% Add 
Subscription Plan x Add 

Products Price Qty Subtotal Discount % Total 

Infusionsoft Cookbook Tutorials 373.00 1 373.00 0 373.00 Edit. Remove 


16. Using the Pay Plan Id dropdown, select the payment plan we created previously 
and click on the green Save button at the bottom of the page to save this Create 
an Order action: 


Produz Infusionsoft Cookbook Tutorials y Add 
Subscription Plan x Add 
Products Price Qty Subtotal Discount % Total 
Infusionsoft Cookbook Tutorials 373.00 1 373.00 0 373.00 Edit... 
Pay Planid = Please select a pay plan id M 


Please select a pay plan id 


Subscript Qty Subtotal Discount % Total 
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17. 
close the window. 


18. 
and rename, as shown in the following image: 


Click on the green Save button at the bottom of the page to save Action Set; this will 


Open a new campaign and drag out a landing page goal and a sequence; connect 


> Eid 
Successful Infusionsoft Infusionsoft Cookbook 
CookbookPurchase Tutorials Upsell 


Infusionsoft Cookbook 
Tutorials Order Creation 


19. 
20. 
21. 
22. 


Double-click on the landing page to edit it. 
Delete all form fields. 
Add a Hidden field snippet. 


Select Email and leave the Field Value field empty; click on Save: 


Hidden Field Settings 
‘Which fod Emal a A AAE 


Field Value 


-E 


Save Cancel 
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24. 


25. 


Congratulations! Your Infusionsoft Cookbook is on its way! 
But if you really want to implement faster than you ever imagined 
take advantage of this ONE-TIME ONLY offer and... 
..Get Discount Access to 
Video Tutorials of EVERY RECIPE in the cookbook!!! 


You get lifetime access, instantly which means you don't have to wait for the 
cookbook to arrive! 


Follow along with me as | build every recipe from scratch in real time so that you can 


be confident in YOUR implementation! 


Hidden Field (Email) 


Yes! Add This To My Order For Only $73! | 


Add a Paragraph snippet directly below the Submit button and create a link for 
customers that do not want the upsell offer; configure the link for the declined 
offer page: 


Hidden Field (Email) 


Yes! ådd This To My Order For Only $73! | 


No thanks Paul! If | need access to this in the future 
I'm ok spending the full $97 forthe exact same video tutorials 


Click on the Thank-you Page tab at the top and design a confirmation message 
for those who choose the upsell: 


Boom! 
You just saved $24 ~Contact.FirstName~, great choice :) 


Check your email right now for your username and 
password. 
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27. 


28. 


29. 
30. 


Click on the Settings tab at the top and verify that the Auto-populate Form has its 
option selected: 


Design Thank-you page Settings Code 


Auto-populate Form © 


JV Auto-populate this form with a Contacts information when visited from an Infusionsoft-delivered email 


Mark the landing page as Ready and click on Back to Campaign in the upper-left 
corner of the page. 


Double-click into the connected sequence, drag out an Action Set (Legacy) step, 
and rename appropriately: 


i 
Start Create Cookbook 
Tutorials Order 


Double-click on the Action Set (Legacy) step. 


Using the Action Set dropdown, select the action set we created previously; 
click on the green Save button: 


Configure Action Set (Legacy) 


ae 


Please select one a 


sey No Talk 1 
y No Talk 2 
No Talk 3 


Legacy if AYIG-S 
stopped AYIG- 


AY IG- 


AYIG-Su 


y Speak 
(Optional) ` CH-Indicate Interest Photoshop Intermediate Lesson 
you are usi infusionsoft Cookbook Upsell 


. Set the sequence as Ready and click on Back to Campaign in the upper-left corner 


of the page. 


. Publish the campaign. 
. After the campaign has been published, open the landing page again and click 


on the Code tab. 


. Copy the landing page URL. 
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35. Exit Campaign Builder and go to the order form that is going to be used with this 
one-click upsell. 


36. Click on the Thank You Page tab: 


[E] Infusionsoft Cookbook Order Form « Back to Order Farm List 


Add Products Theme HTML Areas Thank You Page Settings Links 


37. Using the Thank You Page to Display dropdown, select Web Address. 


38. Paste in the landing page URL into the URL field and check the option to pass the 
contact's information: 


Thank You Page to Display © 


Web Address z] 


URL: 


https:/fvoyicks.infusionsoft.com/sap 


Iv: Pass contact's information to the Thank You Page ®© 


39. Click on the green Save button in the upper-right corner of the page: 


Add Products Theme HTML Areas Thank You Page Settings Links 


Thank You Page to Display © 
Web Address x| Sate 


URL: 


https:‘/voyicks.infusionsoft.com/sap 


When a customer successfully places an order using the order form, they are taken to the 
landing page, which presents the one-click offering. The hidden field on the landing page is 
being pre-populated because we are passing it from the order form's thank you page. If they 
accept the offer (also known as submitting the landing page), Infusionsoft will create another 
order for the upsell product for that contact. 
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Don't forget to add any other fulfillment steps for the upsell order! 


> > > > 
Start Create Cookbook Add to CustomerHub Apply 1 tag Tutorials Member Access 
Tutorials Order 


If we do not select a payment plan when setting up the action set, Infusionsoft doesn't know 
which merchant account to autocharge while creating the order. If this happens, the order will 
be created and the payment will have to be collected manually at a later time. 


Orders created via the action set do not charge immediately but rather are run in batches every 
six hours or so. If we need to control access or fulfillment based on a successful payment, we 
can create a billing automation trigger that applies a tag to advance the campaign: 


= © es 2 ‘ee 


Successful Infusionsoft Infusionsoft Cookbook Infusionsoft Cookbook Successful Payment Grant Tutorial Access 
CookbookPurchase Tutorials Upsell Tutorials Order Creation 


Setting the Date Range Criteria in the payment plan for dates in the past ensures that the 
plan will not display in the shopping cart or on order forms. 


>» For help setting up a merchant account, see the first recipe in this chapter, 
Setting up your merchant account. 


> For help creating the upsell product, see the Creating products and subscriptions 
recipe earlier in this chapter. 


> For help creating an order form, see the Building order forms recipe earlier in 
this chapter. 


Building a one-click upsell or downsell chain 


Similar to the previous recipe, we can create a series of one-click offers for additional upsell 
or downsell opportunities. This is a great strategy when we have a variety of complementary 
products/services that enhance the original purchase. 
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Since this recipe is simply an extension of the previous recipe's strategy (and to avoid a 
needless duplication of steps), we are going to begin with that existing structure and build 
from there. 


The strategic context of this recipe is to offer a payment plan on the initial upsell product if 
the customer declines the original upsell and offer a higher ticket item if they do choose the 
original upsell. 


Getting ready 


In addition to being logged in to Infusionsoft and inside a specific account, we also need to 
have the following: 

» The previous recipe built 

>» An action set that creates an order for the downsell offering 

>» An action set that creates an order for the second upsell offering 

>» Aweb page for customers who decline the downsell offering 

>» Aweb page for customers who decline the second upsell offering 


How to do it... 


1. On the existing one-click upsell model, drag out two landing page goals, a web form 
goal, and two sequences; connect and rename, as shown in the following image: 


= ` a 
= @ @ 


Take Original Upsell Infusionsoft Cookbook Infusionsoft Cookbook 
Recipe Review Upsell Recipe Review 
z Order Creation 
C 
ami (RA > m aen 
2 © (P 
Successful Infusionsoft Infusionsoft Cookbook Infusionsoft Cookbook 
CookbookPurchase Tutorials Upsell Tutorials Order Creation 


Decline Original Upsell 


= = —— me —— 6s 


Decline Original Upsell Infusionsoft Cookbook Infusionsoft Cookbook 
Tutorials Payment Tutorials Payment Plan 
Plan Downsell Order Creation 
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NO oO FP W 


Double-click on the second upsell landing page to edit it. 

Delete all form fields. 

Add a Hidden field snippet. 

Select Email and leave the Field Value field empty; click on Save. 
Design the rest of the page to present the second one-click upsell offer. 


Add a Paragraph snippet directly below the Submit button and create a link 
for customers that do not want the second upsell offer; configure the link 
for the declined second offer page: 


Boom! You just saved money and got instant access to the videos! 
But if you want to be 100% confident in your implementation 
take advantage of this final offer and... 


..Get A Personal Review of Your 


Recipe Implementation by Paul Himselfl!! 
| haven't done any one-on-one consulting since 2013, but 
l'm making myself available at half my normal hourly rate of $997 
just this one time because you are awesome 
and I'm completely dedicated to YOUR business' success :] 


You get a one hour one-on-one personal consultant of your completed recipe! 


You'll also get a customized checklist of things you can do to further optimize your 
conversion rates! 


Hidden Field (Emaii) 


OMG ‘Yes! Add A Personal Review To My Order For Only $498.50! 


No thanks Paull ‘You're cool and all, but | think the videos will be just fine! 


8. 


10. 
11. 


Click on the Thank-you Page tab at the top and design a confirmation message for 
those who choose the upsell: 


Yeah buddy! 
I'm excited to see what you end up building. 


Check your inbox right now for instructions on how to 
schedule your consultation, 


Click on the Settings tab at the top and verify that the Auto-populate Form option 
is selected. 


Click on the Code tab at the top and copy the landing page URL. 


Mark the landing page as Ready and click on Back to Campaign in the upper-left 
corner of the page. 
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12. Double-click into the sequence connected after this second upsell landing page, drag 


out an Action Set (Legacy) step, and rename appropriately: 


we 


Start Create Recipe 
Review Order 


> 


13. Double-click on the Action Set (Legacy) step. 


14. Using the Action Set dropdown, select the action set that will create the second 


15. 


16. 


17. 
18. 


upsell order; click on the green Save button: 


Configure Action Set (Legacy) 


Action Set Infusionsoft Cookbook Upsell >| 
Please select one a 
1. Create al 
AYIG-Survey No Talk 1 
Legacy it AYIG-Survey No Talk 2 
by goal | AYIG-Survey No Talk 3 
ANIG-Surve 


y Speak 
CH-Indicate Interest Photoshop Intermediate Lesson 
(Optional) Infusionsoft Cookbe 


ment Plan Downsell 


Infusionsoft Cookbook Upsell 


Set the sequence as Ready and click on Back to Campaign in the upper-left 
corner of the page. 


Double-click into the first landing page (the one created in the previous 
recipe), and when it loads, click on the Thank-you Page tab. 


Using the Thank-you Page to Display dropdown, select Web Address. 


Paste in the URL of the second upsell landing page and check the Pass contact's 
information... option: 


URL: 


https://voyicks. infusionsoft. com/app/page/? aca34144baQabab9de8d138e3d5a8bf 
V Pass contact's information to the thank-you page © 
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19. 
20. 
21. 
22. 
23. 
24. 
25. 


Click on Back to Campaign in the upper-left corner of the page. 
Double-click on the downsell landing page to edit it. 

Delete all form fields. 

Add a Hidden field snippet. 

Select Email and leave the Field Value field empty; click on Save. 
Design the rest of the page to present the one-click downsell offer. 


Add a Paragraph snippet directly below the Submit button and create a link for 
customers that do not want the downsell offer; configure the link for the 
declined downsell offer page: 


$73 a bit too steep for you right now? 
I'll cut you a deal so can still advantage of this ONE-TIME ONLY offer and... 
.. Make Two Payments for Instant Access to 
Video Tutorials of EVERY RECIPE in the cookbook lll! 
— You get the same lifetime access, instantly which means you don't have to wait for the 
cookbook to arrive! 
= You can still follow along with me as | build every recipe from scratch in real time so 
that you can be confident in YOUR implementation! 
Hidden Field (Email) 
Yes! Charge Me $36.50 Now and Another $36.50 in 30 Days!! | 
No thanks Paul! If | need access to this in the future 
I'm still ok spending the full $97 forthe exactsame video tutorials 
26. Click on the Thank-you Page tab at the top and design a confirmation message for 
those who choose the downsell offer, as follows: 
You got it ~Contact.FirstName~! 
I'll charge you $36.50 now and another 36.50 in 30 days. 
Check your email right now for your username and 
password. 
27. Click on the Settings tab at the top and verify that the Auto-populate Form 
option is selected. 
28. Click on the Code tab at the top and copy the landing page URL. 
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29. Mark the landing page as Ready and click on Back to Campaign in the upper-left 


30. Double-click into the sequence connected after this downsell landing page, 
drag out an Action Set (Legacy) step, and rename appropriately: 


corner of the page. 


i 
Start Create Cookbook 
Tutorials Payment Plan 


31. Double-click on the Action Set (Legacy) step. 


32. Using the Action Set dropdown, select the action set that will create the downsell 


order; click on the green Save button: 


Configure Action Set (Legacy 


Please select one 
1. Create = 

AYIG-Survey No Talk 1 
rvey No Talk 2 


Legacy it AYIG- 
stopped AYIG- 


AY 1G-Survey Speak 


Action Set Infusionsoft Cookbook Upsell >| 


CH-Indicate Interest Photoshop Intermediate Lesson 
tOptional) iifusionsoft Cookbook Payment Plan Downsell 


33. Set the sequence as Ready and click on Back to Campaign in the upper-left 


corner of the page. 


34. Double-click into the Decline Original Upsell web form. 


35. Delete all form fields. 
36. Add a Hidden field snippet. 


37. Select Email and leave the Field Value field empty; click on Save. 


38. Update the Submit button text with a call to action that declines the original 
upsell offer (that was created in the previous recipe): 


Hidden Field (Email) 


No Thanks! 
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39. 
AO. 


41. 


42. 


43. 


44. 
45. 
46. 
47. 


Using the Thank-you Page to Display dropdown, select Web Address. 


Paste in the URL of the downsell landing page and check the Pass contact's 
information... option: 


URL: 


https: 
iv Pass contact's information to the thank-you page © 


oyicks .infusionsoft.com/app/page/5906fbafe47d43024262ccc5ec17640a 


Click on the Settings tab at the top and verify that the Auto-populate Form 
has its option is selected. 


Click on the Code tab and copy the code from the Javascript Snippet option 
for the web form. 


Mark the web form as Ready and click on Back to Campaign in the upper- 
left corner of the page. 


Double-click on the original landing page created in the previous recipe. 
Delete the original decline link beneath the Submit button. 
Add an HTML snippet beneath the Submit button. 


Paste in the code from the Javascript Snippet option for the decline web form 
and click on Save: 


HTML Settings x 


The following HTML tags will be removed for compatibility: 


ct Button, and Textarea Elements 


Save Cancel 
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48. Publish the campaign. 


When a customer successfully places an order using the order form, they are taken to the first 
landing page, which presents the first one-click offering. The hidden e-mail field on the landing 
page is being prepopulated because we are passing it from the order form's thank you page. 
The decline button is actually a web form that also has its hidden e-mail field populated; we 
have embedded a second form within the landing page: 


= Follow along with me as | build every recipe from scratch in real time so that you can 
be confident in YOUR implementation! 


Yes! Add This To My Order For Only $73! 


No Thanks! 


If they accept the offer (also Known as submitting the landing page), Infusionsoft will create 
another order for the upsell product for that contact and redirect them to the second landing 
page (which has its hidden field populated). If they submit this second landing page, another 
order will be created. 


If they decline the original upsell offer, they are actually submitting a web form, which 

will redirect them to the downsell landing page, that will also have the hidden e-mail field 
populated. If they choose the downsell offer, Infusionsoft will create another order for the 
downsell offering. 


Don't forget to add any other fulfillment steps for the second upsell order or the 
downsell order! 


This strategy can be extended to create a chain of different upsell or downsell offers 
depending on the different offers a customer accepts or doesn't; there is no upper limit 

for how deep the offer chain can go. In this case, it is highly recommended to lay out the 
campaign model for clarity and to leave ourselves plenty of canvas notes for comprehension. 
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In this chapter, we will cover: 


>» Setting up a sales pipeline 

>» Working sales opportunities 

» Using round robins for sales teams 

>» Saving time with FAQ workflows 

>» Sending automated appointment reminders 

>» Merging custom opportunity fields into e-mails 
> Setting up lead scoring 

>» Automating based on lead score achievement 


> Building a long-term prospect nurture 


Introduction 


As we mentioned earlier, the second phase of Lifecycle Marketing is Sell. Whereas the 
previous chapter dealt with selling online, Infusionsoft is also a very powerful tool to sell 
with a sales team. 


The campaign model in the final recipe, Building a long-term prospect nurture, could be 
used for either type of selling. 
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Setting up a sales pipeline 


A pipeline is a clearly defined process flow with specific measureable milestones (or stages). 
A sales pipeline is a set of defined sales stages that sales reps can use to manage their 
leads/prospects. 


Infusionsoft has a very easy to use pipeline module known as Opportunities. Although 
the sales milestones will vary from business to business, for this recipe, we are going to 
be building a sales pipeline with the following sales stages: 

>» New Opportunity: Lead has been identified as someone who should be contacted 


>» Contacting: Sales rep has made one attempt to get voice-to-voice communication, 
but did not reach the lead 


> Engaging: Sales rep has established conversation but the lead has not yet been 
determined as qualified to proceed down the pipeline 


> Qualified: Sales rep has determined that the lead has a budget and authority to 
spend it; lead is now a prospect 


>» Quote Sent: Sales rep has delivered the prospect a quote for the potential sale 
> Quote Finalizing: Sales rep is adjusting the details of the quote with the prospect 


> Quote Accepted: Prospect has given verbal or written acceptance of the proposed 
quote 


>» Deposit Secured (Win): Prospect has paid the initial deposit and is now a paying 
customer 


>» Lost: Lead/prospect is not going to become a customer at this time 


This recipe contains two main parts. First, we are going to build the sales stage definitions. 
Then we are going to configure the pipeline settings for the stages that were just created. 


Getting ready 


We must be logged in to Infusionsoft and inside a specific account. 
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How to do it... 


1. Hover over the main navigation and in the CRM column, click on Settings: 


My Nav 


Contacts 
Campaign Builder 
Email & Broadcasts 
Legacy 

Templates 


Opportunities 


Edit 


Q 7 Findacon 

CRM Marketing E-Commerce Admin 
Contacts Campaign Builder E-Commerce Setup Branding Center 
Companies Email & Broadcasts Orders Infusionsoft Account 
Opportunities Lead Generation Products Users 
Referral Partners Templates Actions Import Data 
Visitors Legacy Promotions Data Cleanup 

Legacy 
Reports Settings Reports Settings Reports Settings Reports Settings 


2. Inthe Sales Settings menu on the left of the page, click on Sales Pipeline: 


& Sales Settings 


Opportunity Defaults 
Sales Pipeline 
Pipeline Automation 


Product Interest Bundles 


3. Inthe Stage section at the top, populate the fields as shown in the following 
screenshot; click on Save: 


Stage 
Name New Opportunity 
Order 1000 = 
Target # Days 1 = 
Probability |10 —] 


Add 
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4. 


Repeat the previous step for each of the following sales stages: 


Stage Order Target # Days Probability 

Contacting 1100 7 25 

Engaging 1200 7 35 

Qualified 1300 7 50 

Quote Sent 1400 7 60 

Quote Finalizing 1500 7 75 

Quote Accepted 1600 7 95 

Deposit Secured (Win) 1700 (0) 100 

Lost 1800 (0) (0) 

5. Scroll down to the bottom of the page and verify the pipeline stages have been 

configured properly: 
Edit... New Opportunity 1 10 1000 Checklist... Delete 
Edit... Contacting ? 25 1100 Checklist... Delete 
Edit... Engaging 7 35 1200 Checklist... Delete 
Edit... Qualified ? 50 1300 Checklist... Delete 
Edit... Quote Sent ? 60 1400 Checklist... Delete 
Edit... Quote Finalizing ? 75 1500 Checklist... Delete 
Edit... Quote Accepted ? 95 1600 Checklist... Delete 
Edit... Deposit Secured (Win) 0 100 1700 Checklist... Delete 
Edit... Lost 0 0 1800 Checklist... Delete 

6. If everything looks OK, scroll back to the top of the page and click on Opportunity 


Defaults in the left menu: 


D Sales Settings 


Opportunity Defaults 


Sales Pipeline 


Pipeline Automation 


Product Interest Bundles 
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In the Active Sales Stages section, select all stages except the win/loss stage from 


the Active Sales Stages list box. 


8. Using the Default Stage dropdown, select New Opportunity: 


9. 


Active Sales Stages 


Active Sales Stages: 


Default Stage: 


von guane E 
DOWF - Sponsor Packet Sent 

DOWF - Contract Sent 

New Opportunity 


Contacting 


Deposit Secured (Win) 
Lost bd 


New Opportunity Mi 


In the Win & Loss Stages section, select the Win Stage and Loss Stage respectively; 
we also should add some win/loss reasons for future reporting: 


Win & Loss Stages 


Loss Stage: | Lost 


Win Stage: | Deposit Secured (Win) ~] 


Win Reasons: DOWEF- Platinum 
DOWE - Gold 
DOWE - Silver 
DOW - Bronze 


Require Win Reason? Yes © No © 


Loss Reasons; DOVWEF- Declined 


Require Loss Reason? Yes © No © 
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10. Scroll to the bottom of the page and click on Save. 


This recipe lays down the foundation for any pipeline by first declaring the sales stages and 
then configuring the key sales milestone options. The stages and options configured here 
will control how users interact with opportunity records. 


When creating a pipeline stage, the order determines how the stages displayed in the 
dropdown present to a sales rep working inside an opportunity. 


When creating a pipeline stage, Target # Days is helpful for the sales rep when working 
inside an opportunity to see how soon they should be trying to advance a lead/prospect: 


Sales Stage and Steps: 


Contacting Mi Move By: 4/27/2015 


When creating a pipeline stage, the probability is used to determine weighted revenue 
forecast reporting. In effect, it is the chance a lead/prospect has of becoming a customer 
based on the sales stage they are currently in. For example, if we set the probability of a 
stage as 50, this means a prospect in that stage who is considering a $1,000 dollar 
product has a weighted revenue of $500 (50 percent of $1,000). 


After a pipeline stage has been created, we can click on the Checklist link to open a 
pop-up menu: 


Stage Checklist 


Checklist Item 


Description 
Required D 
Order 0 Add 
Edit Description Required Order Delete 
Edit... Make phone call attempt true 0 Delete 
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This allows us to create stage-specific steps that display when a person is in that opportunity 
stage. Be wary as there is no automation available for steps or searchability: 


New Opportunity + Move By: 4/21/2015 


I Make phone call attempt * 


The only way to look at these is through the Sales History tab at the bottom of an 
opportunity record. 


For sales that have an involved or complex fulfillment process (for example, solar panel 
installation), we can add extra stages after the win stage to manage the customer 
fulfillment experience. 


We can create custom fields for opportunity records to store critical information or data 
that needs to be reported. 


Win or loss reason is an available search option for opportunities. This is great for tracking 
trends and innovating. Requiring the win/loss reason forces the user to choose a reason 
when moving to a win or loss stage and setting the Win & Loss Stages empower certain 
types of sales reports. 


In order for a user to be assigned opportunities, they must be part of the group chosen in 

the first dropdown of the Viewing Opportunities options toward the bottom of the Opportunity 
Defaults page. Users can be added to different groups through the Users menu in the 

main navigation: 


Require Loss Reason? Yes © No © 


ewing Opportunities 


Assigned to group: Sales Rep M 


For help learning how to properly work an opportunity, see the next recipe, Working sales 
opportunities. 
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Working sales opportunities 


No matter what kind of process pipeline has been created, the act of "working" an opportunity 
record is the same every single time. By building this workflow into our habits, it ensures that 
nobody slips through the cracks and that there is a very clear digital paper trail of the actions 
taken to work the opportunity. 


Getting ready 


In addition to being logged into Infusionsoft and inside a specific account, we need to be 
looking at an opportunity record. 


How to do it... 


1. Beneath the Next follow-up action: section, click on the + Add a note about your 
last action link: 


 Voyicks Consulting 


General Products / Subscription Plans 


Next follow-up action: 


Make initial phone call to qualify 


04-20-2015 —8 03:00PM ~] 


+ Add a note about your last action 
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2. Inthe What did you do? section, leave concise notes about the action that was taken 
to forward the opportunity: 


What did you do? 


4 


Called Paul and left a voicemail 


3. Check the Do you want to change it? box beneath the notes we just left. 


4. Leave notes for our future self about what needs to occur next. The more detail 
and context we can provide the better: 


Here's the next follow-up action: 


M Do you want to change it? 


Call again to try and qualify. Left a 
voicemail on Monday afternoon, 
MOEN 3 


5. Using the calendar dropdown, select the date we plan to perform the action we 
just declared: 


Here's the next follow-up action: 
M Do you want to change it? 


Call again to try and qualify, Left a 
voicemail on Monday afternoon. 


04-20-2015 T= 03:00PM M 


X | ve or Cancel 


< April 2015 > 
Su Mo Tu We Th Fr Sa 


5 6 7 8 9/10 11 
12 13 14 15 16 17 18 
19 20 21 BA 23 24 25 
26 27 28/29 30 elete j| Select 
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6. Using the dropdown, select the time we plan to perform that action; click on the blue 
Save button at the bottom of the workflow box: 


Here's the next follow-up action: 
M Do you want to change it? 


Call again to try and qualify. Left a 
voicemail on Monday afternoon. 


NAR 


04-22-2015 TE 


E 


Save or Cancel 


7. If it is appropriate, using the Sales Stage dropdown in the middle of the page, select 


another stage that reflects the current status of the opportunity; click on the green 
Save button: 


Sales Stage and Steps: 


Contacting M! Move By: 4/21/2015 


When a user performs this recipe on an opportunity record, the system will: 


>» Update the opportunity's entry on the assigned user's calendar 
» Leave a note in the contact record 


>» Run any automation associated with a stage move (if a stage change is saved) 


An opportunity will show up on the assigned user's calendar at next action date and time. 
It will also show up in the Calendar Items widget on the following dashboard: 
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Appointments 
View for — Paul Sokol Mi on 04-22-2015 Ea 
$ 2:15PM Paul Sokol Voyicks Consulting 
+ New Appointment + New Task 


The note created in the contact record allows us to track what happened and what was 
supposed to happen. This is why leaving impeccable and highly contextual notes in the next 
action is recommended: 


Notes View All | Note 
Updated Assigned User Details 
04/21/2015 Paul Sokol Called Paul and left a voicemail 
Called Paul and left a voicemail ----- Make initial phone call to qualify 


To use revenue forecast reporting, the products and/or subscriptions being sold must first 
exist as products in the E-Commerce section already. From there, two things must occur: 


> The user must select a closing date on the General tab; the Commit to Forecast? 
checkbox is optional and can be used to filter forecast reports: 


New Opportunity ~| Move By: 


[Make phone call attempt * 


When will this deal clase? 


04-30-2015 a[l Committo Forecast? 
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>» The user must add items using the Product / Subscription Plans tab; this will add an 
opportunity value in the header next to the title: 


 Voyicks Consulting ($100.00, $0.00 / month) 


General Products / Subscription Plans Success Coaching GP GP-Admin Sandbox Sharing 
Interests 
Product nn Block 
$100 Block A Add 

Subscription Plan x Add 
Bundle Please select a bundle Mi Add 

Products Price Qty Subtotal Discount % Total 

$100 Block $100.00 1 $100.00 0 $100.00 Edit... Remove 


If we are tracking the products/subscriptions being sold, we can also generate an order 
directly from within an opportunity: 


» Using the dropdown next to the green button group, select Create an Order: 


Save & Search || Delete | Selectanaction ~~ S| 


Tasks Scored & Recent Activity 


>» Inthe pop-up menu that displays, click on Process; if a merchant account is also set 
up, we can choose a credit card (or add a new one) to immediately run the charge: 


Create an Order 


Create an Order 


This will create a single Order for all product interests and a separate Subscription for 
each subscription plan interest, 
Credit Card: None Selected M Add 

Process 
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This will create an order record for the products/subscriptions listed on the opportunity 
record. If no credit card is used to process the order, Infusionsoft will create an order with a 
balance due. 


If the shopping cart is set up with a merchant account, a user can send the prospect a unique 
link via e-mail for them to check out for the items listed in the Products / Subscriptions tab. 
This is known as a Buy Now link: 


» Using the dropdown next to the green button group, select Send Buy Now: 


ae = 9 


Select an action 

Print a Letter 

Print a Label 
Tasks Scored & Recent Activity | Create an Order 


>» This will open a pop-up window with a pre-populated link in an e-mail that can 
be customized 


Clicking on a Buy Now link and purchasing through it are both available automation triggers. 
These can be found in CRM Settings under Opportunity Defaults. Use these to create highly 
relevant automation such as sending the sales rep a Super Hot Lead, call right now e-mail if 
they don't buy in 15 minutes or some other type of follow-up: 


Buy Now 
Buy Now Default Expire Days: | 30 
Buy Now Shopping Cart Skin: | Please select a buy now shoppin... ~] 
Buy Now Win Reason: | Please select a buy now win rea... M 
Clicked Buy Now: Actions 
Purchased via Buy Now: Actions 


For faster next action date selection, it is recommended to get familiar with the date shortcut 
keys. For users who work mainly in the opportunity record, the habit of using these can greatly 
increase productivity. If we place our cursor in a date field and press / on the keyboard, it will 
display a list of shortcut keys. There is a reasonable amount of logic behind each key press so 
feel free to study up. For example, adding a month to the date is M and subtracting a month is 
H because the last letter of month is h. Also, the lower-left corner of the QWERTY keyboard is 
Monday through Friday. 
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The following is a list of quick date keys: 


Quick Date Keys 


t: Set date to today 

=: Add one day 

+: Subtract one day 

w: Add one week 

k: Subtract one week 

y: Add one year 

e: Subtract one year 

m: Add one month 

h: Subtract one month 

q: Clear the date 

f: Goto the first day of the month 

|: Go to the last day of the month 

z: Goto Monday of the week selected 
x: Goto Tuesday of the week selected 
c: Goto ednesday of the week selected 
v: Goto Thursday of the week selected 
b: Goto Friday of the week selected 


See also 


> For help configuring a merchant account, see the Setting up your merchant account 
recipe at the beginning of the Chapter 4, Selling Products Online and Getting Paid 


>» For help creating products and subscriptions to use for revenue forecasting, see 
the Creating products and subscriptions recipe in Chapter 4, Selling Products 
Online and Getting Paid 


> Todo weighted revenue forecasting, a stage must have a probability. See the 
Setting up a sales pipeline recipe earlier in the chapter to learn how to set 
closing probabilities 


Using round robins for sales teams 


Anytime there is more than one user working opportunities, creating a round robin can 
assist in the automated assignment of new opportunities. 


For this recipe, we are going to build a round robin for two sales reps that automatically 
assigns new opportunities one at a time when someone has submitted a web form on 
our website. 
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Getting ready 


In addition to being logged in to Infusionsoft and inside a specific account, we need: 


>» Both sales reps' user accounts created 
>» Acampaign with the website's web form 


How to do it... 


1. Hover over the main navigation and click on Settings in the CRM column: 


My Nav CRM Marketing E-Commerce Admin + 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 
Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 
Edit Reports Settings Reports Settings Reports Settings Reports Settings 

rus Vuesuries supquieier 


2. Inthe left menu, click on Round Robins: 


as Contact & Company Settings 
Task/Appt/Note Settings 
Tags 
Tag Categories 
Scores 
Round Robins 


Action Sets 
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3. Inthe upper-right of the page, click on the Add Round Robin button: 


1-3 of 3 20 ~] per page Add Round Robin 
Edit Name Logic Delete 
[Edit] Default Round Robin OnePerRound [Delete] 


4. Give the round robin a name, click on the One record per round option, and click 
on the green Save button: 


Round Robin Name & Distribution Logic 
Name Sales Reps 


Logic = @ One record per round © 
© Distribute records based on ratio @ 


Save & Search Delete 


5. Type 1 next to the two sales reps who are in this round robin; click on the green 
Save button: 


Create Assignment Ratios 


User Group All Users Mi 
User Number 


Paul Sokol 0 
Paul Sokol 0 
Steven Gabriele 1 


John Odell 1 


Save & Search Delete 
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6. Navigate to the campaign containing the web form on our website and open the 


sequence connected after 


the web form goal: 


Website 


Contact Us Contact Us Follow Up 


7. Connect a Create Opportunity step; rename appropriately: 


Start Apply 1 tag Talk Soon! 


8. Double-click on the Opportunity step. 
9. Configure the Starting Stage. 


Contact Us Opportunity 


10. Using the second dropdown on the far right, select the round robin we just created: 


Configure Opportunity 


Starting Stage New Opportunity 
Assigned User Use Round Robin... 
Interest Bundle Please select one 
Only create if this Contact O 

doesn't already have an active 

Opportunity? 

Next Action Date 1 $ | day(s) 


Next Action Notes 


fl 


from now 


Please select one 


Please select one 
Default Round Robin 
Default Round Robin 
Poster Fulfillment 


Cancel 


www.it-ebooks.info 


Selling with a Sales Team 


11. Finish configuring the opportunity's Next Action Date and Next Action Notes 
options with the proper context for the sales rep to take action; click on the green 
Save button: 


Configure Opportunity 


1 
Starting Stage New Opportunity M J 
Assigned User Use Round Robin... y| Sales Reps M 
Interest Bundle Please select one M 
Only create if this Contact O 
doesn't already have an active 
Opportunity? 
Next Action Date a = day(s) from now 


Follow up with them about 
their recent Contact Us 
form submission on the 
website, See the web form 
history for the details of 
their inquiry. 


Next Action Notes 


Cancel Save 


12. Mark the sequence as Ready and publish the campaign. 


When someone fills out the Contact Us form on the website, Infusionsoft will create a 
new opportunity assigned to the first user in the Sales Reps round robin. The next time 
someone fills out the form, it will go to the second user. 


Be careful about automatically assigning opportunity owners using a round robin. In order 
for the user to actually view the record, they must be in the user group that is configured 
inside the Opportunity Defaults in the CRM settings. 
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There is a second logic option for a round robin that is based on ratio. This allows for a 
"weighted" assignment giving more new opportunities to users than others: 


Round Robin Name & Distribution Logic 


Name Weighted Robin 
Logic © One record per round ®© 


@ Distribute records based on ratio @ 


To streamline the sales process, opportunities can be created with certain products 


and/or subscriptions pre-populated as the possible sale. These interest bundles can be 
configured in the CRM settings: 


rc 
{ 


Configure Opportunity 


Starting Stage New Opportunity z] 
Assigned User Use Round Robin... 
Interest Bundle Please select one ~] 


Only create if this Contact 
doesn't already have an active 
Opportunity? 


The option beneath the Interest Bundle dropdown can be used to prevent duplicate 
opportunities from being created. An opportunity is considered active if one exists in the 
stages defined as so in the CRM settings. If this is checked, a new opportunity will only be 
created if another opportunity doesn't already exist in one of those active stages: 


Only create if this Contact Iv 
doesn't already have an active 
Opportunity? 
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Since an opportunity record will display on the user's calendar, we can use Next Action Date 
to empower future sales automatically; leads will magically "appear" in a sales rep's pipeline. 
We could have also used a Delay Timer of 60 days then created the opportunity with Next 

Action Date of 0 for the same effect. The difference would be having the opportunity hit their 
pipeline immediately with a future date, or having the opportunity hit their pipeline at day 60: 


Configure Opportunity 


Starting Stage New Opportunity M 
Assigned User Use Round Robin... Mi Sales Reps M 
Interest Bundle Cookbook Videos + Consultation M ] 
Only create if this Contact Iv 
doesn't already have an active 
Opportunity? 
Next Action Date 60 $ | day(s) from now 
They purchased the 


i cookbook 2 months ago. 
Next Action Notes Check in and see if they 


need help implementing. 


panes 


>» For help with user groups and opportunity assignment, see the There's 
more... section of the Setting up a sales pipeline recipe 


>» For help with active opportunity stage declaration, see the Setting up a sales 
pipeline recipe 

>» For how to work an opportunity record, see the previous recipe, Working 
sales opportunities 


>» Fora basic Contact Us form for your website, see the Creating a Contact Us form 
recipe at the beginning of Chapter 3, Attracting Leads and Building Your List 


Saving time with FAQ workflows 


Quite often in business, there are Frequently Asked Questions (FAQs) that must be 
answered. A novel way to save time, get organized, and grow sales is by automating those 
types of e-mails. 
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Normally, each time one of those questions is asked, someone has to manually type the 
answer and send it. Asawier business may have a swipe file of common answers that can 
be copied/pasted to save time. 


This recipe leverages the power of a note template to automatically trigger a pre-authored 
e-mail answering a common question. 


Getting ready 


We need to be logged into Infusionsoft, inside a specific account, and inside the 
campaign builder. 


How to do it... 


1. Drag out a new note template goal, a new sequence, and connect; rename accordingly: 


ss 


FAQ - Are Products Real? FAQ - Are Products Real? 


2. Double-click on the note template goal and configure with the appropriate context; 
click on the green Save button: 


Configure Note Template 


Action Type Email M 


Description Sent FAQ - Are Products Real? 


They asked if the products shown 
in the cookbook were real, so we 
sent them the FAQ about it. 


Creation Notes 


User The logged-in User Mi 


Notify 


Cancel Save 
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3. Double-click into the sequence and drag out a new Email step; rename accordingly: 


— bs 


Start FAQ - Are Products Real? 


4. Double-click into the e-mail and write the answer to the frequently asked question: 


From: Paul Sokol M 
To: Email M 


Subject: are the products in my cookbook real? Merge 


HTML Plain Text 


“) Format Insert Snippets 


Format ~ Trebuchet MS% 12pt = ij vize E Ge Link (iy Paste as Text: Off 


B Zu ac À- Y- Au 


Mh 
i 
il 
A 
A 

+% 


Hey ~Contact.FirstName~, 


You were wondering if the products you've been reading about in chapter 4 
are real. 


Well...1 don't know! 


Seriously, I've broached the topic with the people that can approve such a 
thing but nothing yet. 


Maybe it can have something to do with my charity ;) 


Anyway, have a great ~Date.DayOfWeek~, 
~Owner.FirstName~ 


5. Inthe upper-right of the page, click on Draft to change the e-mail to Ready; 
click on Back to Sequence. 


6. Inthe upper-right of the page, click on Draft to change the sequence to 
Ready; click on Back to Campaign. 


7. Publish the campaign. 
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When someone asks the frequently asked question, a user can simply apply the FAQ note 
template to automatically send the e-mail and save time while also leaving a clean digital 
paper trail. 


There may be certain times where following up on an FAQ can be beneficial, but also a very 
low-priority to-do. If there are any links within the automated e-mail, we can leverage a link 
click goal to provide a world-class experience: 


al a il T EPF 


FAQ - Customerhub FAQ - Customerhub Download Doc Any Customerhub Questions? 
Information Information 


The name of the note template goal will display for the end user. To group similar note 
template types, use prefixes so they are easy to find: 


Add a Note 


42 Assign to different user 


Template | Please select one Mi 


Action .. FAQ - API Info a 


- Campaign Builder Examples 
FAQ - Customerhub Information 


Creation 


Notes FAQ - Customize Thank You Page 


FAQ - Dan Kennedy Campaigns 
FAQ - GTM Sync 
FAQ - Infusionsoft Insider 
Type FAQ - List Brokers 
FAQ - Setting Up SPF Records 
Notify | FAQ - Tag/Category 
FAQ - What Merchant Accounts Work? 
FAQ - Wordpress Analytics Plug-In 


The Action and Type dropdown options available when setting up the note template can be 
configured in the CRM settings. This can be useful for reporting on certain note behavior. 
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By default, the user who applies the note template is credited as applying the note in the 
contact record. However, we can change who the note is assigned to in the note template 
configuration. The same functionality exists within a Note step inside a sequence as well: 


Creation Notes 


User The logged-in User M 
: The logged-in User 
Notify John Odell 
Paul Sokol 


Paul Sokol 


When configuring a note template, we can also trigger an e-mail notification to a user every 
time the note template is applied: 


Notify 
John Odell 
Paul Sokol 
Paul Sokol 


— — 
Steven Gabriele 


Think of a note template as a big red automation button. When we need something 
automated that we know Infusionsoft can do (send an e-mail, HTTP Post, and so on) but aren't 
quite sure HOW to trigger the automation, a note template is a quick fix. 


Although this recipe is for an FAQ specifically, this tactic can be used for any type of common 
automation. Some common prefixes for names are: 

> ADMIN -: For notes related to administrative automation 

>» CUSTOMER -: For notes related to customer automation 

>» FINANCE -: For notes related to financial automation 

» LEAD -: For notes related to lead development automation 

>» SALES -: For notes related to sales automation 


For how to apply the note template to a contact, see the Using note templates for workflow 
recipe in Chapter 2, Critical Tools for Mastery. 
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Sending automated appointment reminders 


Scheduling an appointment with someone is useless unless the appointment actually occurs. 
We can improve our chances of the appointment occurring by sending automated reminders 
leading up to the appointment date. 


This recipe is about building a workflow tool that can easily be operated after a user has put 
the scheduled appointment in their appropriate system of existence (online calendar, offline 
calendar, mobile device, and so on). 


Getting ready 


We need to be logged into Infusionsoft and inside a specific account. Also, inside the 
campaign builder we should have: 


>» Acustom Date type field for the scheduled appointment 
>» Acustom Text type field for the appointment time 


How to do it... 


1. Drag out a new internal form goal, a new sequence, and connect; rename accordingly: 


i. a% es 


Existing Lead LEAD - Schedule Appointment Appointment Confirmation 
& Reminders 


2. Double-click on the internal form goal to edit it. 


3. Ensure the internal form has at least the First Name and Email field and that both 
are required. 


4. Adda Title and Paragraph snippet above the fields; provide some context for the 
end user submitting the form: 


LEAD - Schedule Appointment 


Use this form to send automated reminders 
leading up to a scheduled appointment. 


First Name * 
Email * 
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5. Using the Field Snippets tab, add an Other snippet; this will open a 
configuration menu. 

6. Using the Which Field dropdown, select the Date type field that is storing the 
appointment date. 

7. Make sure the field is marked as Required and click on Save: 


Other Field Settings x 
Which Field | Appointment Date | M 


Label Appointment Date 


Required On| 


Save Cancel 


Using the Field Snippets tab, add another Other snippet. 


9. Using the Which Field dropdown, select the Text type field that is storing the 
appointment time. 


10. Make sure the field is marked as Required and click on Save: 


Other Field Settings x 
Which Field Appointment Time M 


Label Appointment Time 


Required On | 


Save Cancel 


11. Mark the form as Ready and click on Back to Campaign: 


LEAD - Schedule Appointment 


Use this form to send automated reminders 
leading up to a scheduled appointment. 


First Name * DoS] 
Ernail * DO E] 
Appointment Date * o 

Appointment Time * [ 
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12. In the upper-right of the page, click on Draft to change the e-mail to Ready; click on 
Back to Sequence. 


13. In the upper-right of the page, click on Draft to change the sequence to Ready; click 
on Back to Campaign. 


14. Double-click into the connected sequence. 


15. Drag out two Email steps and a Field timer; connect as shown in the following 
screenshot and rename accordingly: 


Start Appointment Confirmation Appointment Reminder 


16. Double-click into the first e-mail and write an appointment confirmation: 


Subject: [CONFIRMATION] Your Appt. for -Contact._AppointmentDate- at -Contact._Appoint Merge 


HTML Plain Text 


£) Format Insert Snippets 


Format ~ Trebuchet MS~ 12pt -|= -$= $=) & Link G Paste as Text: Off 


Mm 
i 
ll 
E 


Biz u|æ A-Z- = 


Hello ~Contact.FirstName~, 

Thank you so much for booking an appointment with me! 

I'll talk to you ~Contact._AppointmentDate~ at ~Contact._AppointmentTime~. 
In the meantime, if you have any questions just hit reply :) 


Have a great ~Date.DayOfWeek~, 
~Ovwner.FirstName~ 


17. In the upper-right of the page mark the e-mail as Ready and then click on the 
Back to Sequence button in the upper-left corner of the page. 
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18. Double-click on the Field timer and configure it to wait 1 day before the contact's 
appointment date and run at 8 am; click on Save: 


Configure Field Timer 
Summary 


Wait until 1 day before the contact's Appointment Date and then run at 8:00 AM (GMT -07:00} Phoenix 


Wait Until Contact Field At 


1 $| Dayts) M Appointment Date M 8 M! 00 M! AM Mi 
Before M| Use year from field M 


Cancel Save 


19. Double-click into the second e-mail and write an appointment reminder: 


Subject: Our appt. tomorrow at -Contact._AppointmentTime- Merge 
HTML Plain Text 

i£) Format Insert Snippets 
Format ~ Trebuchet MS~ 12pt 7 iZ i s= @ Link K Paste as Text: Off 


i 
ikl 
A 
A 

< 


B) zu jac (A E 


Good morning ~Contact.FirstName~, 

Thanks again for booking an appointment with me! 

l'm excited to talk to you tomorrow at ~Contact._AppointmentTime~. 
If you have any questions before then, just hit reply :) 


See you tomorrow, 
~OQwmner.FirstName~ 
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20. In the upper-right of the page mark the e-mail as Ready and then click on the 
Back to Sequence button in the upper-left corner of the page. 


21. Mark the sequence as Ready and publish the campaign. 


When someone submits the LEAD - Schedule Appointment internal form, the system will 
send an immediate confirmation e-mail and then schedule an e-mail reminder for the 
morning before the appointment. 


As of this writing, a custom Date/Time field is not usable in a Field timer; this is why 
we needed to separate the appointment date and time into two custom fields. 


Although it won't work in all cases, keeping a low-key friendly tone for these e-mails 
can encourage a conversation before the appointment. If the e-mails look or sound too 
automated it won't be an enjoyable experience. 


To help with appointment stick rates, include appointment-specific instructions or other 
resources that would be helpful in the initial confirmation e-mail. We can get really fancy 
by tracking click behavior on those resources with a link click goal and provide a more 
intimate pre-appointment experience: 


== ——-_ | —— 8 ©2 a — Ge 
Existing Lead LEAD - Schedule Appointment Appointment Confirmation Download Pre-Appt. What'd you think? 
& Reminders Worksheet & Reminder 


Voice broadcasts can also help with appointment stick rates if used strategically. They can 
also be a very handy reminder when someone needs to bring certain items to a meeting: 


— SZ Le” a bvd 
A Pa = A~ 


Start Appointment Confirmation Wait until 1 day before Appointment Reminder 
the contact's Appointment 
Date and then run at 
8:00 AM 


A — 


)—O— 8 


Start Run at 10:15 AM Personal Thank You 
+ Item Reminder 
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As long as the date is stored within the contact record, this tactic can be extended for 
sending reminders around any critical date. The system comes out of the box with a 
birthday and anniversary date on the contact record that can be used to provide 
world-class customer experiences. 


Although it doesn't display in the form builder, with the Date type field for appointment, 
the end user will have a calendar picker available and all the keyboard shortcuts work. 


To minimize wasted time from missed appointments, we can include an I need to reschedule 
link in the reminder e-mail and use a link click goal to create a task to reschedule. For a great 
end user experience, include the exact name of the internal form that needs to be submitted 
upon a successful reschedule in the task body: 


@ aS 
8 @ 


Existing Lead LEAD - Schedule Appointment Appointment Confirmation bs 
& Reminders I Ca Can 
a ——> 


Need to Reschedule Task to Reschedule 


6 


There are certain third-party plugins that can generate a "humanized" date to merge into 
communications besides the formal MM/DD/YYYY presentation. These plugins can be found 
in the Infusionsoft Marketplace. 


>» For how to submit an internal form for a contact, see the Using internal forms for 
workflow recipe in Chapter 2, Critical Tools for Mastery 


> Fora list of available Date field keyboard shortcuts, see the See More section of 
the Working sales opportunities recipe earlier in this chapter 


Merging custom opportunity fields into 


e-mails 


It is possible to merge opportunity field information into an e-mail communication. 


For the context of this recipe we are assuming a sales pipeline with a stage named 
Appointment Scheduled and we are going to send an e-mail with the opportunity's 
next action date and time when a prospect is moved into that stage. 
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Getting ready 


We need to be logged into Infusionsoft, inside a specific account, and have the sales 
stage created. 


How to do it... 


1. Hover over the main navigation and at the bottom of the CRM column, click 
on Settings: 


My Nav CRM Marketing E-Commerce Admin | 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 

Legacy Referral Partners Templates Actions Import Data 

Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Inthe Sales Settings menu on the left of the page, click on Pipeline Automation: 


D Sales Settings 


Opportunity Defaults 
Sales Pipeline 
Pipeline Automation 


Product Interest Bundles 


3. Using the Choose Trigger Type dropdown at the top of the page, select When 
moving from one stage to another and click on the Add Trigger button; this will 
open a popup: 


Trigge rs (by type) Choose Trigger Type ~] Add Trigger 
, Choose Trigger Type 
When moving from one st ETT 
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4. In the Set Trigger Criteria section, configure for when moving into the Appointment 
Scheduled stage: 


Manage Trigger 
Set Trigger Criteria @ 


When moving into x] stage 


Actions = [sesessssnsssnennasnna 


DOWF - New Sponsor Opp 
DOWF - Contacting 

Add New Action DOWF - Engaging 

DOWF - Qualified 

DOW - Sponsor Packet Sent 
DOWF - Contract Sent 


3 | New Opportunity 
Save Trigger Delete Trigg Contacting 


No actions yet. Select an action fro 


Engaging 
Qualified 


Appointment Scheduled 
Appointment Completed 
Quote Sent 

Quote Finalizing 

Quote Accepted 
Deposit Secured (Win) 
Lost 


5. Using the Add New Action dropdown, select Send an email, fax, etc.: 


Actions 


No actions yet, Select an action from the "Add New Action" drop-down below, 


g 


Add New Action 

Applyremove tag 

Start/stop a campaign (legacy) 
Start/stop a follow-up sequence 
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6. Using the Please select an activity dropdown, select Email: 


Send an Email, Fax, etc. 


What do you want to send? 


: Please select an activity Mi 


Please select an activity 


Fax 
Voice Broadcast 
Letter 

Fulfillment List 
Queued Fulfillment List 
Appointment 
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7. To the right of the Configuration options, click on the Add button; this will open 


another popup: 


What do you want to send? 


Email 


Show templates in ALL categories ~] Please select a template 


(Categories) 


y 


(Templates) 


[~ Only run this action when certain rules are met 


M! Edit 


Add 


8. 


In the Template Options section, give this new e-mail template a meaningful name: 


Template Options 


Title: SALES - "Appointment Scheduled"{2) 


Public/Private: — Public 
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9. Atthe top of the Compose Email section, make sure the e-mail is coming from the 
owner and that there is an appropriate subject line: 


Compose Email 
Other... M 
From: Name (Optional): Email Address: 
Paul Sokol paul.sokol@infusionsoft.com 


To: The contact's primary email address (Change) Add CC | Add BCC 


Subject: Looking forward to it -Contact.FirstName-! Merge | © 


10. Just below the subject line, click on the Edit Email Body button to open the 
Email Builder: 


Subject: Looking forward to it -Contact.FirstName-! 


Send As: @ HTML (graphics & colors) © Plain Text (no graphics) ( HTML & Plain Text 


Edit Email Body ¥ 


11. Compose the message until we need to merge in an opportunity field and leave 
the cursor where the field needs to be inserted. 


12. Click on the Insert tab in the top ribbon and then click on Merge Fields: 


x£) Format Insert Snippets 
$ Merge Fields 
Smmm = 
Caa) EHH —= Q Special chars 
Image Table Divider 


13. Scroll to the bottom of the Merge Fields menu to find the opportunity fields; 
click on Opportunity fields. 
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14. Click on the Merge Fields option to populate the merge field value: 


£) Format Insert Snippets 
$ Merge Fields Merge Fields X 

Caa) — Q Special chars o ity field a 
Image Table Divider < Pportunity sees 

Id 

Edit Page 
Hello ~Contact.FirstName~, Opportunity Title 
I'm looking forward to our appointment on ~Lead.NextActianDate-+ Next Action Date 


Date In Stage 
Create a great ~Date.DayOtWeek~, ; 
~Owner.FirstName~ ~Owner.LastName~ Buy Now Link 


15. Finish composing the e-mail message and click on the floppy disk icon at the 
top-left of the page to save the e-mail; click on Close Builder. 


16. Scroll down to the bottom of the Manage Email Template page and click on 
No to mark the e-mail as Ready: 


Email Readiness 


T 
Ready to Send? (ye if | This will not be sent until it has been marked as ready. 


17. Click on the green Save button. 


18. In the Manage Trigger window, click on the green Save button: 


Send an Email, Fax, etc. 


What do you want to send? 
Email ~] 


Show templates in ALL categories x] SALES - "Appointment Scheduled" M Edit Add 
(Categories) (Templates) 


[7 Only run this action when certain rules are met 


Ti Cancel 


www.it-ebooks.info 


Selling with a Sales Team 


19. Click on the Save Trigger button: 


Actions 
Send an Emai? using the "SALES - &quotAppointment Scheduled&quot; {Email} " template 


Add New Action M 


Save Trigger Delete Trigger 


When a sales rep moves an opportunity into the Appointment Scheduled stage, Infusionsoft 
will immediately send an e-mail merging in any inserted opportunity information from that 
specific opportunity record. 


The Pipeline Automation trigger will fire every time the stage move conditions are met. 
For this recipe, every time the prospect is put in the Appointment Scheduled stage from 
some other stage, the e-mail will be sent. 


This functionality can be handy when using custom opportunity fields to store critical 
information about the potential sale or complex fulfillment data. 


Although it won't work in all cases, keeping a low-key friendly tone for these e-mails can 
encourage a digital conversation between voice-to-voice interactions. If the e-mails look 
or sound too automated, it won't be a good experience. 


We can also automate when someone moves out of a pipeline stage. This can be useful for 
controlling automated campaigns. For example, turning off a long-term nurture campaign 
when someone leaves an In Long Term Nurture stage. The recommended tactic is to set 
up a Pipeline Automation trigger that applies a functional tag associated with a tag goal in 
the long-term nurture campaign. 


Someone can have multiple sales opportunities throughout the course of their lifetime, 
hence a contact record can potentially have more than one opportunity associated with it. 
The Pipeline Automation triggers are able to pull information from the opportunity that 
triggered it, no matter how many opportunities exist. This is also why we cannot merge 
opportunity information into a campaign builder communication. The campaign builder 
operates at the level of contact record and, as of this writing, is not able to distinguish 
which opportunity specifically triggers a stage move goal. 
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This recipe can be used to easily send a branded Buy Now e-mail because that is an available 
opportunity merge field. In that case, we would need to set up a sales stage for the purpose 
of triggering a Buy Now e-mail. 


If we create a new e-mail template from the Billing Automation triggers, we have credit card 
information that can be merged into an e-mail. This is primarily used to provide credit card 
update functionality. The Update merge fields operate similar to a Buy Now link except the 
link will drive to a page where the recipient can update a Credit Card record: 


Merge Fields X 


a 


< Credit Card fields 
Id 
HTML Update Link 


Plain Text Update Link 
Card Type 

Expiration Month 
Expiration Year 
Last4 

Name On Card 

First Name 

Last Name 

Middle Name 
Company Name 


Bill Name 


Bill Address 1 x| 


If we create a new e-mail template from the Invoice options in Order Settings: 


# Orders 


fs Order Settings Countries 


Product Default Country: = United States ba 


) 
Invoice 


Billing Automation 


Default Order Invoice Template: Use default template v] Edit Add 
Sales Tax 
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We also have order Merge Fields. This can be very handy when needing a custom invoice: 


Merge Fields 


in| ~” 


Owner Fields (additional) 

Logged-in User Fields (most common) 
Logeed-in User Fields (additional) 
Your Company Fields (most common) 
Your Company Fields (additional) 
Works With 

Referral Partner Fields 

Referral Partner's Fields 

Invoice fields 

Billing Address fields 

Shipping Address fields 

Order fields 

Subscription fields 


Date 


Vv Vv Vv WO VY VY Vv VY WV VY VY VY VY VY vw 


Digital Products 
be 3 


4 


> 


For how to create custom opportunity fields, see the Creating custom fields recipe 
in Chapter 2, Critical Tools for Mastery 


For how to create a sales stage, see the Setting up a sales pipeline recipe earlier 
in this chapter 


For more information on Buy Now e-mails, see the Working sales opportunities 
recipe earlier in this chapter 


For more information on Billing Automation triggers, see the Collecting failed 
automated billing attempts recipe in Chapter 4, Selling Products Online and 
Getting Paid 


For a recipe that uses the Credit Card merge fields, see the Updating a 
soon-to-be-expired credit card automatically recipe in Chapter 7, Wowing 
Existing Customers with Great Experiences 
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Setting up lead scoring 


For organizations that are opportunity heavy, it can sometimes be hard for sales reps 
to know whom they should reach out to first. This is especially true when a sales rep 
has a large number of opportunities with a next action date for today. 


To help identify which prospects are the most engaged, and so should be reached out 
to first, Infusionsoft has the ability to do lead scoring. 


For the context of this recipe, we want to be scoring leads based on the following activity: 
> Form submissions 
>» E-mail opens 
>» Link clicks 
>» E-mail unsubscribes 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Hover over the main navigation and at the bottom of the CRM column, 
click on Settings. 


2. Inthe Contact & Company Settings menu on the left of the page, click on Scores: 


All Contact & Company Settings 


as Contact & Company Settings Com p any 


z —— ae um = nein 


Task/Appt/Note Settings a = 
5 Contact 


Tags 
Contact Types: 


Tag Categories 


Scores 
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3. 
lead scoring is turned on: 


Name Opportunity Scoring 


- n cy 
Score is | On (©) 


Name Opportunity Scoring 


e G 
Score is on D 


50 points equals 5 flames. 


= 


5. 
contact's activity contains Web Form Submission; award 25 points 


In the Name & Status section, give our lead scoring rules a name and make sure 


In the Rules section at the bottom, click the options to configure a rule for if a 


Criteria 


Ifthe Contact's Activity contains Web Form Submission x 


Points 


+25 


a 


= 


6. Hover to the right of the row containing the rule and click on the + sign to add a 


new rule: 


Points Expiration 


a 


Web Form Submission * +25 [E -- = 


www.it-ebooks.info 


Chapter 5 


7. Configure this new rule for if a contact's activity contains Email Open; award 5 points: 


Criteria 


Ifthe Contact's 


Ifthe Contact's 


Activity 


Activity 


contains 


contains 


Web Form Submission * 


Email Open * 


Points 


+25 


+5 


8. Click on the + sign to add another rule and configure it for if a contact's activity 
contains Link Click; award 10 points: 


Rules 
Criteria 


Ifthe Contact's 


Ifthe Contact's 


Ifthe Contact's 


Activity 


Activity 


Activity 


contains 


contains 


contains 


Web Form Submission * 


Email Open x 


Link Click * 


Points 


+25 


+5 = 


+10 


9. Click on the + sign to add another rule and configure it for if a contact's activity 
contains Email Unsubscribe; award -100 points; click on the green Save button 
at the bottom of the page: 


Rules 
Criteria 


fthe Contact's 


ifthe Contact's 


ifthe Contact's 


fthe Contact's 


Activity 


Activity 


Activity 


Activity 


contains 


contains 


contains 


contains 


Web Form Submission * 


Email Open x 


Link Click % 


Email Unsubscribe * 


Points 


+25 


+5 


+10 


-100 
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As a contact engages with our marketing through different types of behavior, Infusionsoft 

will award points based on the rules outlined. The total number of points is then weighted 
against the value set for 5 flames to determine a contact's lead score. For example, since the 
maximum points in this recipe is set to 50, if a lead has 30 points, they will display 3 flames 
on their record. Looking at this contact's record, in the upper-right of the General tab it will 
look like this. The Score is also displayed in the right side of the page when looking at an 
opportunity record: 


Account Summary 


Amt Paid $0.00 
Bal Due $0.00 
Score 


Opportunity Scoring AAS 


Web Form Submission, Email Open, and Link Click award lead score points for each unique 
instance of that action. For example, if someone opened two different e-mails, they would 
receive twice the points. However, if they opened the same e-mail multiple times, they would 
only receive points for the first open of that e-mail. 


When designing your lead scoring rules, be sure to leverage negative engagement types 
(like we did with the Email Unsubscribe) to push weak leads to the bottom. This is where 
tag-based lead score rules can become very handy. 


We can also assign lead scores based on specific tags being applied. Multiple tags in a 
rule are using OR logic: 


Rules 
Criteria 
Ifthe Contact's Tags contains Amiable * || Analytical * 
Driver * | | Expressive x 
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In other words, it doesn't matter if someone has one or more of the potential tags as they 
will only receive the lead score points once. If we need points for each tag, we would need to 
create a unique rule for each tag. 


For dynamic lead scoring (Sometimes known as a decaying lead score), we can have lead 
score points expire after a certain number of weeks: 


Criteria Points Expiration 

Ifthe Contact's Activity contains Web Form Submission * +235 |$ 4 || Weeks 
Ifthe Contact's Activity contains Email Open x 45 | 1 $| Week 
Ifthe Contact's Activity contains Link Click x 10 $ 2 |J] Weeks 
Ifthe Contact's Activity contains Email Unsubscribe x -100 | > Never 


The name we configure at the beginning of this recipe is how it will display when filtering 
contact or opportunity records: 


A Contacts 
Search General Address Phone/Email Custom Fields 


Search Criteria 
First Name — starts with 
LastName © starts with 
Company — starts with 
Email starts with 


Opportunity Scoring equals 


E a ea) Ne La 
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The Update recent activity option enables lead score transitions to be shown in the Recent 
Activity widget on a user's dashboard: 


Name & Status 


Name Opportunity Scoring 


A N 
Score is on 8 


50 


a points equals 5 flames. 
_ Enabling this feature will update 
M Update recent activity when scores reach A046 y @> recent activity feeds when contacts 


reach the selected score level, 
See also 


For how to automate based on a certain lead score being achieved, see the next recipe, 
Automating based on lead score achievement. 


Automating based on lead score 


achievement 


Once we have lead scoring set up, we can also automate based on a contact achieving a 
certain lead score. 


For this recipe, we are going to send the opportunity owner, in this case a sales rep, an e-mail 
notification when one of their leads achieves the highest lead score possible (5 flames). 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and inside a new campaign. 


How to do it... 


1. Drag out a lead score goal and a sequence; connect as shown in the following image 
and rename accordingly: 


Existing Lead 5 Flames Notify Owner 
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2. Double-click on the lead score goal to configure it. 


3. Configure the goal for when the score increases to 5 flames; click on the green 
Save button: 


Configure Score 


Choose the score level that will complete this goal: 


Score increases -| to 666 v or more flames. 


gooo =e ES 
666 

6666 

66666 


4. Double-click into the sequence and add a new e-mail step; rename accordingly: 


— ks 


Start 5 Flame 
Lead Notification 


5. Double-click into the e-mail to edit it. 


6. Configure the e-mail to come from a no-reply address and to the owner using the 
available merge fields: 


From: Other... ~] 


Name (Optional): Email Address: 
Lead Bot no-reply@infusionsoft.com 
To: Other... M! 
Name (Optional): Email Address: 
ner.FirstName- -Owner.LastName- -Owner.Email- 


Subject: [SUPER HOT LEAD] Call -Contact.FirstName- at -Contact.Phone1- ASAP! 
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7. Compose a message with information that the sales rep needs to act 


upon immediately: 


BZ y a| AZ- 


Hey ~Owner.FirstName~, 


~Contact.EditPage~ 


Beep beep, 
Lead Bot 


HTML Plain Text 
al Format Insert Snippets 
Format ~ Fontfamily ~ Fontsize +| |=| j= & 


EEEE 6) 


Give them a call at ~Contact.Phone1~ ASAP. 


Subject: [SUPER HOT LEAD] Call -Contact.FirstName- at -Contact.Phone1- ASAP! 


šə Link 


nlink 


Merge 


Jz Paste as Text: Of 


Your lead ~Contact.FirstName~ ~Contact.LastName~ just hit the maximum 
lead score, which means they are really engaging with our marketing. 


Remember to update their Opportunity record after you attempt to call 
them, whether you reach them or not. 


8. In the upper-right of the page, click on Draft to change the e-mail's status to 
Ready; click on the Back to Sequence button in the upper-left of the page. 


9. Inthe upper-right of the page, click on Draft to change the sequence's status 
to Ready; click on the Back to Campaign button in the upper-left of the page; 


publish the campaign. 


As a contact engages with our marketing through different types of behavior, Infusionsoft will 
award points based on the rules outlined. When the contact reaches the lead score configured 
in the lead score goal, the assigned user will receive an immediate e-mail with instructions to 


reach out to the contact. 
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The ~Contact .Edit Page~ merge field used in the preceding example will populate as a 
link to the contact's record. Upon clicking, the user will need to log in if they are not already, 
and be taken right to the person's record. This allows for proper pipeline management even 
on the go. 


If we are using expiring lead score points, a contact's score may fluctuate up and down 
over time. If we need to make the lead score automation happen repeatable with a looping 
structure that sandwiches a sequence between two lead score goals, configure with the 
same settings: 


= i > t > 
— A ~ S EN 
(ad 
Existing Lead 5 Flames Notify Owner Reach 5 Flames 
Again 


We can also configure a decreasing lead score goal for early risk detection and 
re-engagement: 


Existing Lead $ Flames Notity Owner Reach $ Flames 
Again 


Notify Owner 
of Col Request 


For more advanced lead score automation, we can develop a pyramid-shaped model that 
ascends up to 5 flames, and then descends down to none. This way, we can create a 
personalized experience as someone's lead score fluctuates up and down. Jordan Hatch, a 
world-renowned Infusionsoft expert, is credited with discovering this particular structure. 


The left side of the pyramid is modeled as follows: 


ok nodas le Flames. naceased bo 4 Flames g 
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And the right side of the pyramid is modeled as: 


>» For how to set up lead scoring, see the previous recipe, Setting up lead scoring 


>» Fora campaign template similar to this model, download the Focus on Your Hottest 
Leads campaign from the free Marketplace 


Building a long-term prospect nurture 


To close out this chapter on selling with Infusionsoft, we are going to implement a strategy 
ensuring that if someone is not ready to buy now, they don't slip through the cracks and 
become a totally lost prospect. After all, just because they don't buy now, doesn't mean they 
can't in the future. 


The high-level strategy behind a long-term prospect nurture is to reach out every once ina 
while with a small bit of value and make it easy for the person to request a phone call. 


For the context of this recipe, we are going to be building a six-month nurture that delivers 
three quality online resources. Of course, this recipe is easy to extend longer depending on 
the nature of our customer's buying cycle. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and inside a new campaign. 
In addition to this, we are assuming: 


>» An In Long Term Nurture stage exists 
>» We have three URLs, one for each nurture resource 
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How to do it... 


1. Drag out two stage move goals, a link click goal, and two sequences; connect as 
shown in the following image and rename accordingly: 


A 


=| 


Existing Lead 


Move into 
“In Long Term Nurture" 


6 Month Nurture Please Contact Me Notify Owner 


wi 3 Resources 


i- O — ll TESE —@ 


“In Long Term Nurture" 


Move out of 


2. Create a campaign merge field for the title of each nurture resource: 


Merge Field Label 


Long Term Nurture - Resource #1 


Long Term Nurture - Resource #2 


Long Term Nurture - Resource #3 


Campaign Merge Fields 


Merge Field Value 


Business-In-A-Box Campaign 


Build an Email Preference Center 


Do's and Dont's of Campaign Builder 


Add Merge Field 


4 il 
4 il 
4 ll 


3. Create a campaign link with the URLs of each nurture resource: 


Name 


Campaign Links 


Long Term Nurture - Resource #1 


Long Term Nurture - Resource #2 


Long Term Nurture - Resource #3 


URL 


http:/fmarketplace.infusionsoft.com 
fcampaign/business-box 


http:/fhelp.infusionsoft.com/mastermind 


{build-a-true-email-preferences-center 


https:/fueww,.youtube.com 
fwatch?v=7PulDPjrOry¥ 


Description 


Athree campaign package any business 
can customize to Attract, Sell and Wow, 


A mastermind call about how to build an 
email preferences center natively 
without using tags. 


A rare glimpse into some of the top 
tactics and strategies used to create 
world-class automated experiences. 


Actions 


Edit 


Edit 


Edit 


Add Link 


Delete 


Delete 


Delete 
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4. Double-click on the first stage move goal and configure for when moving into the In 
Long Term Nurture stage; click on the green Save button: 


Configure Stage Move 


When moving into 


- New Sponsor Opp 
DOWF - Contacting 
DOWF - Engaging 

DOWF - Qualified 

DOWF - Sponsor Packet Sent 
DOWF - Contract Sent 

New Opportunity 

Contacting 


6 Month Nurtu 
Term Nurture" wi 3 Resource 


Engaging 
Qualified 
Appointment Scheduled 
Appointment Completed 
Quote Sent 

Quote Finalizing 
Quote Accepted 
Deposit Secured (Win) 


5. Double-click into the nurture sequence and add four new e-mail steps and four 
Delay Timers; connect and rename accordingly: 


Start No Hard Feelings Nurture Nurture Nurture 
Resource #1 Resource #2 Resource #3 


6. Double-click into the first e-mail to edit it. 
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7. Write a low-impact message addressing that a buying decision wasn't made now and 
that we'll keep in touch with valuable resources in the future: 


Subject: No hard feelings :) Merge 
HTML Plain Text 
£) Format Insert Snippets 
Format ~ Trebuchet MS~ 12pt y iZi Æ = Link (iq Paste as Text: Off 


B Z Uae Avy Y- 


Hey ~Contact.FirstName~, 


| get it. Now just isn't the right time and that's ok. My services aren't going 
anywhere so feel free to loop back to me sometime in the future. 


Heads up: every once in a while (like every month or so) I'll drop you a line 
to touch base and share a resource | believe will help you further decide if 
what | have to offer is right for you. Nothing sales-y at all, just great 


information! 


Until next time, 
~Owner.FirstName~ 


In the upper-right of the page, click on Draft to change the e-mail's status to Ready; 
click on the Back to Sequence button in the upper-left of the page. 


Double-click the first Delay Timer and configure it to wait two months and then send 
on a weekday at 8 am; click on Save: 


Configure Delay Timer 
Summary 


Wait at least 2 months and then run on a weekday at 8:00 AM (GMT -07:00) Phoenix 


Run on 


Month(s) M Weekday Mi 8 Mi oo M AM M 


Wait at least 
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10. Double-click into the second e-mail to edit it. 


11. Write a message delivering the first nurture resource that uses the campaign merge 
field and link for resource #1: 


Subject: As promised... Merge 


HTML Plain Text 


£) Format Insert Snippets 


Format ~ Trebuchet MS~ 12pt y iZi $= Link (iy Paste as Text: Off 


il 


i 
Il 
A 
A 

© 


B Z U æ A- X- = 
Good morning ~Contact.FirstName~! 


| trust life has good since we last chatted. As promised, here is the first 
resource you might be interested in checking out. 


Its called "~Campaign.MergeField_1180~" and, while you can't implement it 
before we start working together, it should give you an idea of how we've 
taken the ENTIRE customer life cycle and simplified it for ANY industry. 


Check out "~Campaign.MergeField_1180~" 


Until next time, 
~Owner.FirstName~ 


12. In the P.S. of the message, write a call to action for someone to click if they are ready 
to chat again: 


Its called "~Campaign.MergeField_1180~" and, while you can't implement it 
before we start working together, it should give you an idea of how we've 
taken the ENTIRE customer life cycle and simplified it for ANY industry. 


Check out "~Campaign.MergeField_1180~" 


Until next time, 
~Owner.FirstName~ 


P.S. If you are ready to chat about what | can do for your business, click here 
and I'll contact you ASAP! 
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13. Highlight the call to action text in the P.S. and click on the Link button in the toolbar 
at the top of the editor: 


£) Format Insert Snippets 
Format ~ Trebuchet MS* 12pt 7 iZi = |= Link Ü Paste as Text: Off 
Unlink 


BZ u |a| Ay Re = 


tbl 
i 
Ill 
N 
< 
[i 


Its called "~Campaign.MergeField_1180~" and, while you can't implement it 
before we start working together, it should give you an idea of how we've 
taken the ENTIRE customer life cycle and simplified it for ANY industry. 


Check out "~Campaign.MergeField_1180~" 


Until next time, 
~Owner.FirstName~ 


P.S. If you are ready to chat about what | can do for your business, SMA SMIGE 
land I'll cor 


14. Using the Link to: dropdown, select Thank-you page; click on the Edit thank-you 
page link that appears to open a popup: 


Link Options 


Linkto: | {Web address 


Web address 
Email address 


15. Write a brief confirmation message letting the re-engaged prospect know what to 
expect: 


l'm really happy to hear you are ready 
to explore this again. 


I'll give you a call as soon as I can :) 


www.it-ebooks.info 


Selling with a Sales Team 


16. At the bottom of this window, click on the Save & Close button. 


17. Click on the green Insert/Update button to save the link: 


18. 


19. 


20. 
21. 


Its called "~Campaign.MergeField_1180~" and, while you can't implement it 
before we start working together, it should give you an idea of how we've 
taken the ENTIRE customer life cycle and simplified it for ANY industry. 


Check out "~Campaign.MergeField_1180~" 


Until next time, 
~Ovwner.FirstName~ 


P.S. If you are ready to chat about what | can do for your business, click here 
and I'll contact you ASAP! 


In the upper-right of the page, click on Draft to change the e-mail's status to Ready; 
click on the Back to Sequence button in the upper-left of the page. 


Double-click the second Delay Timer and configure it to wait 2 months and then send 
on a weekday at 8 am; click on Save. 


Double-click into the third e-mail to edit it. 


Write a message delivering the second nurture resource that uses the campaign 
merge field and link for resource #2. Be sure to include the call 
to action in the PS. To save time, clone the nurture resource #1 e-mail: 


Subject: What are your preferences ~Contact.FirstName~? 


HTML Plain Text 


bd Format Insert Snippets 
Format > Trebuchet Mi~ 12pt -=el = 


= 
= 


Bsus ANZ = 


| trust ~Date.Month~ is coming along nicely, 
Or maybe not :{ 


Which is why I'm excited to share another valuable resource, Its called 

"Campaign .MergeField_1182~" and its one of my classic mastermind calls 
where | show how to create a great email subscription experience (withd 
using tags if you know what those are). 


Check out "~Campaign.MergeField_1182~" 


Until next time ~Contact.FirstName~, 
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22. In the upper-right of the page, click on Draft to change the e-mail's status to Ready; 
click on the Back to Sequence button in the upper-left of the page. 


23. Double-click the third Delay Timer and configure it to wait two months and then 
send on a weekday at 8 am; click on Save. 


24. Double-click into the fourth e-mail to edit it. 


25. Write a message delivering the third nurture resource that uses the campaign 
merge field and link for resource #3. Be sure to include the call 
to action in the PS. To save time, clone a previous e-mail in the chain: 


Subject: You either do or you dont friend! Merge 


HTML Plain Text 


£) Format Insert Snippets 


Format + Trebuchet Mi~ 10pt -| |;= |- t= t= = Link Q Paste as Text: O 


Unlink 


BZ) yi AV- gE) aE me ce | > | 


Good morning ~Contact.FirstName~! 


In all skills, there are things that the experts know to do and also, sometimes more 
importantly, what NOT to do, 


How to use the tools in a masterful way, 

4s an automated experience expert, and as someone that's been using Infusionsoft more 
than 20% of my life, | wanted to prove to you | definitely KNOW my way around the 
Campaign Builder. 

This is a rare non-Infusionsoft webinar appearance called 


"Campaign. MergeField_1184~", For about 90 minutes, Kim Snider's tribe gets the lid 
blown off of any trick or tip | could think of. And yeah, the Q&A at the end is great too ;) 


Check out "Campaign. MergeField_1184~" 


Enjoy your ~Date, DayOfWeek~, 
~Ouwner.FirstName~ 


P.S. If you are ready to chat about what | can do for your business, click here and I'll 
contact you ASAP! 


26. In the upper-right of the page, click on Draft to change the e-mail's status to Ready; 
click on the Back to Sequence button in the upper-left of the page. 
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27. Double-click the fourth Delay Timer and configure it to wait 2 months and then 
send on a weekday at 8 am; click on Save: 


> > C > ` > L > z > L > ` > C 
Start No Hard Feelings Wait atleast 2 months Nurture Wait at least 2 months Nurture Wait atleast 2 months Nurture Wait at least 2 months 
and then run on a weekday Resource#1 andthen run on a weekday Resource#2 andthenrunonaweekday Resource#3 and then run on a weekday 
at 8:00 AM at 8:00 AM at 8:00 AM at 8:00 AM 


28. In the upper-right of the page, click on Draft to change the sequence's status to 
Ready; click on the Back to Campaign button in the upper-left of the page. 


29. Double-click the link click goal. 


30. Using the menu on the left of the page, select each nurture e-mail and select 
the link in the P.S. on the right of the page. Make sure all e-mails with a P.S. 
are being tracked and click on Back to Campaign: 


Back to Campaign 


6 Month Nurture w/ 3 Resources 


No Hard Feelings 


Qaf? links are selected 


Nurture Resource #1 


af 3 hi 


s are selected 


Nurture Resource #2 


s are selected 


fof 3 li 


Nurture Resource #3 
7 of 3 links are selected’ 


Please Contact Me 


Good morning Paul! 


In all skills, there are things that the experts know to do and also, sometimes more 
importantly, what NOT to do. 


How to use the tools in a masterful way, 


As an automated experience expert, and as someone that's been using Infusionsoft more than 
20% of my life, | wanted to prove to you | definitely KNOW my way around the Campaign 
Builder, 


This is a rare non-Infusionsoft webinar appearance called "Do's and Dont's of Campaign 
Builder". For about 90 minutes, Kim Snider's tribe gets the lid blown off of any trick or tip | 
could think of. And yeah, the Q&A at the end is great too ;) 


[ap cre out "Do's and Dont's of Campaign Builder’ 
| 


Enjoy your Thursday, 
Paul 


P.S. If you are ready to chat about what | can do for your business, 
Ep- here and I'll contact you ASAPH 


Update Your Information or Unsubscribe! 


124 N California St. Unit 22 Chandler, Arizona 85225 United States 
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31. Double-click the notify owner sequence and add a new e-mail step; rename 
accordingly: 


Start Long Term 
Nurture Bubble Up 


32. Double-click into the e-mail and configure the e-mail to come from a no-reply 
address and to the owner using the available merge fields: 


From: Other... M 
Name (Optional): Email Address: 
Lead Bot no-reply@infusionsoft.com 
To: Other... M 
Name (Optional): Email Address: 
-Owner.FirstName- -Owner.LastN: -Owner.Email- 
Subject: [BUBBLE UP] Call -Contact.FirstName- at -Contact.Phone1- ASAP! Merge 


33. Compose a message with information that the sales rep needs to act 
upon immediately: 


Subject: [BUBBLE UP] Call -Contact.FirstName- at -Contact.Phone1- ASAP! Merge 


HTML Plain Text 


4) Format Insert Snippets 


Format + TrebuchetMie 12pt + t=, i= sə Link dy Paste as Text: OJ 


Biziujas Ay X- Ee wm «> 


Hey ~Owner. FirstName~, 

Your lead ~Contact.FirstName~ ~Contact.LastName~ just responded to the 
long term nurture and request a call. 

So give them a call at ~Contact.Phone1~ ASAP!| 


Remember to update their Opportunity record after you attempt to call 
them, whether you reach them or not. 


~Contact.EditPage~ 


Beep beep, 
Lead Bot 
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34. In the upper-right of the page, click on Draft to change the e-mail's status to Ready; 
click on the Back to Sequence button in the upper-left of the page. 


35. In the upper-right of the page, click on Draft to change the sequence's status to 
Ready; click on the Back to Campaign button in the upper-left of the page. 


36. Double-click on the second stage move goal and configure for when moving out of the 
In Long Term Nurture stage; click on the green Save button: 


DOWF - New Sponsor Opp 
DOWF - Contacting 
DOWF - Engaging 
DOW - Qualified 
T ’ ’ y T I DOWF - Sponsor Packet Sent 
DOWF - Contract Sent 
New Opportunity 
Contacting 
Engaging 
Qualified 
Appointment Scheduled 
Appointment Completed 
Quote Sent 
Quote Finalizing 
Quote Accepted 
Deposit Secured (Win) 


37. Publish the campaign. 


When a user moves a prospect's opportunity into the In Long Term Nurture stage, the prospect 
automatically receives communications for the next six months. In each communication, the 
sales rep is providing them with something of extreme value while also making it easy for the 
prospect to request a call. If the prospect requests a call by clicking the link in the P.S. of each 
e-mail, the sales rep is automatically notified and can continue working the opportunity. To 
ensure a great customer experience, whenever their opportunity stage is moved the nurture 
sequence is automatically stopped. 
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Add a P.P.S. link to allow people to drop out if they are no longer interested: 


P.S. If you are ready to chat about what | can do for your business, click here 
and I'll contact you ASAP! 


P.P.S. And listen, if you realty aren't considering me anymore, save us both 
time and click here. No hard feelings :) 


Use a link click goal to track this behavior so we can notify the owner to move the opportunity: 


Jo > - > om > 4 > (oe = > 
8 @ | @ | 8 
Move into 6 Month Nurture Please Contact Me Notify Owner Move out of 
"In Long Term Nurture" wi 3 Resources | (In Long Term Nurture" 
-Q ugua 
@ 
No Longer Interested Notify Owner 
to Move to Lost 


If we can, mix up the types of resources we share. Different people respond to different 
kinds of content so make sure we have a healthy mix of written word, spoken word, videos, 
and presentations. 


Mix up the time of day you deliver the resources. Feel free to experiment with sending on 
weekends since these e-mails should be pure valuable content. Remember, the high-level 
strategy is to make it easy for people to bubble up. It is entirely possibly that your offering 
would only be seen when they check their e-mail over the weekend because they are 
overwhelmed during the week. 


Mix up the communication channels. As long as the Return On Investment (ROI) is there, 
we can send direct mail pieces at certain steps in the nurture. In that case, make sure 
there is still an easy mechanism for the prospect to respond to the mail piece. 


This strategy can also be initiated from other mechanisms besides opportunity stage moves. 
An internal form, a note template, an API goal, or a tag goal can just as easily trigger this 
nurture campaign. 


This strategy can also be expanded for customer nurture as well. In that case, we may also 
choose to use a purchase goal to trigger the campaign. 


[213] 
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See also 


For an explanation of the ~Contact .EditPage~ merge field, see the There's more... section 
of the Automating based on lead score achievement recipe in this chapter. 
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with Great Experiences 


In this chapter, we will cover the following: 


>» Segmenting by last purchase date 

>» Building a new customer welcome campaign 

>» Creating a customer satisfaction survey 

>» Asking for testimonials automatically 

> Setting up a birthday collection mechanism 

> Building automated Happy Birthday messages 


Introduction 


The third phase of lifecycle marketing is Wow. This chapter concerns itself with different 
tactics to Wow your new customers. 


There is a general flow to the recipes and, while each can stand by itself, a new business 
would be advised to start at the top and work their way down. 


If a small business were to implement every recipe in this chapter, | feel very strongly that 
their business would not only earn more per customer, but the costs to acquire a customer 
would go down because the automated systems would support a completely delightful 
experience—an experience they would surely tell their friends about. 


www.it-ebooks.info 


Wowing New Customers with Great Experiences 


Segmenting by last purchase date 


When we can segment our customer database based on someone's most recent purchase, 
it unlocks an entire world of automation potential. 


This information can be used to plan promotions, automatically switch paths, or simply 
enhance an existing report for a deeper layer of insight. 


This type of segmentation cannot easily be performed retroactively, so the sooner a 
business implements this recipe, the sooner they begin building their lake of data. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and in a new campaign. 
We also need to have: 

>» The shopping cart configured or a live order form 

>» The last purchased segments we want to track created as tags, for example 


a Last purchased -> within 30 days 

a Last purchased -> within 30-90 days 

a Last purchased -> within 90-180 days 

a Last purchased -> within 180 days-1 year 


a Last purchased -> over 1 year ago 


How to do it... 


1. Drag out two purchase goals and a sequence; connect and rename them accordingly: 


== — 2» — au F 
| a (ad a’ 
Whenever a Any Purchase Reset Last Purchased Timer Another Purchase 
Customer Purchases 
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2. Double-click on the first purchase goal and configure it for Any Purchase; 


click on Save: 


Configure Purchase 


@: Any Purchase C Specific Product Purchase © Product in Specific Category Purchase 


cancel 
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In the lower-left corner of the second Purchase goal, click on the green symbol 


to open the goal settings. 


Using the This goal can be achieved by... dropdown, select Any Contact; click 


on Save: 


Goal Settings 


This goal is achieved when a Contact... 


2 Purchases s Product v 


This goal can be achieved by... 
Contacts in this Campsign ’ 


Contacts in this Campaign 


5. Double-click on the second purchase goal and configure it for Any Purchase; 


click on Save: 
aR 
o P eQa -P 
Whenever a Any Purchase Reset Last Purchased Timer Another Purchase 
Customer Purchases 
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6. Double-click into the sequence and add two Tag steps: 


DIH 


Start Apply 0 tags Apply 0 tags 


7. Double-click into the first Tag step and configure it to apply the first purchase 
segment tag; click on Save: 


Configure Tag 


@ Apply C Remove 


Last Purchased -> Within 30 Days x 


Cancel 


8. Double-click into the second Tag step and configure it to remove all the other 
purchase segment tags; click on Save: 


Configure Tag 
C Apply @ Remove 


Last Purchased -> Within 180 Days - 1 x 
Year 

Last Purchased -> Within 30 - 90 Days x 
Last Purchased -> Within 90-180 Days x 


Last Purchased -> Over 1 Year Ago X 


SANESI 
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9. Drag out a new Start Timer, Delay Timer, and two Tag steps. 


— —> 
Start Apply 1 tag Remove 4 tags 

— 0 or= 9 
Start Apply 0 tags Apply 0 tags 


10. Double-click on the timer and configure it to wait as long as the first segment and 
then run on any day at 12 AM; click on Save: 


Configure Delay Timer 


Summary 
Wait at least 30 days and then run at 12:00 AM {GMT -07:00) Phoenix 


Wait at least Run on Car © 


30 = Day(s) M Any Day M 12 M 00 M AM M 


pence | Save | 


11. Double-click into the first Tag step and configure it to remove the first purchase 
segment tag; click on Save: 


C Apply @ Remove 


Last Purchased -> Within 30 Days x 


Cancel Save 
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12. Double-click into the second Tag step and configure it to apply the second purchase 
segment tag; click on Save: 


Configure Ta 


g 
9 


(O Apply C Remove 


Last Purchased -> Within 30 - 90 Days X 


Sus | Save | 


` At this point, we may want to leave canvas notes to track the 
different segments. 


within 30 Days 
=p = S E 
Start Apply 1 tag Remove 4 tags 
Within 30-90 
>| =. i — — Days 
Start Wait at least 30 days and Remove 1 tag Apply 1 tag 
then run at 12:00 AM 


13. Repeat this Start - Delay - Tag switching structure for each of the remaining 
purchase segments: 
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n SX sS Within 30 Days 
á \A SL 
Start Apply 1 tag Remove 4 tags 
Start Wait at least 30 days and Remove 1 tag Apply 1 tag 
then run at 12:00 AM 
— 0L) |___» > 
/ Pare vi 4 
Start Wait at least 90 days and Remove 1 tag Apply 1 tag 
then run at 12:00 AM 
A “> 7 ALS 
Start Wait at least 180 days Remove 1 tag Apply 1 tag 
and then run at 12:00 AM 
5 Ti \4 
Start Wait at least 12 months Remove 1 tag Apply 1 tag 
and then run at 12:00 AM 


Within 30-90 
Days 


Within 90-180 
Days 


Within 180 Days 
- Year 


Over 1 Year Ago 
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14. In the upper-right corner of the page, click on Draft to mark the sequence as Ready. 


15. In the upper-left corner of the page, click on Back to Campaign and publish 


the campaign. 


The first time someone makes a purchase, they are tagged with the first purchase segment 
and then the tags switch as time passes. If they make another purchase, the second purchase 
goal will pull them out of the sequence and then the first purchase goal will add them back 
into the sequence. When this happens any previously applied tags will be removed and the 
first purchase segment tag is reapplied. To ensure that this always happens, we set the 


second purchase goal as an entry point. 
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This timer is tracking any purchase. We can easily modify this model to time-specific product 
purchases and re-purchases. 


The magic of this recipe lies in the fact that we can sandwich a sequence between two of 
the same goals and create a looping effect. We can also create loops with: 

» Lead score goals 

> Opportunity stage move goals 

> Tag goals 

> API goals 


For example, if we wanted to create a timer based on a user logging in to an app: 


ok 
m & — ea — m 
@ m @ 
Whenever a Any Login Reset Last Login Timer Next Login 
Customer Logs In 


For a similar resettable timer model that uses tags, see the Tracking e-mail engagement 
levels recipe in Chapter 8, Administrative - Conquer Internal Chaos. 


Building a new customer welcome campaign 


Anytime a customer receives their product or is delivered a service, we have an opportunity 
to make them feel appreciated and increase the chances of future business. By making that 
appreciation known over time, we greatly increase the chances of future business. 


While a welcome campaign can use many different communication channels, for this recipe, 
we are only going to be contacting the customer via e-mail. 
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Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and in a new campaign. 
We are also assuming the following: 


>» The product or service is being sold via the shopping cart or order form (see the 


There's more... section if this is not the case) 


» The business has an active social media profile 


How to do it... 


1. Drag out a purchase goal and a sequence; connect and rename accordingly: 


Order Form Purchase New Customer Welcome 
or Cookbook 
Shopping Cart 


2. Double-click on the first purchase goal and configure it for the specific product or 
service being sold; click on Save: 


Configure Purchase 


© Any Purchase © Specific Product Purchase © Product in Specific Category Purchase 


p 


Please select one 
$100 Block 

1 Hr. Webwork 
Epic Poster 


S Infusionsoft Cookbook 
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3. Double-click into the sequence. Add three e-mail steps and two Delay Timers; 
connect and rename accordingly: 


>—-=s-@® uo w& 


Are You on Facebook? 


Start Welcome How to get Help 


4. Double-click into the first e-mail step and write a message thanking the new customer 
and making them feel appreciated: 


Subject: Thank You! Merge 


HTML Plain Text 


£) Format Insert Snippets 


Format ~ TrebuchetMS~+ 12pt vijvile $= Link G Paste as Text: Off 
Unlink 
6? B 


B Z U a A-Y- 


Thank you so much for buying the Infusionsoft Cookbook 
~Contact.FirstName~! 


You should have had a chance to download it from the order confirmation 
page, but if something weird happened and you didn't get it, reply and let 
me know so | can make things right. 


From here, the best course of action is to read it and start implementing in 


your own business. 


Have a great ~Date.DayOfWeek~ and thanks again, 
Paul Sokol 


5. Inthe upper-right corner of the page, click on Draft to mark the e-mail as Ready; 
in the upper-left corner of the page, click on Back to Sequence. 
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6. Double-click on the first timer and configure it to wait 7 days and then run on any 


day at 8 AM; click on Save: 


Configure Delay Timer 


Summary 
Wait atleast 7 days and then run at 8:00 AM (GMT -07:00) Phoenix 


Wait at least Run on 


7 $| Dayts) Mi Any Day Mi 


Cancel Save 


7. Double-click into the second e-mail step and write a message thanking the customer 
again and providing additional resources if they need assistance: 


Subject: Hawe Questions? Need Help? Read Me! 


HTML Plain Text 


Or maybe none of that :{ 


Nothing in between. 


know, | and my team will see what we can do! 


We're here to help, 
Paul Sokol 


w) Format Insert Snippets 
Format > Trebuchetħi® 12pt lE 
B| Z |u |a| (AZ EEMI lala 


Thanks again for buying the Infusionsoft Cookbook ~Contact.FirstName~! 


By now, you've most likely thumbed through it and have begun working on a 
recipe or two, Or maybe you dove in head first and have LOTS of stuff built. 


Just wanted to remind you that we all win together, and we all lose together. 


In other words, if you are getting stuck or need help, hit reply and let me 


Merge 


ə Link (iy Paste as Text: Off 


Unlink 
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8. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; 
in the upper-left corner of the page, click on Back to Sequence. 


9. Double-click the second timer and configure it to wait 23 days and then run on 
any day at 8 AM; click on Save: 


Configure Delay Timer 


Summary 
Wait at least 23 days and then run at 8:00 AM (GMT -07:00) Phoenix 


Wait at least Run on Cpr © 


23 clom FI Any Day F e Ho Ha k 


10. Double-click into the last e-mail step and write a message inviting the customer to 
follow you on a social media channel: 


Subject: Join Us On Facebook ~Contact.FirstName~! Merge 


HTML Plain Text 


2) Format Inse 


2 
a 


Snippets 


Format * Trebuchet Mi” 12pt - iZ- j} s= = Link (ig Paste as Text: Ofi 


nlink 


BZ u ax A-V- ES 


ii 
Mh 
ii 


Thanks again for buying the Infusionsoft Cookbook ~Contact.FirstName~! 


Did you know that there is a very active community of folks just like you on 
Facebook? 


In other wards, if you are still getting stuck or need help, all you have to do is 
click here and join the conversation on Facebook, 


Nour community is here to help, 
Paul Sokal 
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11. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in 
the upper-left corner of the page, click on Back to Sequence. 


12. In the upper-right corner of the page, click on Draft to mark the sequence as Ready. 


13. In the upper-left corner of the page, click on Back to Campaign and publish 
the campaign. 


When a customer makes a purchase through the shopping cart (or using an order form), they 
receive an immediate thank you e-mail. One week later, they get another e-mail with more 
resources, and one month after their purchase, they are invited to follow on a social channel. 


Don't forget to add any Tag steps to switch out a contact's tags! For example, we may want to 
remove specific prospect tags and apply customer tags. 


Don't forget to include any necessary fulfillment information in the initial welcome e-mail or 
fulfillment tasks in the sequence. For example, if there is a physical product being shipped, 
we may want to include some expectations around estimated delivery times. 


Depending on the specific business, we may want to communicate at different frequencies 
than this recipe. For example, an annual service may wait a full quarter after the initial 
welcome e-mail. 


This recipe is a generic new customer welcome that will work for a majority of products/ 
services. For maximum effectiveness, add extra steps based on the company's strategic 
objectives. For example, a business that relies heavily on repeat purchases could have a 
welcome that lasts a year and provides a special offer or discount for another purchase. 

Or, for a business that relies heavily on word-of-mouth referrals, we might introduce a social 
invitation much earlier. 


If our business is not using the shopping cart or order forms, we can trigger this campaign 
manually with a note template. 


For a potential extension to this recipe, see the next recipe Creating a customer 
satisfaction survey. 
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Creating a customer satisfaction survey 


When we understand how satisfied (or not) a customer is, we can adjust the customer 
experience to ask for a testimonial/referral or take steps to make things right. One way to 
acquire this information is with a customer satisfaction survey. 


Acustomer satisfaction survey can be requested for each purchase, after a general period of 
time (for example annually) or a customer interaction. It all depends on the specific business. 


For the context of this recipe, we are creating a survey for a recently purchased product. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and in a new campaign. 


How to do it... 


1. Drag out a web form goal and three sequences; connect and rename accordingly. 
The decision node will appear after connecting the form to more than one sequence: 


12 st >- ¢— FOn 


Emails from IS Cookbook | Satisfied 


Other Campaigns Survey 
> mQ 


Neutral 


(OCs 


Not Satistied 


2. Double-click on the web form goal. 
3. Delete all visible fields. 
4. Add a Hidden field snippet. 
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5. Configure it for the Email field. Make sure that the value is left empty, and click 
on Save: 


Hidden Field Settings x 
Which Field | Email M 


Field Value 


Save Cancel 


6. Add a Logo snippet and a Title snippet; update the Title snippet text with 
customer instructions: 


Thanks for buying the Infusionsoft 
Cookbook! 


We'd love for you to take our Super 
Quick One Click™ customer survey 


below: 
Hidden Field (Emaii) 


7. Using the Field Snippets tab, add a Radio snippet. 
8. Change the label to ask the survey question: 


Radio Settings 


Label How satisfied with the cookbook are you? 
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9. Click on the plus sign next to the options to get one more field; we want a total of 
three options as shown in the following image: 


Radio Settings 


Label How satisfied with the cookbook are you? 


Options © ml Ce 
© -4 
© = + 


10. Fill in the field values and select the option next to Neutral; click on Save: 


Radio Settings x 


Label How satisfied with the cookbook are you? 


Options © Satisfied wae 
© Neutral ) D E 
© Not Satisfied 3 =) ($ 


£ Don't select an option by default 


Save Cancel 


11. Click on the Submit button to edit the call to action. 


www.it-ebooks.info 


Chapter 6 


12. Change the button label and set the alignment to Center; click on Save: 


hawk ? 
ii 


Thanks for buying the Infusionsoft 
Cookbook! 


We'd love for you to take our Super 
Quick One Click™ customer survey 
below: 

C Satisfied 

@ Neutral 


C Not Satisfied 
Hidden Field (Emaii) 


Here's My Feedback! | 


How satisfied with the 
cookbook are you? 


13. Click on the Thank-you Page tab at the top of the page. 
14. Configure the page with a friendly thank you message: 


te 
AN 


Thanks for your feedback, ~Contact.FirstName~! 


15. Click on the Settings tab at the top of the page and make sure that the Auto- 
populate has its option selected: 


Design Thank-you Page Settings Code 


Auto-populate Form © 


JV Auto-populate this form with a Contact's information when visited from an Infusionsoft-delivered email 


16. In the upper-right corner of the page, click on Draft to mark the web form as Ready, 
and in the upper-left corner of the page, click on Back to Campaign. 


17. Double-click into the decision node. 
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18. Configure the logic so that each radio option directs the contact into the appropriate 
sequence; click on Back to Campaign in the upper-left corner of the page: 


IS Cookbook Survey's Decision 


Rules for: Satisfied 


Ifthe Form Submission’s Option How satisfied with the cookbook are you? - Satisfied is selected 
+ AND 
+ RULE 


Rules for: Neutral 


Ifthe Form Submission’s Option How satisfied with the cookbook are you? - Neutral is selected 
+AND 


+ RULE 


Rules for: Not Satisfied 


Ifthe Form Submission’s Option How satisfied with the cookbook are you? - Not Satisfied is selected 
+- AND 


+ RULE 


19. Double-click into the Satisfied sequence. Add one e-mail step and rename accordingly: 


- X 


Start Thank You 
& Testimonial Request 
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20. Double-click into the e-mail step and write a message thanking the customer for their 
feedback and asking for a testimonial as shown in the following image: 


Subject: thanks 


HTML Plain Text 


£) Format Insert 


Format + Trebuchet Mir 12pt 


B| Z |U |a ANZ- 


iH 
ill 
il 
tll 


Hey ~Contact.FirstName~, 


Merge 


Snippets 


(iy) Paste as Text: Off 


Thanks for much for taking our survey and I'm very happy to hear you are 


satisfied, 


Could you do me a favor: would you please hit reply and let me know about 


your experience? 


Have a great -Date DayOfWeek~, 
~Owner. FirstName~ 


21. 


the upper-left corner of the page, click on Back to Sequence. 


22. 
23. 
24. 


Add one e-mail step and rename accordingly: 


Start 


> bas 


What Could 
We Do Better? 


In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in 


In the upper-right corner of the page, click on Draft to mark the sequence as Ready. 
Click on Back to Campaign and then double-click into the Neutral sequence. 
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25. Double-click into the e-mail step and write a message thanking the customer for their 
feedback and asking what could have been done better: 


Subject: thanks (sorry) Merge 


HTML Plain Text 


£) Format Insert Snippets 


Format > Trebuchet Mr 12pt + = Pliz ¿æ Link ig) Paste as Text: Off 


B| Z |u |æ AZ- ES i 


hii 
Mil) 
li. 


Hey ~Contact.FirstName~, 


Thanks so much for your feedback and we're sorry your experience wasn't to 
your satisfaction. 


Can you do me a favor: would you please hit reply and let us know what we 
could have done better? 


Have a great ~Date DayOfWeek~, 
~Owner, FirstName~ 


26. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in 
the upper-left corner of the page, click on Back to Sequence. 


27. Inthe upper-right corner of the page, click on Draft to mark the sequence as Ready. 
28. Click on Back to Campaign and then double-click into the Not Satisfied sequence. 
29. Add one Task step and rename accordingly: 


F Z 
Start Not Satisfied 
with Cookbook 
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30. Double-click into the task and configure for an outbound customer call to make 


31. 


things right: 


Type Call M 


Title tFirstName~ ~Contact.LastName- | Merge 
~Contact.FirstName~ ~Contact.LastName~ 
ARRAS ASRINE 
just took the customer survey and was not 
satisfied with the cookbook, Call them at 
Body 


~Contact.Phone1~ and see what we can do 
the make things right. 


Assign to Contact's owner J 
Assign to {backup} Paul Sokol z] 


Days until due 0 = 


Due at Please select one M 


Priority 1. Critical hd 


In the upper-left side of the page, click on Back to Campaign and publish 
the campaign. 


When a customer clicks through to the web form from an e-mail, their e-mail address will 

prepopulate in the hidden field, so when they submit their feedback, Infusionsoft knows who 
is submitting the form. If they are satisfied, we automatically ask for a testimonial. If they are 
neutral, we automatically inquire into what wasn't working. If they are not satisfied, someone 
is tasked with contacting the customer to make things right. 


In the upper-right corner of the page, click on Draft to mark the task as Ready; 
in the upper-left corner of the page, click on Back to Sequence. 


. In the upper-right side of the page, click on Draft to mark the sequence as Ready. 
33. 
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We can easily drive traffic from other campaign e-mails to this survey using Hosted web 
form links: 


Link Options 


Link te: Hosted web form z| KA 


is coo 


IS Cookbook Survey 


Insert/Update 


We can add-on an invite sequence that is triggered via tag to standardize how surveys are 
administered. This makes it easy to request a survey from any campaign; just apply the 
functional tag when it is time to ask for feedback: 


=: ei PO T= al oo 
| 


ge 


Other Campaigns Functional -> IS Cookbook IS Cookbook 
Cookbook Survey Survey Invite Survey 


| (aoe 


Neutral 


| mOn 


Not Satisfied 


We can also use a full landing page instead of a web form for a richer survey experience. 
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Rather than providing a dead end, use the momentum from a form submission to drive 
customers somewhere on the thank you page: 


P a 
{ H rs} 
terori rb 


wi LIN 


Thanks for your feedback, ~Contact.FirstName~! 


Click here to find out about personal 1-on-1 consultin 


For a more human experience, add a Delay Timer before any of the automated e-mails: 


Q0 — G - E 


Start Veit at least 17 minutes Thank You 
and then run on a weekday & Testimonial Request 
between 8:00 AM - 5:00 
PM 


The logo shown in the preceding example is one of the select special characters supported by 
the form builder. They can be accessed from the Insert tab at the top of the toolbar. 


Format Insert Snippets 


$ Merge Fields 
Q Special chars 


= 


Image Table Divider 


Add an internal form after the Not Satisfied sequence to track the resolution of 
unsatisfied customers: 


| 
_eOa — ( -0o uQ 
a Ə | O 
Not Satisfied Customer - IS Cookbook Spoke To 
Unsatisfied Resolution 
a | 
Left Voicemail 
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We may choose to add tags for their current satisfaction status. Tagging can create more robust 
automation experiences by providing an opportunity for campaign switching using decision 
nodes looking for certain tags. However, if the satisfaction-level tagging is only being done 

for reporting, we can keep the database lean and use campaign reporting instead: 


mr BE emea A ren E 


Website New Lead Magnet | Lead Magnet Delivery Download Sales Sequence Purchase online 
Lead Magnet 


>a 
Happy Customer 


Lead Magnet Delivery 
+ Coupon Code 


We can add a general survey link into the footer of our standard customer e-mail template to 
create a steady stream of feedback over time. 


Asking for testimonials automatically 


Social proof is one of the most persuasive tools for marketing. When potential customers can 
read about another customer's experience in their own words, it greatly increases trust in our 
products or services. 


Having a system to automatically ask for testimonials can provide us with a steady stream of 
social proof that can be used throughout our marketing efforts. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and in a new campaign. In 
addition to this, we also want to have a functional tag created to trigger the testimonial request. 


How to do it... 


1. Drag out a tag goal, a web form goal, and one sequence; connect and rename 
them accordingly: 


> £ sc & 


Other Campaigns Ask for Testimonial Testimonial Request Testimonial Collection 
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Double-click on the web form goal. 
Delete all visible fields. 
Add a Hidden field snippet. 


Configure it for the Email field. Make sure that the value is left empty and click 
on Save. 


6. Add a Logo snippet and a Title snippet; update the Title snippet text with 
customer instructions: 


a F WN 


You can provide your testimonial 
below. 


Thanks! 


Hidden Field (Email) 


7. Using the Field Snippets tab, add an Other snippet. 


8. Using the Which Field dropdown, scroll to the bottom and select Append to 
Person Notes: 


Other Field Settings x 


Latest Subject Line 
4 Day Cash Machine Cart URL 
Required Appointment Time 
Appointment Date 
Referring Name 
Outstanding Hours 


Which Field ‘Ëg 


Label 


Outstanding Balance one al 
Serice Schedule Time 
Service í dule Date 

omments imonial 


Consultation Time 
Consultation Date 


perience 
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9. Change the label to read Write your testimonial, mark the field as Required and 
click on Save: 


Other Field Settings x 
Which Field Append to Person Notes M 
Label Write your testimonial 
Required On | 
Save Cancel 


10. Click on the Submit button to edit the call to action. 
11. Change the button label and set the alignment to Center; click on Save: 


You can provide your testimonial 
below. 


Thanks! 
Hidden Field (Email) 
Write your testimonial * 
Here's My Testimonial! | 


12. Click on the Thank-you Page tab at the top of the page. 
13. Configure the page with a friendly thank you message: 


wy 


Thanks for your testimonial, ~Contact.FirstName~! 


14. Click on the Settings tab at the top of the page and make sure that the 
Auto-populate has its option selected. 
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15. In the upper-right corner of the page, click on Draft to mark the web form as 
Ready and then in the upper-left corner of the page, click on Back to Campaign. 


16. Publish the campaign so the Testimonial Collection form is live. After it has 
published, in the upper-left side of the page, click on the Edit tab. 


a @ -=a ~~. 
@ (P) 
Other Campaigns Ask for Testimonial Testimonial Request Testimonial Collection 


17. Double-click on the tag goal and configure it for the functional tag that will start the 
campaign; click on Save: 


Configure Tag 


This goal is achiewed when any of these tags are applied: 


Functional -> Ask for Testimonial x 


m] 


18. Double-click into the Testimonial Request sequence. Add two e-mail steps, a Delay 
Timer and rename accordingly: 


Start Testimonial Request #1 Testimonial Request #2 
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19. Double-click into the first e-mail step and write a message thanking the customer 
and asking for a testimonial: 


Subject: Share your experience ~Contact.FirstName~? Merge 


HTML Plain Text 


i£) Format Insert Snippets 


ə Link (iy Paste as Text: O 


Unlink 


Format ~ Trebuchet M:* 12pt >| (s=l-| f=" 


CI 
wi 


B Z y ac A-Z- ae em > a 
First off, thanks for being one of our valued customers! 


One of the best ways for us to continually provide better and better service is 
through customer feedback. 


Which is why | wanted to quickly ask you: would you be open to sharing a 
testimonial about your experience? 


Not only do testimonials help us understand what works, and what doesn't 
work, its also a great way for others to get a feel for what its like to be one of 
our customers. 


Click Here to Share Your Quick Testimonial 


Have a great ~Date. DayOfWeek~, 
~Owner. FirstName~ 


20. Highlight the call to action and click on the Link button at the top of the toolbar: 


First off, thanks for being one of our valued customers! 


One of the best ways for us to continually provide better and better service 
is through customer feedback. 


Which is why | wanted to quickly ask you: would you be open to sharing a 
testimonial about your experience? 


Not only do testimonials help us understand what works, and what doesn't 
work, its also a great way for others to get a feel for what its like to be one 
of our customers. 


Click Here to Share Your Quick Testimonial 
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21. Using the Link To: dropdown, select Hosted web form: 


Link Options 


Link to: 


Web address 
Email address 
Thank-you page 
Campaign link 
Hosted email page 
Hosted landing page 


Update page 
Update / opt-out page 
nckly ask y Opt-out page 


nga 


Insert/Update 
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22. Place your cursor in the field that appears below and begin typing the name of the 


testimonial form. 


23. Click on the name of the form, and click on Insert/Update: 


Link Options 
Linkte: Hosted web form M tO 
| testimon 


Product A Testimonial 
Product 4 Testimonial 


i al Collectio 
| Testimonial Collection Insert/Update 


24. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; 


in the upper-left corner of the page, click on Back to Sequence. 
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25. Double-click on the Delay Timer and configure it to wait 7 days and then send on 
any day at 8 AM; click on Save: 


Configure Delay Timer 


Summary 
Wait at least 7? days and then run on a weekday at 8:00 AM (GMT -07:00) Phoenix 


Wait at least Run on Car © 


26. Double-click into the second e-mail step and write a message thanking the customer 
and asking for a testimonial again: 


Subject: [REMINDER] I'd love to hear about your experience Merge 


HTML Plain Text 


w) Format Insert Snippets 
Format > Trebuchet Mi~ 12pt -Ze ite f= Link (ig Paste as Text: Off 
Unlink 


BZ Ua ANZ EEE a 


Hey ~Contact.FirstName~, 


Thanks again for being one of our valued customers! 


About a week ago | shared that one of the best ways for us to continually 
provide better and better service is through customer feedback. 


Which is why | wanted to ask you one more time: would you be open to 
sharing a testimonial about your experience? 


Remember, testimonials help us understand what works, and what doesn't 
work, AND its also a great way for others to get a feel for what its like to be 
one of our customers., 


Click Here to Share Your Quick Testimonial 


Have a great ~Date DayOfWeek~, 
~Owner. FirstName~ 
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Highlight the call to action, and click on the Link button at the top of the toolbar: 


£) Format Insert Snippets 


Format * Trebuchet M:~ 12pt idli d $=) |= Link G Paste 


Unilink 


Brum A-Z- =z 


© 
e 
+ 


Hey ~Contact.FirstName~, 
Thanks again for being one of our valued customers! 


About a week ago | shared that one of the best ways for us to continually 
provide better and better service is through customer feedback. 


Which is why | wanted to ask you one more time: would you be open to 
sharing a testimonial about your experience? 


Remember, testimonials help us understand what works, and what doesn't 
work, AND its also a great way for others to get a feel for what its like to be 
one of our customers. 


Click Here to Share Your Quick Testimonial 


Have a great ~Date. DayOfWee “, 
~Owner. FirstName~ 


Using the Link To: dropdown, select Hosted web form. 


Place your cursor in the field that appears below and begin typing the name of 
the testimonial form. 


. Click on the name of the form and click on Insert/Update. 


. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; 


in the upper-left corner of the page, click on Back to Sequence. 


. In the upper-right corner of the page, click Draft to mark the sequence as Ready. 
. In the upper-left corner of the page, click on Back to Campaign and publish 


the campaign. 


When another campaign applies the functional starting tag, the customer receives two e-mails 
asking for a testimonial. If someone provides a testimonial from the first e-mail, the second 
request e-mail will not be delivered. 
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We can use a custom Text Area field, which provides a larger space to write: 


Write your testimonial * 


Here's My Testimonial! | 


Include a checkbox, so people can opt-out of having their testimonial published: 


Write your testimonial * 


I Please do NOT use my testimonial in advertisments 


Here's My Testimonial! | 


Use this checkbox to segment which testimonials are okay to use in your marketing and follow 
up accordingly: 


Testimonial Collection Allowed to Use 
Testimonial 


(aoe 


NOT Allowed to Use 
Testimonial 


We can also use a full landing page instead of a web form for a richer testimonial 
collection experience. 
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Rather than provide a dead end, use the momentum from a form submission to drive 
customers somewhere on the thank you page: 


IT 
bd hows rih Ate 


J; 
ir 


Thanks for your testimonial, ~Contact.FirstName~! 


Click here to find out about personal 1-on-1 consulting 


Out of the box, this recipe will only ask for a testimonial once unless the functional tag is 
automatically removed. This automated removal means another campaign could trigger 
the sequence again in the future. 


Setting up a birthday collection mechanism 


When we have a person's birthday on file, it enables us to build goodwill by providing timely 
birthday messages. Combined with other data it can be used to provide a more targeted 
experience. For example, if we have the birthday of someone who is not yet a customer, 

we might send them a birthday discount in an attempt to get that first purchase. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and in a new campaign. 
In addition to this, we also want to have a functional tag created to trigger the birthday 
collection and another tag to track people with a birthday on file. 


How to do it... 


1. Drag out a tag goal, a web form goal, and two sequences; connect and 
rename accordingly: 


“ > Ú -® aa — I= 7 
= 7) ad Pe) 
Other Campaigns Ask for Birthday Birthday Collection Birthday Collection Tag as Birthday on File 
Request 
| 
> w- 
Birthday Already 
On File 
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2. Inthe lower-left corner of the web form, double-click on the purple goal icon. 
3. Configure the goal to be achieved by any contact and click on Save: 


Goal Settings 


This goal is achieved when a Contact... 


B Submits a Web Form v 


This goal can he achieved hy... 


Any Contact G 


Double-click on the web form goal. 
Delete all visible fields. 
Add a Hidden field snippet. 


NOS 


Configure it for the Email field. Make sure that the value is left empty and 
click on Save. 


8. Adda Logo snippet and a Title snippet; update the Title snippet text with instructions: 


iaf 


Share Your Birthday Below 
& You Might Get A Surprise 


In The Future! 
Hidden Field (Emaii) 


9. Using the Field Snippets tab, add an Other snippet. 
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10. Using the Which Field dropdown, select Birthday, mark the field as Required, and 
click on Save: 


Other Field Settings x 
Which Field Birthday M 
Label Birthday 


Required | On | 


Save Cancel 


11. Add a Paragraph snippet beneath the Birthday field and provide formatting 
instructions. 


12. Click on the Submit button to edit the call to action. 


13. Change the button label and set the alignment to Center; click on Save: 


Share Your Birthday Below 
& You Might Get A Surprise 


In The Future! 
Hidden Field (Emaii) 


Birthday * | 


Please format as MMLDD-YYYY 


Here's My Birthday! | 


14. Click on the Thank-you Page tab at the top of the page. 
15. Configure the page with a friendly thank you message: 


Ok ~Contact.FirstName~! Forget you did this and enjoy 
any surprises that might come your way :) 
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16. 


17. 


18. 
19. 
20. 


21. 


22. 


Click on the Settings tab at the top of the page and make sure that the 
Auto-populate has its option selected. 


In the upper-right corner of the page, click on Draft to mark the web form as 
Ready and then in the upper-left corner of the page, click on Back to Campaign. 


Double-click into the tag as birthday on file sequence. 
Add a new Tag step. 


Double-click on the Tag step and configure it to add the Birthday on File tag; 
click on Save: 


Configure Tag 
LO) Apply © Remove 


Segmentation -> Birthday On File x 


In the upper-right corner of the page, click on Draft to mark the sequence as Ready 
and then in the upper-left corner of the page, click on Back to Campaign. 


Publish the campaign, so the Birthday Collection form and tagging sequence are live. 
After it has been published, in the upper-left corner of the page, click on the Edit tab: 


ag -O —_ m0m E - m-a 


| @ @ 
Other Campaigns Ask for Birthday Birthday Collection Birthday Collection Tag as Birthday on File 
| Request 
a Qm 
Birthday Already 
On File 
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23. Double-click on the tag goal and configure it for the functional tag, which will start 
the campaign; click on Save: 


Configure Tag i 


This goal is achieved when any of these tags are applied: 


Functional -> Ask for Birthday x | 


24. Double-click on Decision Diamond to configure the rules. 


25. In the Rules for: Birthday Collection Request section, click on the + RULE button 
to add a new rule as follows: 


Rules for: Birthday Collection Request 


+ RULE 


26. Configure a rule for If the Contact's Tags doesn't contain the Birthday on File tag: 


Rules for: Birthday Collection Request 


Ifthe Contacts Tags doesntcontain | Segmentation -> Birthday On File x 


+ AND 


www.it-ebooks.info 


Wowing New Customers with Great Experiences 


27. Inthe Rules for: Birthday Already on the File section, click on the + RULE button 
to add a new rule. 
28. Configure a rule for If the Contact's Tags Contains the Birthday on File tag; click on 
Back to Campaign. 


29. Double-click into the Birthday Collection Request sequence. Add two e-mail 
steps, a Start Timer, an Add/Remove Tag step, and a Delay Timer; connect 


and rename accordingly: 


a 


at 8:00 AM 


Start Birthday Request #1 Apply 0 tags 
—@ —& 
Start Run on the 2nd in January Birthday Request #2 


17 


30. Double-click into the first e-mail step and write a message asking for their birthday: 


Biz ua A-Z- 


Subject: Happy Birthday ~Contact.FirstName~? 
HTML Plain Text 
“”) Format Insert Snippets 
Format > Trebuchet M:~ 12pt + 3=-\|j=\- t= 


Hey ~Contact.FirstName~, 


© 
© 


Did you know that | have NO IDEA when your birthday is? 


The celebration of being born is quite special and I'd love to send you a 


surprise (or surprises) around your birthday. 


Click Here and Share Your Birthday 


Have a great ~Date. DayOfWee “s 
~Owner. FirstName~ 


Merge 


(iy Paste as Text: Off 
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31. Highlight the call to action and click on the Link button at the top of the toolbar: 


Subject: Happy Birthday ~Contact.FirstName~? 


HTML Plain Text 
£) Format Insert Snippets 
Format > TrebuchetħMi® 12pt Se ii=e- = |= Link 
Unlink 
Bluse A-B- EEEE 4°83 


Hey ~Contact.FirstName~, 


Did you know that | have NO IDEA when your birthday is? 


The celebration of being born is quite special and I'd love to send you a 
surprise (or surprises) around your birthday. 


Click Here and Share Your Birthday 


Have a great ~Date DayOfWeek~, 
~Owner. FirstName~ 


Merge 


(iq Paste as Text: Off 


32. Using the Link To: dropdown, select Hosted web form: 
Link Options 


Linkte: | Hosted web form 


Bite 


Web address 

Email address 
Thank-you page 
Campaign link 
Hosted email page 
Hosted landing page 


Insert/Update 


IDEA whe UPC page 
Update / opt-out page 


Opt-out page 


33. Place your cursor in the field that appears below and begin typing the name of the 


Birthday Collection form. 
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34. Click on the name of the form and click on Insert/Update: 


Link Options 


Link to: Hosted web form >| °O 


birt 


Birthday Collection 


Birthday Submission 


Insert/Update 


35. In the upper-right corner of the page click on Draft to mark the e-mail as 
Ready; in the upper-left corner of the page, click on Back to Sequence. 


36. Double-click on the Add/Remove Tag step and configure to remove the functional 
tag; click on Save: 


Configure Tag 
C Apply @ Remove 


Functional -> Ask for Birthday x 
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37. Double-click on the Delay Timer and configure it to not wait, then run on January 2 
at 8 AM; click on Save: 


Configure Delay Timer 


Summa! 
Run on the 2nd in January at 8:00 AM (GMT -07:00) Phoenix 


Wait at least Run on © ar C Between 


0 > No Delay x Day Of Month M 8 x o0 M AM z 


15423617716213- 2 24 


22 | 23 | 244) 25 | 4%) 2 28 


Jan Fen Mar Apr 
May Jun jul Aug 
Sep Oct Nov Dec 


38. Double-click into the second e-mail step and write a message wishing them a 
wonderful new year and asking for their birthday again: 


Subject: [REMINDER] Your Birthday This Year! 


Merge 
HTML Plain Text 
w) Format Insert Snippets 
Format > Trebuchet Mi» 12pt + Z- j} f= = Link (iq Paste as Text: Off 
= = Unilin 
B Z Ua AR ESSE o) a 


Hey ~Contact.FirstName~, 


Hope your ~Date.Year~ is off to a great start! 


We're doing some tidying up around here and noticed we never got your 
birthday on file. 


Now is the perfect time to let us know and then when it happens, you might 
get a surprise (or two), 


Click Here and Share Your Birthday 


Have a great ~Date DayOfWeek~, 
~Owner, FirstName~ 
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39. Highlight the call to action and click on the Link button at the top of 
the toolbar: 


r) Format Insert Snippets 


Format > Trebuchet Mi~ 12pt -Ell ¿Æ |= Link qj Paste as 


B Z U «ae AZ- FAE JE Unlink 


iT 
li. 


Hey ~Contact.FirstName~, 
Hope your ~Date.Year~ is off to a great start! 


We're doing some tidying up around here and noticed we never got your 
birthday on file. 


Now is the perfect time to let us know and then when it happens, you might 
get a surprise (or two). 


Click Here and Share Your Birthday 


Have a great ~Date DayOfWee “, 
~Owner.FirstName~ 


AAA AA RA AA 


40. Using the Link To: dropdown, select Hosted web form: 


Link Options | 


Link to: Web address J *? 


Web address 

Email address 
Thank-you page 
Campaign link 
Hosted email page 
Hosted landing page 


Insert/Update 


Update page 
Update / opt-out page 
Opt-out page 


to a grea’ 


41. Place your cursor in the field that appears below and begin typing the name of the 
birthday collection form. 
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42. Click on the name of the form and click on Insert/Update: 


Link Options 


Link te 


Hosted web form M! 


birthday 


Birthday Submission 


Insert/Update 


43. In the upper-right corner of the page, click on Draft to mark the e-mail as 
Ready; in the upper-left corner of the page, click on Back to Sequence. 


44. In the upper-right corner of the page, click on Draft to mark the sequence 
as Ready: 


> > 
Start Birthday Request #1 Remove 1 tag 
> _ > 
Start Run on the 2nd in January Birthday Request #2 
at 8:00 AM 


45. In the upper-left side of the page, click on Back to Campaign. 
46. Double-click into the Birthday Already On File sequence. 
47. Drag out a new Add/Remove Tag step: 


2 


Start Apply 0 tags 


48. Double-click on the Add/Remove Tag step and configure to remove the functional 
tag; click on Save. 
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49. In the upper-right side of the page, click on Draft to mark the sequence as Ready. 


50. In the upper-left side of the page, click on Back to Campaign and publish the 
campaign. 


When another campaign applies the functional starting tag and a birthday isn't on file, the 
customer receives two e-mails asking for their birthday. If they haven't provided their birthday 
by the beginning of the New Year, at the start of the next year, they receive a reminder to 
share it. When someone does provide their birthday, they are tagged accordingly, so this 
data can be leveraged to segment in other areas, such as a campaign or a report. 


We can also use a full landing page instead of a web form for a richer birthday 
collection experience. 


Rather than providing a dead end, use the momentum from a form submission to drive 
customers somewhere on the thank you page: 


Ok ~Contact.FirstName~! Forget you did this and enjoy 
any surprises that might come your way :) 


Click here to find out about personal 1-on-1 consulting 


See also 


>» Fora recipe that schedules an automated birthday e-mail, see the next recipe 
Building automated Happy Birthday messages 


>» Fora similar campaign, see the Birthday Collection campaign in the free Marketplace 


Building automated Happy Birthday 


messages 


Once we have someone's birthday on the file, it is very easy to schedule an automated 
message around their birthday each year. 


For this recipe, we are going to build a mechanism that schedules an automated birthday 
e-mail annually. 


www.it-ebooks.info 


Chapter 6 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and in a new campaign. 
In addition to this, we also want to have a functional tag that will be used to schedule an 
annual message. 


How to do it... 


1. Drag out two tag goals, a note template goal, and a sequence; connect and 
rename accordingly: 


‘a 9 —s¢= i 


Other Schedule Birthday Email Annual Birthday Email \ Re-Schedule Birthday Email 
Campaigns \ 
ý Ú 


ADMIN - Stop Birthday Emails 


2. Double-click on the first tag goal and configure it for the functional tag, which 
will start the campaign; click on Save: 


—h 


Configure Tag 


This goal is achieved when any of these tags are applied: 


Functional -> Birthday Email Scheduled x 


3. Inthe lower-left corner of the second tag goal, double-click on the small purple icon: 
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4. Configure the goal to be achieved by Any Contact; click on Save: 


= 


Cr 


Goal Settings 


This goal is achieved when a User... 


@ Applies a Tag 


This goal can he achieved hy... 


Any Contact 


5. Double-click on the second tag goal and configure it for the same functional 


tag as the first tag goal; click on Save: 


Other 
Campaigns 


Schedule Birthday Email Annual Birthday Email 


\ Re-Schedule Birthday Email 


-O 


ADMIN - Stop Birthday Emails 


Double-click into the Annual Birthday Email sequence. 
Add a two Field Timers, two Tag steps, and an Email step; connect and 


rename accordingly: 


Start 


> X 


Annual Birthday Email 


\)— 9 


Apply 0 tags 


Apply 0 tags 
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8. Double-click on the first Field Timer and configure it to wait until the contact's 
Birthday and then run at 8 AM; click on Save: 


Configure Field Timer | 


Summary 
Wait until the contact’s next Birthday and then run at 8:00 AM (GMT -07:00) Phoenix 


Wait Until Contact Field At 
0 > No Delay Mi Birthday Mi 8 M 00 M AM Mi | 
Before M Next occurrence M! | 


[i 


9. Double-click into the first Tag step and configure it to remove the functional 
tag; click on Save: 


Configure Tag 


© Apply @ Remove 


Functional -> Birthday Email Scheduled x 
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10. Double-click into the e-mail step and write a message wishing them a 
happy birthday: 


Subject: Happy Birthday to You ~Contact.FirstName~! Merge 


HTML Plain Text 


2) Format Insert Snippets 


Format > Trebuchet Mi” 12pt -iZel æ = Link (i Paste as Text: Off] 


B| Zua) A-Z- EE 


mi 
ii 


Yay! 
Another year behind you. 


Happy birthday my friend : 


How is your ~Date. Year~? 


Enjoy your day, 
~Owner,FirstName~ 


11. In the upper-right corner of the page, click on Draft to mark the e-mail as 
Ready; in the upper-left corner of the page, click on Back to Sequence. 


12. Double-click on the second Field Timer and configure it to wait until one day 
after the contact's Birthday and then run at 12 AM; click on Save: 


Configure Field Timer 


Summary 
Wait until 1 day after the contact’s next Birthday and then run at 12:00 AM (GMT -07:00) Phoenix | 
Wait Until Contact Field At 


1 > Dayts} M Birthday M 12 x 00 Mi AM M! 
After | Next occurrence z| 


1 
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13. Double-click into the second Tag step and configure it to apply the functional tag; 


click on Save: 


Configure Tag 
2 Apply C Remove 


Functional -> Birthday Email Scheduled » 


14. In the upper-right corner of the page, click on Draft to mark the sequence as ready: 


> > > 
Start Veit until the contact's Remove 1 tag 
next Birthday and then 
run at 8:00 AM 


Annual Birthday Email VYait until 1 day after the 
contact's next Birthday 
and then run at 12:00 4M 


Apply 1 tag 


15. In the upper-left side of the page, click on Back to Campaign. 


16. Double-click on the note template goal and configure with appropriate 


context; click on Save: 


Configure Note Template 


Action Type UPDATE 
Description Stopped Birthday Emails 
; We manually stopped their 
crearon birthday emails 
Notes M RTN 
User The logged-in User 
Notify 


J 


17. Publish the campaign. 
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When another campaign applies the functional tag, the person will receive an e-mail on the 
morning of their birthday every year. At any point, a user may apply the note template to 
cancel any scheduled birthday messages. 


There's more... 


The removal and reapplication of the functional tag fires both tag goals at the same time. 
However, due to the mechanics of the builder, the second tag goal will trigger the first tag goal 
(the stopping goal), which will take them out of the sequence as Done. Next, the first goal will 
trigger (the start goal) and, since they are Done with the sequence, they will re-enter and thus 
be scheduled for next year's birthday e-mails. 


We reapply the tag one day later. Otherwise, if we tried in the same day, the sequence steps 
would be skipped because the "next birthday" would be in the past and the loop would only 
run once. 


This recipe can be an easy extension to the previous birthday collection recipe. Simply apply 
the birthday schedule tag in the post web form sequence: 


Configure Tag 


& Apply C Remove 


| Segmentation -> Birthday On File x } 


| Functional -> Birthday Email Scheduled x | 


cme | 
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To create a more unique experience, do birthday promotions at odd times. For example, 
we can do a low-cost half-birthday gift: 
> © > Ë > O > 
= eS ~ 7 
Start Mait until 182 days before Remove 1 tag Half-Birthday ait until 181 days before Apply 1 tag 
the contact's next Promo the contact's next 
Birthday and then run at Birthday and then run at 
8:00 AM 12:00 AM 
> © > > WK > 2 > 
= £ z £ 
Start vait until the contact's Remove 1 tag Happy Birthday! Wait until 1 day after the Apply 1 tag 
next Birthday and then contact's next Birthday 
run at 8:00 AM and then run at 12:00 AM 


Use the last purchase tags for a highly targeted birthday e-mail experience: 


== v 
= Q 
Other 


Schedule Birthday Email Timer That Waits 
Campaigns Until Birthday 


aoa — 
Last Purchase 


Within 30 Days 
Birthday 


R ‘Os - 


Last Purchase 
Within 30-90 Days 
Birthday 


Eee — 


Last Purchase 
Within 90-180 Days 
Birthday 


- EQ 
Last Purchase 


Within 180 Days- 1 Yr. 
ithday 


| =a 


Last Purchase 
Over 1 Yr. 
Birthday 


—@ 


yY Re-Schedule Birthday Email 


-$ 


ADMIN - Stop Birthday Emails 
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We can also choose to remove the functional tag if a user applies the note template; just 
add a sequence after it and remove the tag. This recipe leaves the tag on to prevent other 
campaigns from adding them again in the future. A tag apply step will not fire a tag goal if 
the contact already has the functional. Removing the functional tag creates the possibility 
that someone will be re-added to the birthday e-mails after we manually stopped them. 


>» Fora recipe that collects birthdays from your database, see the previous 
recipe Setting up a birthday collection mechanism 

>» Fora similar campaign, see the Birthday Reminders campaign in the 
free Marketplace 


>» Fora recipe that segments the database by last purchased, see the first recipe 
in this chapter Segmenting by last purchase date 
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In this chapter, we will cover the following: 


>» Updating a soon-to-be-expired credit card automatically 
» Re-engaging inactive e-mails in your database 

> Building a Vaynerchuk opt-out 

>» Setting up a basic referral partner program 

>» Building a referral partner sign-up form 


Introduction 


This chapter concerns itself with different tactics to Wow your existing customers. 


There are two main reasons you want to completely to blow your existing customers socks off. 
First, it is much cheaper to make another sale to an existing customer compared with acquiring 
a brand new customer. Second, and similarly related, is that customers tell their friends 

about your customer experience no matter what. Their experience will come into conversation 
organically at some point in their life. You might as well do your best to ensure that when they 
inevitably talk to their friends, they only have the finest things to say about your business. 
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Updating a soon-to-be-expired credit card 


automatically 


Collecting overdue payments can be expensive and time consuming. An innocent reason 
for the card on file to fail is simply that it has expired. By automatically giving customers 
the opportunity to update a card, we can provide a better customer experience and lower 
operating costs. 


This recipe is primarily intended for companies that sell using subscriptions or payment plans. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Inthe upper-left corner of the page, hover over the navigation and in the 
E-Commerce column, click on Settings: 


j 
My Nav CRM Marketing E-Commerce Admin | 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 
Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 
Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Inthe Order Settings menu on the left, click on Billing Automation: 


{$ Product 


es Order Settings 


Orders 


Billing Automation 


www.it-ebooks.info 


Chapter 7 


3. Using the Choose Trigger Type dropdown, select When a credit card is going 
to expire and click on Add Trigger to open a pop-up window, as shown in the 
following image: 


Tri ggers (by type] Choose Trigger Type | Add Trigger 
Choose Trigger Type 


When a credit card autocharge attempt is made 
When a credit card is going to expire 


When a credit card auto 


5 -When an autocharge fz 
Fmiliierm 


4. Inthe Set Trigger Criteria area, configure for the following: 
a Card type: Any Type 
a Card expires in: 30 days 
a Set radio button to No 


% Manage Trigger 
Set Trigger Criteria © 


When the credit card type is: Any Type >| 


and the card expires in 30 days. 


Include cards that are NOT set to be billed in the future: Yes © No &@ 


5. In the following Actions section, using the Add New Action dropdown, select 
Send an email, fax, etc.: 


Actions 


No actions yet. Select an action from the “Add New Action” drop-down below. 


Add New Action x| 


Add New Action 

Applyfremove tag 

Start/stop a campaign {legacy} 
Start/stop a follow-up sequence 


Send an email, fax etc. 
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6. Using the Please select an activity menu that appears, select Email: 


Send an Email, Fax, etc. 


What do you want to send? 


Please select an activity >| 


Please select an activity 


Fax 
Voice Broadcast 

Letter 

Fulfillment List 

Queued Fulfillment List 
Appointment 


7. To the right of the dropdown fields, click on Add to open another popup as follows: 


Send an Ernail, Fax, etc. 


What do you want to send? 


Email >| 


(Categories) {Templates} 


Show templates in ALL categ... z Please select a template M Edit 


Add 


8. Give the new e-mail a title and configure the From, To, and Subject fields. Credit card 


merge fields are available in the Merge menu: 


Template Options 
Title: Billing - 30 Day CC Expiring {Any} [É] 


Public/Private: = Public Mi 


Compose Email 


Other.. 
From: Name (Optional): Email Address: 
Paul Sokol paul.sokol@infusionsoft.com 


To: The contact’s primary email address (Change) Add CC | Add BCC 


Subject: [ACTION NEEDED) Your -CreditCard.CardType- Is Going to Expire 


Merge 
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9. Beneath the subject line, click on Edit Email Body. 
10. We can access the Merge menu using the Insert tab: 


n Format Insert Snippets 
$ Merge Fields 
Caa) ETH — Q Special chars 
Image Table Divider 


11. Write an e-mail notifying the customer that their card is about to expire and include 
the Plain Text Update Link merge field: 


Hello ~Contact.FirstName~, 


Sorry for the harsh subject line, but your ~CreditCard.CardType~ ending in 


To prevent any headaches, if you could please take a minute right now to 
update the card on file, that would really help me out :) 


~CreditCard.PlainTextUpdateLink~ 


Paul 


12. In the upper-left corner of the page, click on the Save icon and then click on 
Close Builder to close the window. 


13. Scroll down to the bottom of the Manage Email Template window and click on 
No to mark the e-mail as Yes (ready to send); click on the green Save button to 
close the window: 


Email Readiness 


Ready to Send? EAG 


Delete Clone 
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14. Click on the green Save button under the Actions menu: 


Actions 


Send an Email, Fax, etc. 


What do you want to send? 
Email ~| 
Show templates in ALL categories ~| Billing - 30 Day CC Expiring (Any) ~] Edit Add 


(Categories) (Templates) 


I Only run this action when certain rules are met 


15. Click on the Save Trigger button under the actions: 


Actions 


Send an £maé? using the "Billing - 30 Day CC Expiring {Any} (Email) " template 


Add New Action x] 


Save Trigger Delete Trigger 


When a customer has a card on file that is scheduled to be billed in the future, 30 days before 
that card's expiration an e-mail will be sent. The update link in the e-mail allows the customer 
to update the credit card record on their own and prevent automated billing interruptions. 
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Credit card merge fields are available because we are editing an e-mail within the context of a 
credit card expiring trigger: 


| @ https://\voyicks.infusionsoft.com/SystemTemplate/manageTemplate. jsp?templateStyle=pop&view=editeID=9891 Prergecontext=creatcard? Jenpatendnce9 


The billing trigger considers the card's official expiration date as the first day of the following 
month after expiration. For example, if a card expires in January 2015, and the trigger is set 
for 7 days, it will be delivered 7 days before February 1st. 


We can also apply a tag in the expiration trigger to trigger a campaign: 


Actions 


Send an £mait using the "Billing - 30 Day CC Expiring (Any) (Email) " template 


Apply 1 tag 
è Billing - 30 Day Expiration (Any) 


Since billing triggers deal with e-commerce experiences, Infusionsoft knows which credit card 
record it should be pointing to through the update link. However, the campaign builder is not 
able to discern which credit card record caused the tag to be applied. This means the update 
links will fail if manually typed into a campaign builder e-mail; any follow-up should be using 
other channels: 


Expiring CC 
Trigger #5 


nas 


2 


Functional -> 
Billing - 30 Day (Any) 


Non-Email Follow Up 
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There are some esoteric yet very powerful automation triggers available to track update 
e-mail interactions. In the E-Commerce settings, under the Order Settings menu, there 
is an Orders section: 


as Order Settings 


Product 


Billing Automation 


Sales Tax 


Just above the Notifications section midway through the page, we have an automation 
trigger for when someone clicks on an update link and when someone successfully 
updates their card: 


Clicked Update Credit Card link: Actions 


Updated Credit Card via link: Actions 


Notifications 


If we configure those triggers to apply a tag, we can automatically control card 
expiration campaigns: 


x z aR 
x= > -eOnu— 2] — umpu — P w@OGa 
= o` @ @ a * Ps) 
Expiring CC Functional -> Non-Email Follow Up Click CC Update Link Reset Tag, Update Credit Card Reset CC Tags 
Trigger #5 Billing - 30 Day (Any) Wait 15 Mins, 
Then Call 


We can create a follow-up sequence using more than one billing trigger or tag. In this case, 
we want to make sure to remove any functional tags immediately, so the campaign will 
always fire for any expiring card: 
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aR 
a -o 4 
om > > = > ‘ ‘ 
Expiring CC Functional -> Non-Email Follow Up Click CC Update Link 


Trigger #5 Billing - 30 Day (Any) 30 Days 


a @ = Qa- 


Expiring CC Functional -> Non-Email Follow Up 
Trigger #7 Billing - 7 Day (Any) 7 Days 
=—- ®@ - mga 
Expiring CC Functional -> Non-Email Follow Up 
Trigger #9 Billing - Today (Any) Today 


For a recipe that leverages other billing trigger types, see the Collecting failed automated 
billing attempts recipe in Chapter 4, Selling Products Online and Getting Paid. 


Re-engaging inactive e-mails in your 


database 


Just as a gardener is used to trimming away leaves from their flowers, list attrition is part of 
the e-mail marketing game. There are lots of people that say, The money is in the list. While 
this is partially true, the money is actually in the relationship with the list. 


When we are talking about an e-mail list, especially if that is the main communication 
channel, it is critical to regularly find inactive e-mail addresses and attempt to get them 
engaging again. 


This is important for two reasons. First, it obviously helps the bottom line to have an active 
e-mail list. Second, it helps with inbox placement with the major ISPs. Spam filters are getting 
more advanced and when lots of e-mails are sent but never opened or clicked (among other 
things), it can cause a high junk folder placement. 


For the context of this recipe, we are targeting people on the general newsletter list who 
haven't clicked anything in the past 120 days. 
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Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign. 
We also need to have a functional tag created to trigger the re-engagement; we are also 
assuming a tag for the newsletter segment of the database exists. 


How to do it... 


1. Drag out a tag goal, a link click goal, and three sequences. Connect and rename 
accordingly The decision node will appear after connecting the form to the 
second sequence: 


fi 


a — @ — os BESE 


Existing List - Functional -> Still Interested Stay on List 
No Clicks in Past Newsletter Re-Engage \ d 
120 Days 


Remove from List 


> 


Remove from List 


2. Double-click on the tag goal. 


3. Configure it for the functional tag and click on Save: 


Configure Tag 


This goal is achieved when any of these tags are applied: 


Functional -> Newsletter Re-Engage X 


Cancel Save 
| 


4. Double-click into the Still Interested sequence. 


5. Adda tag step, three Email steps, and three Delay Timers. Connect and rename 
them accordingly: 
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Start 


Apply 0 tags Still Interested? #1 Still Interested? #2 Still Interested? #3 


a) 


6. Double-click into the Tag step and configure it to remove the functional tag. 


Click on Save: 


Configure Tag | 
C Apply @ Remove 


Functional -> Newsletter Re-Engage * 


Cancel Save 


7. Double-click into the first e-mail step and write a message thanking the person for 
being on the newsletter, addressing their lack of activity and then asking them to 


indicate if they want to continue or not: 


Subject: hey 


HTML Plain Text 


1) Format Insert Snippets 


Format + Trebuchet Mie 12pt -Eliz = = Link ig Paste a 


B||z |u |a) AZ- EE 


iil 
iT 


Co” 
Hey ~Contact.FirstName~, 


I'm doing some digital house tidying and noticed that while you ARE on the 
newsletter list, you haven't been clicking around much. 


First off, thank you so much for even choosing to receive the newsletter at 
some point! 


And | get it, things change. Interests evolve. | really do like to keep a clean 
email list, so can you please let me know how you want to proceed by clickir] 


one of the links below? 


Yes, | want to continue receiving your newsletter! 


No, please remove me from this list! 
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8. Highlight the first response option and click on Link: 


e) Format Insert Snippets 


Format > Trebuchet M:~ 12pt -RE pll = |= Link 
Unlink 

Blue A-2Z- EP BE «ls 

First off, thank you so much for even choosing to receive the news 

some point! 


And | get it, things change. Interests evolve. | really do like to keep 
email list, so can you please let me know how you want to proceed 
one of the links below? 


Yes, | want to continue rec 


9. Using the Link to: dropdown, select Thank-you Page. Click on the Edit Thank-you 
Page link that appears to open a pop-up window: 


Link Options 


Linkte: | Thank-you page >| +g 


Web address 
Email address 
Thank-you page 
Campaign link 


Hosted email page Insert/Update 
Hosted landing page 


meses Hosted web form Ha 
et me kne Update page clicking 
Update / opt-out page 
Opt-out page 


www.it-ebooks.info 


Chapter 7 


10. Write a friendly message thanking the person in order to choose to stay on the 
newsletter; click on Save & Close at the bottom of the page to close the window: 


Thanks for letting me know! 


I'll keep you on the list :) 


11. In the Link Options menu, click on the green Insert & Save button. 


12. Repeat steps 8 to 11 for the second response option: 


) Manage Link Thank-You Page - Mozilla Firefox 


| @ https://voyicks.infusionsoft.com/app/emailAuthoring/openThankYouPage?linkId=13483L | 


campaign Bu 


Back to Sequenc 


From: The cont: 


To: Email 
Subject: hey 


HTML Plain T 


Thanks for letting me know. 


ormat saj (r l'Il take you off the list. 


I'm doing so 
newsletter | 


First off, th 
some point! 


And | get it, 
email list, s 
clicking one 
Save Save & Close 
Yes, | want 


No, please remove me from this list! 


13. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in 
the upper-left corner of the page, click on Back to Sequence. 
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14. Double-click on the first Delay Timer and configure it to wait one week and then 
run on a weekday at 8 AM. Click on Save: 


Configure Delay Timer 


Summary 
Wait at least 1 week and then run on a weekday at 8:00 AM (GMT -07:00) Phoenix 


Wait at least Run on Ca © 


7 =|) Week(s) z] Weekday M 8 Mi o0 Mi AM Mi 


Cancel Save 


15. Double-click into the second e-mail step and write a message thanking the person for 
being on the newsletter, addressing their lack of activity again, and asking them to 
indicate if they want to continue or not. We also need to configure the two thank-you 
page links, as we did in steps 8 to 12: 


Subject: this is what l'm talking about ~Contact.FirstName~... 


HTML Plain Text 


w) Format Insert Snippets 
Format > Trebuchet M:~ 12pt + l= Pliz == Link (iy Paste as) 
— Unlink 
B|(z (ula) (Ahe) Eam a 


First off, thank you so much for even choosing to receive the newsletter at 
some point! 


About a week ago | was doing some digital house tidying and noticed that 
while you ARE on the newsletter list, you haven't been clicking around much. 


But things change and this is what I'm talking about: you aren't responding to 
my emails anymore. Which is totally ok too btw, no hard feelings. 


However, | really do like to keep a clean email list, so can you PLEASE let me 
know how you want to proceed by clicking one of the links below? 


Yes, | want to continue receiving your newsletter! 


No, please remove me from this list! 


Have a great ~Date.DayOfweek~, 
~Owner.FirstName~ 
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16. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in 
the upper-left corner of the page, click on Back to Sequence. 


17. Double-click on the second Delay Timer and configure it to wait one week and then 
run on a weekday at 4 PM; click on Save: 


Configure Delay Timer 


Summary 


Wait at least 


1 > Weekts} Mi 


Wait at least 1 week and then run on a weekday at 4:00 PM (GMT -07:00) Phoenix 


Run on 


Weekday | 


Ca © 


4 x o0 x PM M 


18. Double-click into the third e-mail step and write a message addressing their lack 
of activity again, alerting them that we will automatically remove them and then 
asking them one last time to indicate if they want to continue or not. We also 


need to configure the two thank-you page links, as we did in steps 8 to 12: 


Subject: [FINAL NOTICE] You're Out ~Contact.FirstName~! Merge 
HTML Plain Text 

w) Format Insert Snippets 
Format * Trebuchet Mi” 12pt -lZ liE c= = Link iy Paste as Text: Off 


Biz. U ac A-Z- = 


Mh 
ti 


Thank you so much for even choosing to receive the newsletter at some 
point! 


However while you ARE on the newsletter list, you haven't been clicking 
around much. 


In fact, this is my third and final notice as | don't know what else | can doing. 


Can you PLEASE let me know how you want to proceed by clicking one of the 
links below? 


Yes, | want to continue receiving your newsletter! 


No, please remove me from this list! 


I know you are super busy, so if you don't click anything in the next couple 


days, I'm just going to automatically remove you. 
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19. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; 
in the upper-left corner of the page, click on Back to Sequence. 


20. Double-click on the third Delay Timer and configure it to wait 3 days and then 
run on a weekday at 8 AM; click on Save: 


Configure Delay Timer 


Summary 
Wait at least 3 days and then run on a weekday at 8:00 AM (GMT -07:00) Phoenix 


Wait at least Run on Ca © 


3 > Days} M Weekday x 3 M) 00 | AM M! 


21. In the upper-right corner of the page, click on Draft to mark the sequence as Ready. 
22. In the upper-left corner of the page, click on Back to Campaign. 
23. Double-click on the Stay on List goal. 


24. Using the list of e-mails on the left, click into each e-mail and select the appropriate 
links in each e-mail; click on Back to Campaign: 


Still Interested 


Still Interested? #1 Thank you so much for even choosing to receive the newsletter at some 
rS bal point! 


Still Interested? #2 


laf 


5a? 


However while you ARE on the newsletter list, you haven't been clicking 
Still Interested? #3 around much, 
1 af 3 links are selected 


In fact, this is my third and final notice as | don't know what else | can doing. 


Can you PLEASE let me know how you want to proceed by clicking one of the 
links below? 


imp Yes, | want to continue receiving your newsletter! 
Ep- please remove me from this list! 


I know you are super busy, so if you don't click anything in the next couple 
days, I'm just going to automatically remove you. 
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25. Double-click on the Remove from List goal. 


26. Using the list of e-mails on the left, click into each e-mail and select the appropriate 
links in each e-mail; click Back to Campaign: 


Back to Campaign Remove from List 


Still Interested 


Still Interested? #1 


Thank you so much for even choosing to receive the newsletter at some 
point! 


However while you ARE on the newsletter list, you haven't been clicking 
Still Interested? #3 around much, 
1 af 3 links are selected 


In fact, this is my third and final notice as | don't know what else | can doing. 


Can you PLEASE let me know how you want to proceed by clicking one of the 
links below? 


Ep: | want to continue receiving your newsletter! 
Immo, please remove me from this list! 


I know you are super busy, so if you don't click anything in the next couple 
days, I'm just going to automatically remove you. 


27. Double-click into the Remove from List sequence. 
28. Add a new Tag step: 


17 


Start Apply 0 tags 


29. Double-click on the Tag step and configure it to remove the newsletter tag; 
click on Save: 


Configure Tag 
C Apply @ Remove 


eSubscriptions -> PS.ME x 
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30. In the upper-right corner of the page, click on Draft to mark the sequence as Ready. 


31. In the upper-left corner of the page, click on Back to Campaign and publish 
the campaign. 


When the functional tag is applied to a contact, they are added into a three e-mail 
re-engagement campaigns that run over 3 weeks. If they never click on anything, at the 
end of those 3 weeks, they will automatically have the newsletter tag removed. If they 
click on any of the options, they will immediately stop receiving those e-mails. 


This campaign can be run manually by a user for a group of contacts periodically, or it can 
be used in conjunction with other campaigns that are timing inbox engagement. 


If possible, we would want to segment out prospects from customers and deliver a slightly 
different message to each group: 


= > >@ ~ > a — —> 
Existing List - Functional -> Still Interested Stay on List 

No Clicks inPast Newsletter Re-Engage \ 

120 Days X 
- aoa — - >= 
Still Interested Remove from List 

(Customer) 
> “ - 


Remove from List 


For a similar campaign model, download the Clean Your Contact List campaign from the 
Infusionsoft Marketplace. 


Building a Vaynerchuk opt-out 


The strategy behind this recipe was inspired by a gentleman named Gary Vaynerchuk; hence, 
his name is used. 
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His idea was, after people have opted out from e-mails, to call them on the phone, apologize, 
and listen. This kind of experience, when done properly, can actually have people ask to 
re-join the list. 


It is very easy to build a mechanism like this using Infusionsoft. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. In the upper-left corner of the page, hover over the navigation, and in the Marketing 
column, click on Settings: 


My Nav CRM Marketing E-Commerce Admin 

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 

Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Inthe Template Settings menu on the left, click on Email Defaults: 


Template Settings 


Template Defaults 
Email Defaults 

Email Status Automation 
Fulfillment 


Voice & Fax 
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3. Inthe Email section, next to the When Someone Opts Out of All Email Marketing: 
option, click on Actions to open a pop-up window, as shown in the following image: 


Email 
Capture bounces on individual emails? Yes © No © © 


. : iG 
Email History Ignore Domains: © 


Default Opt-In Link: Default Double Opt-in Link 
Default Opt-Out Link: Default Opt-Out 


When Someone Opts Out of All Email Marketing: Actions 


4. Using the Add New Action dropdown, select Create a Task: 


Manage Action Set 


Action Set Info 


Name When Someone Opts Out of All Email Marketing: 
Linked To EMAILioptout.all 
Actions 


No actions yet, Select an action from the "Add New Action" drop-down below. 


Add New Action ~] 


Add New Action 

Applyfremove tag 

Start/stop a campaign (legacy) 
Start/stop a follow-up sequence 
Send an email, fax, etc. 

Assign a contact to a user 


Create an appointment 
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5. To the right of the dropdown fields, click on Add to open another popup: 


Create a Task 


Show templates in ALL categories ¥] Please select a template M Edit Add 


(Categories) (Templates) 


6. Give the new task a title: 


ro Manage Task Template (back to search results) 


General Categories & Follow-Up Sequence Misc Expenses 


Template Options 
Title: =Yaynerchuk Opt Out Call 


Public/Private Public M 
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7. Configure the task title and body to make a phone call to apologize for having them 


opt-out, listening, and seeing if anything can be done to make things better: 


Task Information 


Merge 

Type Call Mi 

Title [Opt Out] Call -Contact.FirstName- 

Body -Contact FirstName- just opted out of all email marketing. 
Give them a call at -Contact.Phone1-, apologize for having 


them opt out, then just listen, If there is anything you can do 
to make it better, go for it! 


Assign to contact's owner? Yes © No © 
Assign To: (backup) Paul Sokol M 
Days Till Due 0 


Due At Please select when this task is d... Mi 


Priority | 3, Non-Essential M 
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8. Scroll down to the bottom of the window and click on No to mark the task as Yes 
(ready to send); click on the green Save button to close this window: 


9. Check the box underneath the dropdown options to display the rules options: 


Create a Task 


Show templates in ALL categories Mi Vaynerchuk Opt Out Call Mi Edit Add 
(Categories) (Templates) 


I Only run this action when certain rules are met 


Please selecta rule M Edit Add 


10. Click on the Add to the right of the Please select a rule dropdown; this will open a 
pop-up window. 


11. Give the rule a name and click on Create: 


New Rule Set 


Choose Name 


Phone Number Check 


Create 


12. In the Rules Set Parameters window using the dropdown, select None: 


Rule Set Parameters 
Name: Phone Number Check 
Rule is true All M of the criteria are 
when true. 
Please select one 
All 
Criteria L Create Criteria 
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13. Click on the Create Criteria button. 


14. Create a rule for the following: 


a For the Select Contact Field: dropdown, select Contact - phone & fax and 
in the dropdown next to it, select Phone 1 Number 


a For the Criteria: dropdown, select Is Empty 


Criteria List Clear 
Select Contact Field: Contact - phone & fax Mi Phone 1 Number M 
Criteria: Is Empty ~] 

Save Criteria Cancel 


15. Click on Save Criteria. 
16. Click on Save & Close to close the window: 


Rule Set Parameters 


Name: Phone Number Check 


Rule is true when None M of the criteria are true. 


Create Criteria 


Criteria List 


Edit Criteria Description Remove 
[Edit] Based on data from the contact When the Contact's Phone 1 Is [Remove] 
record Empty 


Save & Close Delete 


17. Click on the green Save button: 


Create a Task 


Show templates in ALL categories M Vaynerchuk Opt Out Call M Edit Add 
(Categories) (Templates) 


Only run this action when certain rules are met 


Phone Number Check M Edit Add 


Sim Cancel 
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18. Click on the green Save button to save the automation trigger: 


Actions 


Run the following actions when NONE of the criteria for the "Phone Number Check" rule are met 


Send a Task using the "Vaynerchuk Opt Out Call {Task} " template Edit x 


Add New Action M 


| Save | Delete 


When someone opts-out from the database entirely and they have a phone number on file, 
Infusionsoft will create a task for someone to call that person and find out what happened. 


We are using inverse logic to check for the presence of a phone number. In plain English, 
the rule says if there are NO empty fields, run the actions. 


Take this experience to the next level by creating an internal form that users should complete 
after making the call. This can empower further segmentation based on the different 
outcomes, such as rejoining the list or provided valuable feedback. 


Setting up a basic referral partner program 


Infusionsoft has a built-in referral partner (affiliate) module on certain versions of the software. 
This makes it easy for a business to track who is referring whom. Also, if orders are being 
recorded inside Infusionsoft as well, it empowers the automatic calculation of commissions. 


There are two components that must be set up before we start adding referral partners: 


>» Commission program: This is where we tell Infusionsoft how much to pay out for 
specific products and subscriptions 


> Referral tracking links: This is where we can set up different URLs for our referral 
partners to promote 
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Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. For this recipe, we are 
also assuming the following: 


» We already have a product created that we want to pay 50 percent commission on 
>» We have at least one URL that referral partners can drive traffic towards 


How to do it... 


1. In the upper-left corner of the page, hover over the navigation and in the CRM 
column, click on Referral Partners: 


My Nav CRM Marketing E-Commerce Admin 

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account | 
Email & Broadcasts Opportunities Lead Generation Products Users 

Legacy Referral Partners Templates Actions Import Data 

Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings | 


2. When the page loads, hover over Referral Partners in the menu and click on 
Commission Programs: 


Referral Partners v Vi 


View Referral Partners 
Add a Referral Partner 
Referral Tracking Links 


Promotional Resources 


Commission Programs 
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3. Towards the right of the page, click on the green Add a Commission Program button: 


Q 7 Finda contact... 


Contacts v Companies v Opportunities v Referral Partners v Visitors Reports v Settings 


3 Commission programs 


4. Give the commission program a name, notes, and click on the green Save button: 


3 Manage Referral Partner Program 


Information 
Name IS Cookbook 
Notes 


These are referral partners that 
are promoting the Infusionsoft 
Cookbook 


Priority 0 


Save 


5. Scroll towards the bottom of the page and in the text field next to Product 
Commissions, type the product we need commissions for and select it when it 
appears; use the Subscription Plan section if we are paying commissions on a 
recurring product: 


Default Commissions 


Default commissions will be paid for products and subscriptions plans that do not have an override specified below. 


Product Price Level 1 Level 2 Pay If Unused Pay Type 
Default N/A Not Set Not Set Not Set Not Set 
Product Commissions cook x 


Infusionsoft Cookbook 


Product Price Level 1 Level 2 Pay If U AANEEN PE 
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6. Click on the Create Override button next to the selected product: 


Default Commissions 
Default commissions will be paid for products and subscriptions plans that do not have an override specified below. 


Product Price Level 1 Level 2 Pay If Unused Pay Type Cycles 


Default NIA Not Set Not Set Not Set Not Set NIA [Edit] 


Infusionsoft Cookbook f| Create Override 


Product Commissions 


7. Using the Payout Type dropdown, select Credit On Customer Payment: 


Manage Affiliate Commission Override 


i 


Commission Information 


Referral Partner Program 
Description 


Payout Type 


IS Cookbook 
Infusionsoft Cookbook 


{ Up- Front Credit In Full 


Up- Front Credit In Full 


Credit On Customer Payment 


8. Set the Level 1 sales commissions to 50 and click on the green Save button: 


Manage Affiliate Commission Override 


Commission Information 


Referral Partner Program 
Description 


Payout Type 


Commissions 


IS Cookbook 
Infusionsoft Cookbook 


Credit On Customer Payment 


Level Level 1 Level 2 Pay If Unused 
Lead $ 0.0 0.0 0.0 
Lead % 0.0 0.0 0.0 
Sale $ 0.0 0.0 0.0 
sale” 50 0.0 0.0 
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9. Weshould now see the new commission override listed; click on the green Save button: 


3 Manage Referral Partner Program 


Information 
Name IS Cookbook 


Notes These are referral partners that 


are promoting the Infusionsoft 
Cookbook 


Priority 0 


poet 


Default Commissions 


Default commissions will be paid for products and subscriptions plans that do not have an override specified below. 


Product Price Level1 Level 2 Pay If Unused Pay Type Cycles 

Default NIA Not Set Not Set Not Set Not Set NIA [Edit] 
Product Commissions n [Efreate! verde 

Product Price Level 1 Level 2 Pay If Unused Pay Type Cycles 

Infusionsoft $4.97 Sale 50.0% Not Set Not Set OnPayment N/A [Edit] 

Cookbook 


10. Hover over Referral Partners in the menu and click on Referral Tracking Links: 


Referral Partners v Vi 
View Referral Partners 
Add a Referral Partner 


Referral Tracking Links 


Promotional Resources 


Commission Programs 


11. Towards the right of the page, click on the green Add a Referral Tracking Link button: 


Contacts v Companies v Opportunities v Referral Partners v Visitors Reports v Settings 
>) FA PRE Pe PEE Bs RTA 
8 Referi al tr acking links Add a Referral Tracking Link 
Main Search Search 
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12. Give the link the following: 


a Aname; this will be visible to referral partners 


u Ashort code 


a The web address where referral traffic should redirect to 


a Select the programs that can use this particular link 


Name 

Code (no spaces, keep it short) 
Website Address 

Referral Partner 


Programs 


Save & Search 


{$ Manage Tracking Links 


Sales Website Information 


Main IS Cookbook Landing Page E) 
ischk 


www.paulsokol.me 


Please select a programs EJ 


IS Cookbook 
R25 Test 
Test Program 


13. Click on the green Save button. 
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When a referral partner is added to the IS Cookbook program, two things will happen. 
First, when they log in to the referral partner backend, they will be able to generate their own 
trackable link to the landing page provided. Second, if someone clicks through that link and 
eventually purchases through an order form or the shopping cart, the referral partner will 


receive commissions for that order. 
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For most business models, we only want to pay a referral partner for traffic they provide 
towards a certain product (or family of products). There are certain instances where we 
would want to pay the referral partner for anything we sell to someone. In these cases, 
we can set the default commissions: 


Delete 


Default Commissions 


Default commissions will be paid for products and subscriptions plans that do not have an override specified below, 
Product Price Level 1 Level 2 Pay If Unused Pay Type Cycles 
Default N/A Not Set Not Set Not Set Not Set NIA [Edit] 


Certain products and subscriptions warrant a full commission payout even if there is a 
payment plan. For example, a high-priced consumer good that gets paid over 6 months. 

In these cases, we have an option when setting a commission override to award commission 
as soon as the order is created, regardless of when the actual payments arrive: 


Manage Affiliate Commission Override 


Commission Information 


Referral Partner Program IS Cookbook Superstars 
Description Infusionsoft Cookbook 
i Credit On Customer Payment M 


Credit On Customer Payment 


Since a referral partner can be in multiple commission programs, the priority helps 
determine the commissions when a referral partner is getting paid for the same product 
in two different programs. For example, if a referral partner receives 50percent of Widget 
Asales in one program, but 25 percent of Widget A sales in another program, the program 
with the highest priority is what gets paid out. In this case, the lower the priority number, 
the higher it is (that is, a program priority of 1 will pay out over a program priority of 3): 
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3 Commission programs 
Name Search 


Actions ¥ 


1-4 of 4 50 Z| per page 


M Id Name Priority 
Vv 7 IS Cookbook 3 
Vv 5 IS Cookbook Superstars 1 


As a business grows its network of referral partners, it is entirely possible for someone to click 
through more than one partner's links. In this case, who gets the sale credit? The answer to 
this question is actually a CRM setting. Under the Referral Partner Defaults submenu, there 
is a dropdown where you can assign which referral partner gets credit in these situations: 


%# Referral Partner Defaults 


as Contact & Company Settings Referral Partner 


General Referral Partner Code Prefix: 


Task/Appt/Note Settings Skip notifications on orders and web forms? Yes ®© No © 


Tags ; 
Tracking 


Tag Categories PS ETT 
How to choose Referral Partner: i Latest referring Mi 


Scores : 
: First referring = 
Referral Partner tracking method: © 


Round Robins 


Just under this First referring and Latest referring setting, there is a setting that empowers 
an extra tab of information on the contact record: 


Tracking 


How to choose Referral Partner: | Latest referring M 


Referral Partner tracking method: 


Referral histor 
Only cookies 


Ya d cooki 
Use IP address? ya 
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When we select Referral history and cookies and save the page, this adds another tab to the 
second row of the contact record: 


Tasks Scored & Recent Activity Referral Partner Tracking Follow-up Sequences Campaigns Opportunities Orders 


Current Referral Partner 


Referral Partner Type Date 


Paul Infusionsokol Click 3/26/2015 1:11 PM 


Referral Partner Referrals 


Referral Partner Type Date 

Paul Infusionsokal Click 12/15/2014 1:37 PM 
Paul Infusionsokol Click 12/15/2014 1:36 PM 
Paul Infusionsokol Click 12/15/2014 1:35 PM 


Infusionsoft supports a nested referral partner network up to grandparent level. In other 
words, with three levels, if a referral partner can recruit another partner, and THAT partner 
gets someone under them too, the original partner can potentially receive commissions: 


ad=""; 
res Referral Partner Settings yelse { 
ad =ad+"/"; 
Referral Partner Defaults } 
Referral Partner Center window.location = myCrm + "/go/" + code + affiliate + xÍ 
ad; 
Payout 
Referral Partner # Levels: |2 ix] 
Please select a referral partner # levels: 
Payout Type: 1 
(Lead/Sale) 


Payout Type: Amount M 
(Amount/Percent); Percent M 


Use 'Pay If Unused'™? Yes © No C 
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Promotional Resources are optional. If configured, they will display when the referral partner 
is logged in to the backend portal. This allows us to provide to our referral partners prewritten 
e-mails which can be used for promotions, banner ads, and pages inside the backend portal 
that can contain nearly anything. For example, we could create an e-mail template, a related 
banner ad and then create a page explaining how the referral partner should structure those 
resources for maximum effectiveness: 


Referral Partners v 

View Referral Partners 
Add a Referral Partner 
Referral Tracking Links 


Promotional Resources 


Commission Programs 


For help creating a product or subscription, see the Creating products and subscriptions 
recipe early in Chapter 4, Selling Products Online and Getting Paid. 


This recipe simply lays the groundwork for a referral partner program. While we can manually 
add referral partners, the next recipe, Building a referral partner sign-up form, allows people 
to add themselves to our programs and effectively automate the process. 


Building a referral partner sign-up form 


Once our referral partner commissions and links are set up, we can begin manually adding 
referral partners and sending them their login information. 


However, we will save a bunch of time if we give people a web form where they can sign 
themselves up to be a referral partner. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign. 
We are also assuming that a commission program has been created already. 
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How to do it... 


1. Drag out a web form goal and a sequence; connect and rename accordingly: 


\ § =e 


Website Referral Partner Referral Partner 
Sign Up Welcome 


2. Double-click on the web form goal. 


3. Add a Logo snippet, a Title snippet, a Paragraph snippet, Divider, and another 
Paragraph snippet. Update the snippet text with instructions: 


Join Our Referral Partner Program! 


As a referral partner, you'll enjoy 50% commissions on any 
Infusionsoft Cookbook sales from people you introduce to it. 


Part 1: Contact Information 


4. Using the Field Snippets tab, add required fields for: 
a First Name and Last Name 


a Phone Number 


a Email 
Part 1: Contact Information 
First Name * o 
Last Name * [FT 
Phone Number * [FT 
Email * M 


5. Add another Divider, a Paragraph snippet, and update the snippet text. 
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6. Using the Field Snippets tab, add in the required billing address fields: 


Part 1: Contact Information 


First Name * 
Last Narne * 
Phone Number * 


Email * 


Part 2: Payout Information 


Billing Street Address 1 * 


Billing City * 
Billing State * 


Billing Postal Code * 


m 
m 


Add an another Divider and a Paragraph snippet; update the snippet text: 


Billing State * 


Billing Postal Code * 


— 
m 


Part 3: Tax Information| 


In the Field Snippets tab, add an Other snippet. 


Required. Click on Save: 


Using the Which Field dropdown, select SSN, update the label, and make it 


Other Field Settings 


Required On 


Which Field Sh 


| Label Social Security #/ Tax ID # 


Save Cancel 
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10. Add an another Divider, a Paragraph snippet, and update the snippet text: 


Part 3: Tax Information 


Social Security #/ Tax ID # 


Part 4: Create Your Referral Partner Account 


11. Using the Field Snippets tab, add a Partner snippet. 

12. Configure the Referral Partner Settings and click on Save: 
a Adding to the proper commission program 
a Set notification of On New Lead to No 
a Set notification of On Sale to No 


a Set Referral Cookie Expires After to 0 days 


Re | 


ferral Partner Settings x 
Parent © 
Parent Peferring Referral Partner Mi 


Backup Parent 


x 
Programs © 
Aodio C 

IS Cookbook Superstars 
R25 Test 
Test Program 

Remove fom i5 Cookbook ál 
IS Cookbook Superstars 
R25 Test 
Test Program 


Referral Partner Notifications @ 
OnNewLead yg Mi 


On New Sale y o ~] 


Credit Window © 
Referral Cookie Expires After a Days 


Save Cancel 
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13. Click on the Submit button to edit the call to action. 


14. Change the button label and set the alignment to Center. Click on Save: 


Part 3: Tax Information 


Social Security # / Tax ID # ST 


Part 4: Create Your Referral Partner Account 
Username * 


Password * 
Confirm Password * 


|\Want To Be A Referral Partner | 


15. Click on the Thank-you Page tab at the top of the page. 
16. Configure the page with a friendly thank you message: 


ob 
} 


A 


AN LAL 


Thanks for signing up, ~Contact.FirstName~! 


Check your inbox right now for your login details. 


17. In the upper-right corner of the page, click on Draft to mark the web form as Ready 
and then in the upper-left corner of the page, click on Back to Campaign. 


18. Double-click into the sequence and add one e-mail step. Connect and rename 
it accordingly: 


———> bx 


Start Referral Partner Welcome 
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19. Double-click into the e-mail step and write a message welcoming the new referral 
partner. Use the Referral Partner merge fields to merge in their code and password: 


Subject! Welcome to Our Referral Partner Program Merge 


HTML Plain Text 


£) Format Insert Snippets 


ə Link Gg Paste as Text: Off 


wii, 
mi 


Format ~ Trebuchet MS% 12pt -|= j-=|7 


Unlink 


ih 
Il 
il 
Ml 
N 
& 
Ei 


B Z Ux A-Y- 
Hello ~Contact.FirstName~, 
Welcome to our referral partner program! 


At any point in time, you can log into the partner portal and generate your 
own trackable links so you can begin promoting. 


Username: ~Affiliate.AffCode~ 
Password:~Affiliate.Password-| 


Login here: https://voyicks.infusionsoft.com/app/authentication/login 


20. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; 
in the upper-left corner of the page, click on Back to Sequence. 


21. In the upper-right corner of the page, click on Draft to mark the sequence as Ready. 


22. In the upper-left corner of the page, click on Back to Campaign and publish 
the campaign. 


When someone signs up to be a referral partner through the web form, Infusionsoft creates a 
Referral Partner record and connects it to their contact record. When the system sends the 
welcome e-mail, it will merge in the information from this Referral Partner record. 


The login URL is the same for all Infusionsoft customers, we just have to make sure the 
subdomain is the correct app name. 


The login URL is https: //APPNAME. infusionsoft.com/Affiliate/. 
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We collect the social security or tax ID number to make taxes easier. If we want, we can include 
an extra paragraph snippet that explains why we are collecting this sensitive information. 


For how to create our commission programs and trackable links, see the previous recipe 
Setting up a basic referral partner program. 
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In this chapter, we will cover the following: 


>» Reconciling hard bounced e-mail addresses 

>» Tracking e-mail engagement levels 

> Filtering out new hire applicants 

> Creating a true e-mail preference center 

» Using lead sources to track ROI 

>» Managing campaign model variations with versioning 

» Adding groups of contacts to a campaign sequence 

>» Checking for duplicate contact records 

>» Cleaning up duplicate contact records 

> Collecting W-9 forms from referral partners automatically 


Introduction 


Infusionsoft isn't only great for taking someone from a new lead and turning them into a 
raving fan, but it can also be used for different administrative functions. 


The recipes in this chapter are very helpful for maintaining a clean organized database and 
systematizing critical business processes. 
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Reconciling hard bounced e-mail addresses 


When an e-mail bounces, this means it was not delivered for one reason or another. There 
are different kinds of bounces for different situations. A hard bounce means the e-mail 
address flat out doesn't exist. Think of it like a Return to Sender when trying to send 
something in the post to an address that doesn't exist. 


There are many reasons why a once-valid e-mail address stops working. However, just 
because an e-mail stops working doesn't mean that we shouldn't try and continue a 
relationship with the person. 


Unfortunately, most businesses don't place a high priority on contacting and recovering a 
working e-mail address. This can result in false list statistics. For example, if we have 100 
people but 15 are hard bounced, we really only have 85 people who can be reached via 
e-mail. Not only does this bad data throw off reporting, it can also lead to a bloated and, 
effectively, useless database. 


The good news is that with Infusionsoft, we can automatically catch e-mails when they hard 
bounce and assign a task to someone to contact the person to collect a working e-mail. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign. 
We also need to have a functional tag created. 


How to do it... 


1. Drag out a tag goal, an internal form goal, and a sequence; connect and rename 
them accordingly: 


“= — @ —- =» @2 z 


Existing List Email Hard Task to Collect ADMIN - Hard Bounce 
Bounces A Good Email Email Recovery 
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2. Double-click on the tag goal and configure it for the functional tag; click on Save, 


as follows: 


Configure Tag 


This goal is achieved when any of these tags are applied: 


Email Engagement -> Hard Bounce * 


Cancel Save 


3. Double-click into the sequence and add a task and a Tag step: 


Start Collect Good Email Apply 0 tags 


4. Double-click into the Task step and configure it with instructions for someone to 


contact the person and collect a working e-mail address: 


Type Call M 


Please call them at -Contact.Phone1- to ge 


a working email address. Use the internal 


Bod 
oc form "ADMIN - Hard Bounce Email 


Assign to Contact's owner | 


Assign to (backup) Paul Sokol M 
Days until due 0 i 

Due at Please select one M 
Priority 2, Essential M 


Title Hard Bounced Email - -Contact.Fifg] Merge 


5l 
J 


Recovery" to record the new email address. 
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In the upper-right corner of the page, click on Draft to mark the task as Ready and 
click on Back to Sequence in the upper-left corner. 

Double-click into the first Tag step and configure it to remove the functional tag; 
click on Save: 


5. 


Configure Tag 
© Apply © Remove 


Email Engagement -> Hard Bounce * 


Cancel Save 


7. Inthe upper-right corner of the page, click on Draft to mark the sequence as Ready. 


8. Inthe upper-left corner of the page, click on Back to Campaign. 
9. Double-click into the internal form. 
10. Add a Title snippet and provide some instructions for the user who will be submitting 


the form. 
11. Remove all fields except for an Email field: 


Use this form to collect a good working 
email when someone's current email 
address has hard bounced. 


Ernail * | 


12. In the upper-right corner of the page, click on Draft to mark the internal form as Ready. 


13. In the upper-left corner of the page, click on Back to Campaign and publish 


the campaign. 
14. After the campaign has been published, in the upper-left corner of the page, click on 


Back to List. 
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15. Hover over the main navigation menu and in the Marketing column, 


click on Settings: 


My Nav CRM 


Basic Training Contacts 


Initial Setup Companies 


Dashboard Opportunities 


My Day Referral Partners 
Visitors 
Edit Reports Settings 


Marketing 


Campaign Builder 
Email & Broadcasts 


Lead Generation 


Templates 
Legacy 
Reports Settings 


E-Commerce 
E-Commerce Setup 
Orders 

Products 

Actions 


Promotions 


Admin 


Branding Center 
Infusionsoft Account 
Users 

Import Data 


Data Cleanup 


16. In the Template Settings menu on the left-hand side, click on Email Status 


Automation, as follows: 


Template Settings 


Template Defaults 
Email Defaults 

Email Status Automation 
Fulfillment 


Voice & Fax 


17. Using the Choose Trigger Type dropdown, select When an email bounces and click 
on Add Trigger. This will open a pop-up window, as shown in the following image: 


Triggers (by type) Choose Trigger Type 


CK 


Choose Trigger Type 
When an email bounces pF 


hen an email bounces 


~] Add Trigger 
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18. Configure the trigger for when the bounce type is field to hard bounce and set the 


and the email has bounced dropdown to at least 1 time: 


Manage Trigger 
Set Trigger Criteria © 


When the bounce type is: Pard bounce p the email has bounced at least x 1 


time(s). 


19. Using the Actions dropdown beneath the trigger criteria, select Add/remove tag: 


Actions 


No actions yet, Select an action from the "Add New Action" drop-down below, 


Add New Action ~] 


Add New Action 


20. Configure the action to apply the functional tag and click on the green Save button: 


Actions 


Apply/ Remove Tag 


To Apply or Remove? 
LO) Apply © Remove 


Apply these Tags 
Email Engagement -> Cold 
Email Eng -> Hard Bounce 
Email Engagement -> Hot 
Email Engagement -> Low 
Email Engagement -> Not Interested Anymore 
Email Engagement -> Timer Start 
Email Engagement -> Warm 
eSubscriptions -> Early PS.ME Blog 
eSubscriptions -> Fifi Watch 
eSubscriptions -> Manti Promos 
eSubscriptions -> Newsletter 
eSuhecrintions > DG ME 


Create a new Tag... 


[ Only run this action when certain rules are met 
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21. Click on the Save Trigger button to close the window, as shown here: 


Manage Trigger 
Set Trigger Criteria © 
When the bounce type is!) hard bounce ge the email has bounced st jeact z 1 time(s). 
Actions 
Apply 1 tag Edit x 
* Hard Bounce 
Add New Action M 
Save Trigger Delete Trigger 


Whenever Infusionsoft sends an e-mail and it returns as a hard bounce, the functional tag 
will automatically be applied, which triggers the recovery campaign. When a user submits the 
internal form to update the e-mail address, the bad e-mail on file will be overwritten. 


There's more... 


There are many different bounce types, and we can create different experiences depending 
on the situation: 


hard bounce z) 


Please select one 

soft bounce - mailbox full 

soft bounce - message too large 
bounce - no email address 
transient bounce 

mail block - relay denied 
general bounce 

mail block - general 

mail block - known spammer 
mail block - spam detected 

soft bounce - dns failure 
undetermined 

H subscribe request 
challenge-response 
unsubscribe request 

auto reply 


soft bounce - general 


mail block - attachment detected 
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Not all contacts will have a phone number on file. To make sure we don't waste time, 
we can make the functional tag application based on a rule that checks for the presence 
of a phone number: 


To Apply or Remove? 


LO) Apply C Remove 
Apply these Tags 
Email -> Start [X] Re-Engagement z 
Email Engagement -> Cold 


Email Engagement -> Hard Bounce 

Email Engagement -> Hot 

Email Engagement -> Low 

Email Engagement -> Not Interested Anymore 
Email Engagement -> Timer Start 


Email Engagement -> Warm 

eSubscriptions -> Early PS.ME Blog 

eSubscriptions -> Fifi Watch 

eSubscriptions -> Manti Promos xl 


Create a new Tag... 


IV Only run this action when certain rules are met 


Phone Present? M Edit Add 


The rule itself would need the following configuration: 


Rule Set Parameters 
Name: Phone Present? 
Rule is true when None ge criteria are true, 
Criteria List Create Criteria 
Edit Criteria Description Remove 
[Edit] Based on data from the contact When the Contact's Phone 1 Is [Remove] 
record Empty 

[Edit] Based on data from the contact When the Contact's Phone 2 Is [Remove] 
record Empty 

[Edit] Based on data from the contact When the Contact's Phone 3 Is [Remove] 
record Empty 

[Edit] Based on data from the contact When the Contact's Phone 4 Is [Remove] 
record Empty 

[Edit] Based on data from the contact When the Contact's Phone 5 Is [Remove] 
record Empty 
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For a similar model, download the Hard Bounce Recovery campaign from the Marketplace. 


Tracking e-mail engagement levels 


When we can segment our database based on someone's engagement with your e-mails, 
it unlocks an entire world of automation potential. 


This information can be used to plan promotions, automatically switch paths, or simply 
enhance an existing report for a deeper layer of insight. 


This type of segmentation cannot easily be performed retroactively, so the sooner a 
business implements this recipe, the sooner they begin building their pool of data. 


Getting ready 
We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign. 
We also need to have some tags created: 


>» Three tags to track the engagement levels: hot, warm, and cold 
>» One functional tag that will trigger/reset the previously mentioned engagement tags 


How to do it... 


1. Drag out two tag goals and a sequence; connect and rename them accordingly: 


ee — os ae 


A meaningful Stat Email Engagement Email Engagement Tracking Restart Email Engagement 
click in some email Tracking Tracking 
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2. Double-click on the first tag goal and configure it for the functional tag, which will 
start the tracking; click on Save: 


Configure Tag 


This goal is achieved when any of these tags are applied: 


Email Engagement -> Timer Start X 


cn | EB 


=. 


3. Inthe lower-left corner of the second tag goal, click on the purple symbol to open 
Goal Settings. 

4. Using the This goal can be achieved by... dropdown, select Any Contact and click 
on Save: 


Goal Settings 


This goal is achieved when a User... 


o| Applies a Teg k 


This goal can be achieved by... 
Contacts in this Campaign v 


Contacts in this Campaign 
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Double-click on the second tag goal and configure it for the same functional tag as 


the first tag goal; click on Save: 


Ana 


Ge 


eh 


— Se ©. 
(oa 


Start Email Engagement Email Engagement Tracking Restart Email Engagement 
Tracking 


A meaningful 
Tracking 


click in some email 


6. Double-click into the sequence and add two Tag steps, as follows: 


2-9 e 


Apply 0 tags 


Apply 0 tags 


Start 


7. Double-click into the first Tag step and configure it to apply the Hot engagement tag; 


click on Save: 


Configure Tag 


@ Apply “© Remove 


Email Engagement -> Hot * 


Cancel 
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8. Double-click into the second Tag step and configure it to remove all the other 
engagement tags and the functional tag; click on Save: 


Configure Tag 


© Apply @ Remove 


Email Engagement -> Cold x 
Email Engagement -> Warm x 


Email Engagement -> Timer Start * 


cot | ED 


9. Drag out a Delay Timer and two new Tag steps: 


D Ji - | JF, 8) Y Imp 


Start Apply 1 tag Remove 3 tags Apply 0 tags Apply 0 tags 
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10. Double-click on the timer, configure it to wait 30 days, and then run on any day at 12 
AM; click on Save: 


Configure Delay Timer 


Summary 
Wait at least 30 days and then run at 12:00 AM (GMT -07:00) Phoenix 


Wait at least Run on © At 


30 “|| Day(s) [z Any Day [z 12 |z| 00 |x| am jz 


Cancel | Save | 


11. Double-click into the next Tag step and configure it to remove the Hot tag; click 
on Save: 


Configure Tag 


J Apply ® Remove 


Email Engagement -> Hot * 
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12. Double-click into the last Tag step in the chain and configure it to apply the Warm tag; 


click on Save: 


og 


Configure Ta 
Remove 


® Apply 


Email Engagement -> Warm x 


13. At this point, we may want to leave canvas notes to track the different segments, 


as follows: 
—> y |Á —> = i ea Y 4———— 
v v 4 7 
Start Apply 1 tag Remove 3tags Waitatleast30daysand Remove1tag Apply 1 tag 
then run at 12:00 AM 
Engagement Level: Warm 


Engagement Level: Hot 
& Reset Other Engagement Tags 


the following image: 


>| aa > 


14. Repeat this Delay - Tag switching structure for the remaining Cold tag, as shown in 


> 


> Ls 
Wait at least 30 days and 


Remove 1 tag 


Apply 1 tag 


> 
Start Apply 1 tag Remove 3tags Waitatleast30 days and Remove 1tag Apply 1 tag 
then run at 12:00 AM then run at 12:00 AM 
Engagement Level: Warm 


Engagement Level: Hot 
& Reset Other Engagement Tags 


Engagement Level: Cold 
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15. On the upper-right side of the page, click on Draft to mark the sequence as Ready. 


16. On the upper-left side of the page, click on Back to Campaign and publish the 
campaign. 


17. In our other e-mails throughout Infusionsoft, anytime there is a meaningful link that, 
when clicked, means the person is engaged, apply the functional tag: 


Link Options 


Linkto: | Campaign link =| 
05.08.15 FB Event 7 
Which Tags would you like applied when this link is clicked? i 


Email Engagement -> Timer Start x 


Done 


Insert/Update 


The first time someone clicks on a link that auto-tags them with the functional tag, they are 
tagged as Hot and then the tags switch as time passes. If they click on another link that 
applies the functional tag in the future, the second tag goal will pull them out of the sequence 
and then the first tag goal will add them back into the sequence. When this happens, any 
previously applied tags will be removed and the Hot tag is reapplied. To ensure that this 
always happens, we set the second tag goal as an entry point. 


In this recipe, we are switching tags every 30 days. However, depending on the business, 
we may want to extend or shorten the tag-switching cycle. 
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These tags can be used in conjunction with lead scoring to help sales representatives 
find out who is the most active and thus should be contacted first: 


Ifthe Contact's Tags contains Hot x +20 4 |2| Weeks 


Ifthe Contact's ags contains Warm x +10 4 Weeks 


Ifthe Contact's Tags contains Cold x -10 = a Never 


We may also want to add a Super Hot tag that is only present for a short period of time. Again, 
this can help sales representatives find out who is in front of their e-mails right now and 
therefore might be a great person to call right now since we know they are active: 


— =; > > — E > > — 
Start Apply 1 tag Remove 3tags Wait atleast 4 hours and Apply 1 tag Remove 1tag Wait atleast 30 days and 
then run between 12:00 then run at 12:00 AM 
AM - 11:45 PM 


Engagement Level: Super Hot 


& Reset Other Engagement Tags Engagement Level: Hot 


Tracking engagement levels is a pretty good stat for the dashboard. All we have to do is create 
a saved contact search for each tag and then put them into a Custom Statistics widget on 
the dashboard: 


Engagement Levels Rename 


Hot 68 
Warm g 
Cold 26 


Add Another Stat 
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>» For a campaign template similar to this recipe, download the Track Email 
Engagement campaign from the Infusionsoft Marketplace 


>» Fora similar resettable timer model that tracks the time from the last purchase, 
see the Segmenting by last purchase date recipe in Chapter 6, Wowing New 
Customers with Great Experiences 


>» To learn more about lead scoring, see the Setting up lead scoring recipe in 
Chapter 5, Selling with a Sales Team 


>» To learn how to make saved searches for these engagement tags, see the 
Creating a saved search or report recipe in Chapter 9, Your Dashboard and 
Reporting - Make Better Decisions 


Filtering out new hire applicants 


Our small business doesn't need any employees that cannot follow basic instructions. 
Those are the kinds of employees that can cause all sorts of problems in many different 
areas of the business. 


In fact, even considering them for an interview is a big waste of time. 


Fortunately, with Infusionsoft, we can create a simple hoop for a new applicant to jump 
through to make sure that they can follow basic instructions. The idea behind this recipe 
is to position the initial application submission as a two-step process, where the applicant 
has to confirm their e-mail address in order to reach step two. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign. 


How to do it... 


1. Drag out a web form, a landing page goal, an e-mail confirmation and two sequences; 
connect and rename accordingly: 


a -i — Fea ag on si — oa 


Website Part 1: Begin Application Email Confirmation Request Confirm Email Complete Application Part 2: Finish Task to Contact 
Application New Applicant 


2. Double-click on the Task to Contact sequence at the end of the chain. 
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3. Add a Task step as follows: 


Start 


— E 


Task to Contact 
New Applicant 


4. Double-click on the Task step and configure it for the user to contact the 


new applicant: 


Type 


Title 


Body 


Assign to (backup) 
Days until due 
Due at 


Priority 


Assign to Contact's owner [_ 


EJ 


[NEW APPLICANT] -Contact.FirstNa 


Call 
Merge 


Check out -Contact.FirstName- 
-Contact.LastName-'s Linkedin profile 
(-Contact.Website-) and then call them at 
-Contact.Phone1- to schedule an interview. 


Paul Sokol 


a 


v 
Please select one 


1. Critical 


5. In the upper-right corner of the page, click on Draft to mark the task as Ready; 
in the upper-left corner of the page, click on Back to Sequence. 


In the upper-right corner of the page, click on Draft to mark the sequence as Ready. 


In the upper-left corner of the page, click on Back to Campaign. 


Double-click on the part 2 landing page to configure it. 


opno 


Add a Logo snippet at the top of the page. 
10. Using the Field Snippets tab, drag out a Hidden snippet. 
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11. Using the Which Field dropdown, select Email, leave the Field Value empty, and click 


on Save: 
Hidden Field Settings 
Which Field “Email E 
Field Value 


Save Cancel 


12. Add a Divider and Title snippet beneath the hidden field; change the text to indicate 
that this is the second part of the employment application: 


< 1 ee hr me ee 

x Ly] <t 
> SOP Tenn Wy 

A HN 


J p f $ AY! D 
Hidden Field (Emai) 


Employment Application Part 2 


13. Drag out an Other snippet. 


14. Using the Which Field snippet, choose Append to Person Notes at the bottom of the 


list. 
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15. Change the label to ask about their previous experience, mark the field as Required 
and click on Save: 


Other Field Settings x 
7 
Which Field Append to Person Notes ~| 
Label Share Your Previous Experience: 


Required On 


Save Cancel 


16. Repeat steps 13 to 15 for any remaining questions we want to collect; it is 
recommended to only have three to five questions: 


Employment Application Part 2 


Share Your Previous Experience: * | 

Do you have any special skills or C 
qualifications? * 

Why do you want to work for us? * | 


17. Click on the Submit button to change the call to action. 
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18. Change the button label to Submit Employment Application and click on Save: 


Submit Button Settings x | 
Button Label Submit Employment Application 
Alignment Left ~] 
Advanced Styling off 
Custom Size off 
Save Cancel 


19. Click on the Thank-you Page tab at the top of the page. 


20. Add a Logo and Title snippet, then adjust the message to notify the applicant that we 
have received their information. See the following example: 


Thanks for applying, ~Contact.FirstName~! 


We will contact you shortly to schedule an interview. 
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21. In the upper-right corner of the page, click on Draft to mark the landing page as 
Ready. 

22. In the upper-left corner of the page, click on Back to Campaign and publish the 
campaign. 

23. After publishing, click on the Edit tab in the upper-left corner of the page: 


Website Part1: Begin Application Email Confirmation Request Confirm Email Complete Application Part 2: Finish Task to Contact 
Application New Applicant 


poor > = (=Ca â a] aa a (=C=a 


24. Double-click into the Complete Application sequence. 


25. Add an Email step: 


——> 


Start Complete Application 


26. Double-click on the Email step and write a message thanking the potential applicant 
for confirming their e-mail and driving them to complete their application, as follows: 


Subject! Employment Application Part 2 Merge 
HTML Plain Text 

£) Format Insert Snippets 
Format ~ Trebuchet MS~ 12pt y isiy s= ga Link (i Paste as Text: Off 
B Z Um Av. F322 6°38 


Thanks for confirming your email address ~Contact.FirstName~! 


To complete your employment application, click here to complete part 2. 


Have a great ~Date.DayOfWeek~, 
~Owner.FirstName~ 
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27. Highlight the call to action text and click on Link in the toolbar: 


£) Format Insert Snippets 


Format v Trebuchet MS~* 12pt ~ =l = X = 5 Link iy Paste as Text: Off 


m7 


Unlink 


Ih 
i 
Il 
7 
© 
i 


Biz Uae) Av) Pe = 


Thanks for confirming your email address ~Contact.FirstName~! 


To complete your employment application, SA SMECE E S GEE. 


28. Using the Link To: dropdown, select Hosted landing page: 


Link to: 


Web address 
Email address 
Thank-you page 
Campaign link 
Hosted email page 
Hosted landing page 
Hosted web form 
mmm, Update page 

nt applica Update f opt-out page 
Opt-out page 


Link Options 
| 


Insert/Update 
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29. Begin typing the name of the landing page: 


Link Options 


Link to: 


Hosted landing page ~] tg 


finish 


Part 2: Finish Application 


Insert/Update 


30. Click on the name of the landing page and then click on Insert/Update. 


31. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in 
the upper-left corner of the page, click on Back to Sequence. 


32. In the upper-right corner of the page, click on Draft to mark the sequence as Ready. 
33. In the upper-left corner of the page, click Back to Campaign. 
34. Double-click on the Email Confirmation Request sequence: 


- D @ 


Start Confirmation Email Wait atleast 3 days and 
then run on a weekday at 
8:00 AM 


35. Double-click on Confirmation Email. 
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36. Adjust the message to notify the potential applicant that, after confirming, they can 
complete their application, as follows: 


— 
Subject: Proceed to Step 2 Merge 
£) Format Insert Snippets 
Format ~ Fontfamily ~ Font size = ify i = Lin Üy Paste as Text: Off fA Find 


B Z uae Av + 


ê m Find & Replat 


Hello ~Contact.FirstName~, 


Thanks for beginning your application with ~Company.Company~. Before we send you to Step 2, we 
want to verify your email address and confirm your desire to apply. 


After confirming, we will send you another email so you can complete Step 2. 


To confirm your request, please click here. 


Clicking the link above will confirm your email address and allow you to receive the information you 
requested. If you do not want to receive any communication, please ignore this message. 


37. In the upper-right corner of the page, click on Draft to mark the confirmation e-mail 
as Ready; in the upper-left corner of the page, click on Back to Sequence. 


38. In the upper-right corner of the page, click on Draft to mark the sequence as Ready. 


39. In the upper-left corner of the page, click on Back to Campaign. 
40. Double-click on the Part 1 web form. 
41. Add a Logo and Title snippet; adjust the text to frame the application process: 


Employment Application Part 1 


42. Add the following fields as required: 


u First Name 


a Last Name 


a Phone Number 


u Email 
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43. Add an Other snippet. 


44. Using the Which Field dropdown, select Website and change the label to LinkedIn 
URL; click on Save: 


Other Field Settings x 


Which Field | 


Label Linkedin URL 


Required Off 


Save Cancel 


45. Click on the Submit button and change the button label to Proceed to Step 2: 


é Lew 9 
j pate 
ITI 1 RI 


ANTS VTO 
| wi LUIN 


Employment Application Part 1 
First Name * [FT 
Last Name * [ 
Phone * [ 
Email * D E] 
Linkedin URL [ 


Proceed to Step 2 | 


46. Click on the Thank-you Page tab at the top of the page. 
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47. Add a Logo and Title snippet, then adjust the message to notify the applicant that 
they need to confirm their e-mail address before moving on to step two: 


9 


J iial 
MOT RI 
[5 or VPT” 


Thanks for beginning your application, 
~Contact.FirstName~! 


Before completing step 2, you'll need to confirm your email 
address. Check your inbox right now for the link! 


48. In the upper-right corner of the page, click on Draft to mark the web form as Ready. 


49. In the upper-left corner of the page, click on Back to Campaign and publish the 
campaign. 


When someone applies, they will submit the first web form, which sends them an e-mail 
confirmation. Upon confirming their e-mail address, they will receive an e-mail immediately 
linking them to the part 2 landing page. We will only receive a task to contact the applicant 
if they complete part two, thus saving us time interviewing people who cannot follow 

basic instructions. 


We can extend this recipe to fully systematize the hiring process with some additional 
internal forms after the part 2 landing page. 


= sos Oe "fas >@ aes 


Part 2: Finish Task to Contact ADMIN - Schedule Interview Reminders ADMIN - Applicant Welcome Aboard! 
Application New Applicant Applicant Interviw Interview Results | 


> aOe 


Thanks for Applying 


[333] 
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If we are hiring for different positions, we can clone this recipe and create a hiring funnel for 
each position being offered. 


The Filebox on a contact record is accessible via the API. This can be used to add an Upload 
Your Resume function. 


For a campaign template similar to this recipe, download the Easy Hiring campaign from the 
Infusionsoft Marketplace. 


Creating a true e-mail preferences center 


The e-mail subscription management options available out of the box with Infusionsoft are 
limited because they do not show current subscription status. 


Traditionally, Infusionsoft users use tags to track someone's e-mail subscription. However, 
if we use a custom field to track subscription status, we can build a web form that operates 
like a true e-mail preference center. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign. 
In addition to this, we also want to have a dropdown-type custom field created to track an 
e-mail subscription status with two values: Yes and No. 


How to do it... 


1. Drag out a web form and rename it accordingly: 


Any newsletter email Newsletter Subscription 
Centre 


2. Double-click on the web form to edit it. 
3. Remove all fields from the form. 
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4. Add a Logo and Title snippet; update the text to indicate that this is an e-mail 
preference center: 


ji 
AN ALUN 


Manage Your Email Subscription Below! 


5. Using the Field Snippets tab, drag out a Hidden field. 


6. Using the Which Field dropdown, select Email; leave the field value empty and 
click on Save: 


Hidden Field Settings x 
Which Field Email M 
Field Value 
Save Cancel 


7. Using the Field Snippets tag, drag out an Other field. 
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8. Using the Which Field dropdown, select the custom field we are using to track this 
particular e-mail subscription; mark the field as Required and click on Save: 


Other Field Settings x 
Which Field Subscription 1 ~] 
Label Subscription 1 


Required D 


Save Cancel 


9. Click on the Submit button to change the call to action. 


10. Change the button label to Update My Preferences, center align the button, and 
click on Save: 


Submit Button Settings x 
Button Label Update My Preferences 
Alignment Center M 
Advanced Styling off 
Custom Size off 


Save Cancel 
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11. Our web form should now look like a basic subscription management page as follows: 


J Tori 
RERIN 
Manage Your Email Subscription Below! 


Hidden Field (Emai 
subscription 1 * No = 


Update My Preferences | 


12. At the top of the page, click on the Thank-you Page tab. 


13. Modify the thank you page content to indicate that the contact has just updated 
their preferences: 


Thanks for updating your email preferences, 
~Contact.FirstName~! 


You may now close this window 


14. At the top of the page, click on Settings. 
15. Verify that Auto-populate has its option selected: 


Design Thank-you Page Settings Code 


Auto-populate Form © 


JV Auto-populate this form with a Contact's information when visited from an Infusionsoft-delivered email 
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16. On the upper-right side of the page, click on Draft to mark the form as Ready; on the 
upper-left side of the page, click on Back to Campaign. 


17. Publish the campaign. 


18. The next time we send a newsletter, include a link to this Hosted web form in the 
footer: 


Link Options 


a | Hosted web form -] Pro. | 


Newsletter Subscription Centre | 


Insert/Update 


When someone clicks on the link to manage their e-mail preferences, the form will 
prepopulate the contact's e-mail in the hidden field as well as the current value for the 
subscription custom field. If they make any changes and submit the form, their record will 
reflect their preferences. 
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There's more... 


If we have more than one subscription, we can include them all on the preference form. 
However, we may want to strategically create one preference form per subscription, depending 
on the business: 


Ep3 g 
N 


Manage Your Email Subscription Below! 


Hidden Field (Emai) 
Subscription 1 * No K 
Subscription 2 * No v 


Update My Preferences | 


We can add extra options to the dropdown values to give further communication control or 
allow people to select their preferred frequency: 


Elivagar 


Please select one 


$e Music Updates Only 


Live Show Updates Only 
All Updates 


See also 


To learn how to create a custom field to track e-mail subscriptions, see the Creating custom 
fields recipe in Chapter 2, Critical Tools for Mastery. 
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Using lead sources to track ROI 


There is a fairly popular Jonn Wanamaker quote floating around the Internet that reads 
as follows: 


"Half the money I spend on advertising is wasted; the trouble is | don't know which 
half." 


What he is referring to is his inability at the time to track which marketing assets were 
providing a return on the investment. 


Fortunately, thanks to Infusionsoft, we can track the cost for different lead sources, 
which can be used for native Return On Investment (ROI) reporting right in the software. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Hover over the main navigation, and in the Marketing column, click on Lead 


Generation: 
My Nav CRM Marketing E-Commerce Admin 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Products Users 
Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 
Edit Reports Settings Reports Settings Reports Settings Reports Settings 
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2. Inthe Lead Sources section, click on Create Lead Source: 


@) Lead Generation 
GA Web Tracking 


www 


Get Tracking Code 
Web Analytics 
Visitors 


2) 


Lead Sources 


Edit View Lead Sources 
Create Lead Source 


3. Give the new lead source a name and a description and then click on the green 
Save button at the bottom of the page: 


General Informatio 


Name 

Description 
Category Please se 
Vendor Please se 


Medium Please se 


MessagefContent Please se 


Start Date 
End Date 


Status Active 


Save & Search 


June '15 - Herald Ad 


n 


We bought an ad in the local Herald in June. 


ect a lead source cate... -| 


ect a vendor M 


(Other) 


ect a medium -| 


(Other) 


Edit Category 


(Other) 


Add Category 
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4. After the page reloads, click on the Expenses tab at the top: 


june '15 - Herald Ad 


General Expenses 


5. Click on the Add Expense button: 


General Expenses 


Add Expense 


6. Log the cost for this particular lead source and click on Save: 


Add Expense 


Occurrence 


Type One Time Expense ~] © 
Date Incurred 06-17-2015 E 

Details 

Title Herald Ad 

Amount 250 

Notes 


Found in the Business 
section 


Cancel Save 
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7. We vill now see this cost in the Recent Expenses section at the bottom of the page: 


CJjune 15 - Herald Ad 


General Expenses 


Add Expense Total Expenses: $250.00 


Recurring Schedule 


Edit Title Amount Start Date End Date Next Expense Date Notes Delete 


No results to display. 


Recent Expenses View All Expenses 
Edit Title Amount Date Incurred Notes Delete 
[Edit] Herald Ad $250.00 Jun 17, 2015 Found in the Business section [Delete] 


When someone has this lead source on their contact record as well as an order recorded, that 
will populate in the ROI reports: 


Lead Source ROI 


Actions ¥ Start over Edit Criteria/Columns... Save... Print... 


1-50 of 90 50 w| per page 


Lead Source Category Expenses Revenue Roi 
AYIG-Facebook $100.00 $875.00 775% 
2013 USSSA Beach Blast GP $2,035.36 $2,781.00 37% 
[E] ELI1 Shirt Paid $214.66 $0.00 -100% 
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The ROI reports can be found in the Marketing reports: 


Sequence Step Recipients This shows Contacts that have received an item within a Sequence 
Lead Source ROI This shows ROI by leadsource, 

Lead Source ROI By Category This shows ROI by leadsource category. 

Web Analytics This shows the pages that have been tracked by your tracking code. 


When contacts have this lead source, the Expenses tab will give an overview of the number 
of contacts and cost per contact in the upper-right corner of the page: 


C201 3 USSSA Beach Blast (back to search results) 


General Expenses 


Total Expenses: $ 


Add Expense ” a j 
P Contacts: 1 | Cost Per Contact: $2,0 


It is recommended to take full advantage of the Category, Vendor, Medium, and 
Message/Content fields in the lead source. This empowers better reporting and deeper 
insights. This is particularly helpful when we have different variations of marketing 
messages as it allows us to quickly see which ones are performing best: 


General Information 
Name [E] Meerkat Profile B! 


Description |In Meerkat profile 


Category | Social Edit Category Add Category 


Vendor | Meerkat 


n ea 


(Other) 

Medium Profile M 
(Other) 

Message/Content Profile Mi 
(Other) 
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When a lead source is no longer relevant, we can set it as Inactive. This prevents future 
contacts from being added to the lead source accidentally by an end user; inactive lead 
sources are not visible when manually selecting a lead source for a contact. This can keep 


our list of lead sources clean while retaining all historical data for reporting: 


Save Save į Inactive 


If a certain lead source has a fixed monthly expense, we can create a recurring expense that 
will add to the cost progressively each month until the end date. This allows us to create a 


rolling ROI since the expense is dynamic over time: 


Add Expense 


Occurrence 


Type Monthly Recurring Expense ~] © 
Start Date | 06-17-2015 To 

End Date /o6.17-2016 | 

Details 

Title Monthly Herald Fee 


Amount 200 


Notes We are running this 


winning ad for a year. 


Cancel 


Save 
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We can add a hidden Lead Source field to any web form or landing page to ensure that new 
contacts will be properly sourced: 


Hidden Field Settings x 
Which Field Lead Source M 
Field Value June '15 - Herald Ad 
Save Cancel 


We can also drive different traffic sources to the same web form/landing page and 
dynamically pass different lead sources through the URL. This way, it is easy to test different 
variations of a particular marketing message without having to create a unique web form/ 
landing page for each variation. 


To do this, we need to have a hidden Lead Source field with an empty value. Then, when 
linking to the web form/landing page, we can append ?inf_field_LeadSourceId=xx 
to the URL where xx is the lead source ID. 


1-50 of 90 50 Yi] per page 
Iv Id Name 
Iv 187 June '15- Herald Ad 


This only works when driving traffic to the JavaScript version of a web 
form or a hosted landing page because those have a built-in function 
to prepopulate form fields from URL parameters. 
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To learn how to create a custom field to track e-mail subscriptions, see the Creating custom 
fields recipe in Chapter 2, Critical Tools for Mastery. 


Managing campaign model variations with 


versioning 


An esoteric function of the campaign builder is the ability to save different campaign model 
configurations. This can be helpful when reusing common elements of a campaign but other 
elements change. For example, seasonal promotions or a product launch. 


It is also helpful when innovating and improving an existing model. It allows us to safely 
make changes to the model that can be rolled back if necessary. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and in a particular 
campaign. 


For this example, we are going to show how a product that is only sold twice a year, 
during the winter and during the summer, can be easily updated for the season. 


The campaign model we are going to start with looks like this, and we will be updating it for 
the winter season: 


m Soa 9] —- »-©Ou — P 
@ @ = 
Website Summer Product Summer Tips Click to Order Page Cart Abandon Purchase Product 
Tips Opt-In 
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How to do it... 


1. Using the Campaign dropdown in the upper-left corner of the page, click on 
Save Version: 


Back to List Campaign Y Say 


Save Version 
Perfor Restore Version... 
Make a Copy... 
Rename... 
Revert Changes 
Print 
Save as Image 
Merge Fields... 
Links... 


Edit 


2. Click on OK on the confirmation message dialog box: 


A new version has been created. You may restore it at any time. 


3. Update the campaign model with the changes we need; be sure to retain any 
sequence content that we will want to reuse in the future. 


ro > A= os — 
Winter Product 
Tips Opt-in 


E == 


Summer Tips 


‘BOs 


Cart Abandon 


Winter Tips | | Click to Order Page 
| | 


pam 


Website 


Date-Based 

Holiday Sale 

Summer Product 
Tips Opt-In 


> 


Purchase Product 
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Version. 


5. Finish the campaign. Publish and use it. 


Using the Campaign dropdown in the upper-left corner of the page, click on Save 


When it is time for the summer season, using the Campaign dropdown in the upper- 
left corner of the page, click on Restore Version: 


Back to List Campaign Y 

Save Version 

Edit 
Make a Copy... 


Revert Changes 


Print 

Save as Image 
Merge Fields... 
Links... 


mole Restore Version... 


Say 


7. Click on the version we want to restore; this will restore the campaign model for the 


summer version: 


Restore From Version 


è 20 Jun 2015 12:09 PM - Paul Sokol 
è 20 Jun 2015 12:04 PM - Paul Sokol 
e 20 Jun 2015 12:01 PM - System 

è 17 Jun 2015 7:47 PM - System 

è 15Jun 2015 6:50 PM - System 


Cancel 


ee 
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Saving a campaign version takes a snapshot of the campaign model structure, including all 
the structures within a sequence. When we restore a campaign, it loads this structure as it 
was when the version was saved. 


Campaign versioning does NOT include the sequence step content; it only includes the 
sequence layout. For example, if we make changes to an e-mail's content and then restore 

to an older version, it will restore the sequence layout but still retain the current e-mail 
(assuming that the same e-mail object is in the older version). This is why it is recommended 
to disconnect but not delete any sequence content that we plan to reuse. Cloning sequences 
can be very handy in these situations. 


A campaign version is generated automatically whenever a campaign is published. We can 
tell which versions were automatically created because they will be accredited to the system 
instead of a specific user. 


There is a similar restoration function available within an Email step: 


Back to Sequence Email ¥ 


From: The contact's 


To: Email 


Subject: hey 


Copy fram Campaign... 


HTML Plain Text Use Code Builder... 


When using the Revert Changes function, it will restore the e-mail content to whatever was 
present upon first opening the e-mail; this was the last saved state for the content. Please 
be aware that previewing an e-mail does save the e-mail content on the backend so it can 
be displayed. Hence, if you have previewed an e-mail since opening it, the Revert Changes 
function will restore the content to the last time it was previewed. 
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Adding groups of contacts to a campaign 


sequence 


Most campaigns start when someone performs a particular action such as filling out a web 
form. However, there are certain situations where we need to manually add a group of contacts 
to a particular campaign sequence, such as a product launch to the existing list of customers. 


Getting ready 


We need to have a campaign already published and a list of contacts we want to add into it. 


How to do it... 


1. Perform a contact search for the group of people we want to add into the campaign. 
2. Using the Actions dropdown, select Start/Stop a Campaign Sequence: 


& Contacts 


Actions ¥ Start over Edit 0 


Apply Action Set 

ApplyRemove Tag 

Assign to Company 

Create Opportunities 

Create Referral Partner Referral 
Create a Task 

Create an Appointment 

Delete Contacts 

Export 

Mass Update Contacts 

Merge Duplicate Contacts 

Print Labels 

Reassign Contacts (Batch) 

Rea 


Rea 


gn Contacts (Datasheet) 


ign Contacts (Multi-user) 
Send a Broadcast (Email, Fax, etc.) 
Starv/Stop a Campaign (Legacy) 
Start/Stop a Follow-up Sequence 


Update OptlIn/Out Status 
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3. Using the dropdown menus, select the Campaign and the specific sequence within 
the campaign we want to add this list of contacts to: 


Start/Stop a Campaign Sequence 


Your search returned 1 result, This action will assign contacts to a Campaign 


Start Mi PS.ME - Newsletter (Capture Lea... -| Tagging + Confirmation Request ~] 


Process Action Cancel and Return to Contacts 


4. Click on the Process Action button. 


This function adds the list of contacts to the campaign sequence specified, thus launching the 
campaign. 


There's more... 


This function can also be used to stop a specific campaign entirely, we just have to select Stop 
in the first dropdown: 


Start/Stop a Campaign Sequence 


Your search returned 1 result. This action will assign contacts to a Campaign 


Stop ~] PS.ME - Newsletter (Capture Lea... Mi 


Process Action Cancel and Return to Contacts 
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Checking for duplicate contact records 


Ideally, every human will only have one contact record in the database. In the real world, this 
doesn't always happen. This can lead to strange experiences such as an existing customer 
receiving a promotion for a product they have already purchased. Needless to say, this doesn't 
enhance customer experience. 


Fortunately, Infusionsoft has a built-in function to check for duplicate contact records. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Hover over the main navigation and in the Admin column, select Data Cleanup: 


Campaign Builder Companies Email & Broadcasts 


Email & Broadcasts Opportunities Lead Generation 


Legacy Referral Partners Templates 
Templates Visitors Legacy 
Opportunities 

Edit Reports Settings Reports Settings 


Orders 
Products 
Actions 
Promotions 


Legacy 


Reports Settings 


My Nav CRM Marketing E-Commerce Admin 
Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 


Infusionsoft Account 
Users 


Import Data 


Data Cleanup 


Reports Settings 


2. Click on Check for Duplicate Contact Records: 


%# Clean Up Your Data 


Modify Existing Records 


This allows yau ta update 


Oy 


correspanding infusiansaft ids, 


Check for Duplicate Contact Records 


This allows you ta find 


duplicate contact records in your database. 


ing records in Infusiansaft by imparting a csv fife that contains the 
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3. On the screen that explains how duplicate checking works, click on the green 
Next button at the bottom of the screen; it is recommended to stop and read how 
duplicate checking works. 


4. Using the radio options, select Check all records. (May take a long time). and click 
on the green Next button: 


A Choose Who to Check 


Choose Who to Check 


@: Check all records, (May take a long time), 
© Check all records that haven't been marked as a dup already. 


© Check records that haven't been checked already. 


5. On the next page, scroll down and ensure that all Stages are checked and 
click on Next. 


6. On the alert that displays, click on OK to begin the deduping process: 


This will automatically begin the deduping process. Are you sure you want to continue? 


Cancel | 
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7. As the deduping occurs, we will see a status bar; this may take a while depending on 
the amount of contacts being checked: 


A Check List For Duplicates 
Your action has started and is 56% complete. 


n 


550 of 969 


8. When the deduping is done, we will get a confirmation message: 


Æ Your action has completed! 

You successfully checked for duplicates on 969 contact records. 
View the list of contact records that are considered duplicates 
Go back to clean up more of your data 


Click here to see all of your contacts 


This function uses the built-in deduping logic inside Infusionsoft to generate a list of contact 
records it believes may be duplicates. 


There's more... 


It is highly recommended to perform a duplicate check (and reconcile any duplicates found) 
after importing a list of contacts to minimize spam complaints from accidentally sending the 
same e-mail multiple times to a single person. 
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It is recommended to check for duplicates periodically, say every quarter. To save system 
resources, we can only check records that haven't been checked already: 


Ae Choose Who to Check 


Choose Who to Check 
© Check all records. (May take a long time). 
© Check all records that haven't been marked as a dup already, 


@: Check records that haven't been checked already. 


We can further speed up the duplicate checking process by searching across fewer fields. 
In particular, unless the business makes heavy use of phone numbers or addresses, 
we can perform a satisfactory duplicate check just against an e-mail alone: 


GE 1: First Name + Last Name + One Other Field 
E 


CK: FirstName + LastName + Company 


CHECK: FirstName + Email 


CHECK: LastName + Email 


CHECK: FirstName + LastName + StreetAddress1 


CHECK: FirstName + LastName + Fax1 


CHECK: FirstName + LastName + Phone’ 


[2 STAGE 2: Email + One Other Field 
CHECK: Email + Fax1 


CHECK: Email + StreetAddress1 


CHECK: Email + Phone1 


V STAGE 3: One Field Check 


CHECK: Emai 
|v 
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See also 


To learn how to merge duplicate contact records discovered by this function, see the next 
recipe, Cleaning up duplicate contact records. 


Cleaning up duplicate contact records 


The previous recipe will only return a list of contacts the system thinks may be duplicates. 


It is still necessary to merge any duplicate records found. 


Getting ready 


We need to be logged in to Infusionsoft , inside a specific account, and have already 
performed a duplicate check. 


How to do it... 


1. Hover over the main navigation and in the Admin column, select Data Cleanup: 


My Nav 


Contacts 
Campaign Builder 
Email & Broadcasts 
Legacy 

Templates 


Opportunities 


Edit 


CRM 


Contacts 
Companies 
Opportunities 
Referral Partners 


Visitors 


Reports 


Marketing 


Campaign Builder 
Email & Broadcasts 
Lead Generation 
Templates 


Legacy 


Reports Settings 


E-Commerce 


E-Commerce Setup 
Orders 

Products 

Actions 

Promotions 

Legacy 


Reports Settings 


Data Cleanup 


Admin 

Branding Center 
Infusionsoft Account 
Users 


Import Data 


Reports Settings 
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2. Click on View Duplicate Contact Records: 


%# Clean Up Your Data 


Modify Existing Records 


This alfa 


s yoy ta update 


4 


isting recar. 
£ 
corresponding infusiansaft ids. 
5 


n infusionsaf by imparting a csv file that contains the 


Check for Duplicate Contact Records 


This allows yau ta find duplicate contact records in your database. 


View Duplicate Contact Records 
View a fist of contact records that are considered duplicates. 


3. On the duplicate results screen, in the left column, click on Manual Merge. 


2% Duplicate Contact Search No options available B 
Actions ¥ Start over Edit Criteria/Columns... Save... Print... 


1-30f3 |50 M per page 


Manual merge Dupid Dup first name Dup last name Dup email Origid Orig first name Orig last name Orig email 


Manual Merge 2228 Paul Sokol paul,sokol@infusionsoft,com 44 Paul Sokol paul.sokol@infusionsoft.com 


4. This will display three columns. The left and right columns will show the available 
data in the duplicate records. 


5. The center column consists of the data that will be merged into the resulting contact 
record. We can click on the arrows either side of this column to move data: 


#% Merge Contact Fields 


Merge Contact Fields 


Fields Contact Merged Contact More Recent Contact 
Id: 44 44 B| 2228 

First Name: Paul Paul Paul 

Last Name: Sokol Sokol Sokol 

Company: Infusionsoft Infusionsoft 

Job Title: Done FOR YOU Campaign Champion Done FOR YOU Campaign Champio 
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6. When we have selected the data to be merged into the resulting contact record, at 
the bottom of the page, click Merge & Return to Search: 


Submitted an 8 


MKTPL-NPS 


Submitted an 8 
Comments: 


Merge & View Contact Merge & Return To Search Mark as Not Duplicates 


7. On the alert that displays, click on OK to merge the records and return to the list of 
potential duplicate contacts: 


This action is permanent. Do you want to continue? 


This function takes the two contact records and merges them into one with the data that was 
selected. It will merge all associated data, including tags, notes, orders, and so on. 


Occasionally, we will have good information for the same field such as two working phone 
numbers. To avoid losing data, it is recommended that we copy the good data into our 
clipboard and then after the merge, place the data in another field (for example, Phone 2). 
The Merge & View Contact button at the bottom of the page makes this very easy. 


There are certain instances where a contact record is actually not a duplicate. For example, it 
is very possible to have two different John Smiths in the database. In this case, we can click 
on Mark as Not Duplicates to keep the two records separate and prevent them from being 
flagged as duplicates in the future. 
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If a lot of duplicates are found, there are ways to automatically merge contact records in bulk: 


%# Clean Up Your Data 


Modify Existing Records 
This allows you ta update existing records in Infusiansaft by imparting a csv file that contains the 


corresponding Infusiansaft ids. 


Check for Duplicate Contact Records 


This affaws yau ta find duplicate contact records in your database. 
View Duplicate Contact Records 


View a fist af contact records that are considered duplicates, 


Merge Duplicate Contact Records By Qverwriting Old Data With New Data 
This wil overwrite all alder data with the newest data for aff duplicate contact records. 


Merge Duplicate Contact Records By Only Adding New Data, Not Overwriting Old Data 
This wil anty add data that doesn't already exist for alf duplicate contact records, This is typically used ta 


ensure that valid email addresses for peap/e are nat overwritten. 


The Merge Duplicate Contact Records By Overwriting Old Data With New Data option will 
overwrite any fields on the older record (based on when it was created) with the fields from 
the newer record. The Merge Duplicate Contact Records By Only Adding New Data, Not 
Overwriting Old Data option will only fill in fields that aren't present in the older record. For 
example, if both records have an e-mail address but the old record doesn't have a phone 
number and the new one does, the phone number will be in the merged record while retaining 
the older e-mail address. While these functions are convenient, for the most reliable data 
integrity, it is preferred to perform the manual merge as outlined in this recipe. 


To learn how to get a list of duplicate contact records, see the previous recipe, Checking for 
duplicate contact records. 


Collecting W-9 forms from referral partners 


automatically 


To close this chapter, we're going to explore how to automatically collect necessary tax 
documents from our referral partners. Since the author is American, this recipe is going to 
be for a U.S. tax form, but the recipe will work for any tax document in any country. 


Specifically, we are going to be collecting a W-9 form. 
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Getting ready 


We need to be logged in to Infusionsoft , inside a specific account, and inside a new 
campaign. 


We also need to have a functional tag created to trigger this particular campaign. 


How to do it... 


1. Drag out a new tag goal, note goal, and sequence. Connect and rename 
them accordingly: 


= 
3 @—=e= —-B 
y 2) (Pa) = 


New Referral Request A vv-9 W-9 Delivery ADMIN - W-9 Collected 
Partner 


2. Double-click on the tag goal and configure it for the functional tag; click on Save: 


Configure Tag < | 


This goal is achieved when any of these tags are applied: 


Functional -> Request a Y¥-9 x 


E 


| | 


a 


| cot | | 
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3. Double-click on the note goal and configure it for tracking when a W-9 has been 
collected; click on Save: 


Configure Note Template 


Action Type | UPDATE ~] 
Description W-9 On File 


We have collected a W-9 and have 
Creation Notes jt on file, 


Cancel Save 


Double-click into the W-9 Delivery sequence. 


Drag out two Email steps and two Delay Timers. Connect and rename 
them accordingly: 


Yo —-&— @& A. 


Start VEG Request #1 WEG Request #2 
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6. Double-click into the first e-mail step and write a message requesting a W-9 from 
the referral partner, including a call to action to download the form and reply with 


it attached: 


Subject: [ACTION NEEDED] We Need Your W-9 -Contact.FirstName- Merge 


HTML Plain Text 


1) Format Insert Snippets 


Format ~ Trebuchet MS~ 12pt -iZi s= oe Link (iq Paste as Text: Off 


Unlink 


Il 
Ml 
3 
< 
fi 


Bz u AE EE 
Hello ~Contact.FirstName~, 
Thanks for being a valued referral partner! 

To keep the tax man happy, we need to get a W-9 on file for you. 


To make things as easy as possible, all you have to do is download the W-9, 
fill it out, and then reply to this email with it attached. 


Click Here to Download a W-9 


Have a great ~Date.DayOfWeek~, 
~Owner.FirstName~ 


7. Highlight the download call-to-action and click on the Link button in the toolbar: 


i£) Format Insert Snippets 


Format ~ Trebuchet MSY 12pt +| |;= |-]}=|7 s= |& Link 


Unlink 


Mm 
Il 
ikl 
Il 
N 
& 
H 


B Z U æ A-Y- 
Hello ~Contact.FirstName~, 
Thanks for being a valued referral partner! 
To keep the tax man happy, we need to get a W-9 on file for you. 


To make things as easy as possible, all you have to do is download 
fill it out, and then reply to this email with it attached. 


Click Here to Download a W-9 
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8. Configure the link for a direct download to the W-9 form and click on Insert/Update; 
this can easily be found by searching online: 


Link Options 


Link to: 


Web address ~] t O 


wwwirsgov/pub/irs-pdf/fw9.pdf 


Insert/Update 


9. Inthe upper-right corner of the page, click on Draft to mark the e-mail as Ready and 
click on Back to Sequence. 


10. Double-click the first Delay Timer, configure it to wait 1 week, and then run on any 
weekday at 8 AM; click on Save: 


Configure Delay Timer 


Summary 
Wait at least 1 week and then run on a weekday at 8:00 AM (GMT -07:00) Phoenix 


Wait at least Run on Ca © 


1 $| Week(s) Mi Weekday M g M oo M AM M 


Cancel Save | 
m 
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11. Double-click on the second e-mail step and write a reminder message about the W-9 
form and include another call to action to download the form and send it back: 


Subject: [REMINDER] We Need Your W-9 ~Contact.FirstName~ 
HTML Plain Text 
i£) Format Insert Snippets 
Format > Trebuchet M:~ 12pt + (s= "d=" c= & Link 
Jntink 
Blum A-¥- F332 «& % SB . 


Hello ~Contact.FirstName~, 
Thanks for being a valued referral partner! 


About a week ago, we let you know that we need to get a W-9 on file for you 
and it hasn't come in yet. 


This is really important to ensure no delays on your commissions OR problems 
during tax season. 


To make things as easy as possible, all you have to do is download the W-9, 
fill it out, and then reply to this email with it attached. 


Click Here to Download a W-9 


Have a great ~Date.DayOfWeek~, 
~Owner. FirstName~ 


RAAB AAR AAR 


iq Paste as Text: Off 


Merge 


12. 
13. 


Configure the download link with the W-9 form URL, as we did in step 8. 


In the upper-right corner of the page, click on Draft to mark the e-mail as Ready and 


click on Back to Sequence. 
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14. Double-click the second Delay Timer, configure it to wait 1 week, and then run on any 
weekday at 8 AM; click on Save: 


Configure Delay Timer 


Summary I 
Wait at least 1 week and then run on a weekday at 8:00 AM (GMT -07:00} Phoenix 


Wait at least Run on Ca © 


1 $| Week(s) M Weekday Mi 8 M oo M AM M 


15. In the upper-right corner of the page, click on Draft to mark the sequence as Ready 
and then click on Back to Campaign. 


16. Publish the campaign. 


When the functional tag is applied to a referral partner's contact record, they will automatically 
receive an e-mail asking for the tax form. If a user does not apply the Admin note indicating 
that the form has been returned, the referral partner will receive a reminder e-mail after 

one week. 


To fully automate this process, it is recommended to apply the functional tag after someone 
signs up to be a referral partner. 


At its core, this recipe is a document collection strategy, which means that it can be used to 
collect any type of document, not just tax forms. 
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In this chapter, we will cover the following topics: 


Creating a saved search or report 

Adding custom statistics to your dashboard 

Configuring your dashboard 

Setting a user's default start page 

Automating saved search or report delivery 

Building the perfect sales rep dashboard 

Reporting on who is in a campaign 

Reporting on who is in (or was in) a specific campaign sequence 
Reporting on who is queued to receive a specific campaign step 
Reporting on who received a specific campaign step 

Reporting on who completed a specific campaign goal 
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Introduction 


In the book A Scandal in Bohemia, Sherlock Holmes states that: 


"It is a capital mistake to theorize before one has data. Insensibly one begins to 
twist facts to suit theories, instead of theories to suit facts." 


At its core, Infusionsoft is a database, which means our business is swimming in an ocean 
of valuable data. The purpose of this chapter is to empower us to fish for meaningful insights 
that we can use to drive business decisions. This way, we can make informed and educated 
decisions as opposed to just guessing. 


Creating a saved search or report 


One of the most valuable skills we can develop as an Infusionsoft user is knowing how to 
properly search for and display meaningful data. There are two ways we can search through 
the database. We can do a direct query on the different tables (contacts, opportunities, 
orders, and so on) or we can use the built-in reports that come out of the box. 


The good news is that no matter which method we use, the process to search, display, and 
save such data is the same. Hence, while this recipe will demonstrate a specific search 
example, we can extend these ideas to any data inquiry. 


Specifically, this recipe will search for a group of contacts with a specific tag and then save 
it for quick access in the future. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Hover over the main navigation menu and in the CRM column, click on Contacts. 
If a previous search is displaying when the page loads, click on the Start Over 
button at the top of the list, as follows: 
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CRM Marketing E-Commerce Admin 

Campaign Builder E-Commerce Setup Branding Center 
Companies Email & Broadcasts Orders Infusionsoft Account 
Opportunities Lead Generation Products Users 
Referral Partners Templates Actions Import Data 
Visitors Legacy Promotions Data Cleanup 

Legacy 

Reports Settings Reports Settings Reports Settings Reports Settings 


2. Inthe Tag Ids list box, find and select the tag we want to search for: 


At Contacts 


Search General Address Phone/Email Custom Fields Misc Criteria Columns 


Search Criteria 
FirstName | starts with 
LastName | starts with 

Company — starts with 
Email starts with 


Opportunity Scoring do not filter 


Ve) ee) ee 


Tag ids With ANY of these T... M 
Cio CNOC A warn al 
eSubscriptions -> Early PS.ME Blog 
eSubscriptions -> Fifi Watch 
eSubscriptions -> Manti Promos =] 
eSubscriptions -> Newsletter 


eSubscriptions 


eSubscriptions -> PS.ME wilS 
eSubscriptions -> Received 1st Newsletter xi 
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3. Inthe tabs at the top of the search options, click on Columns: 


Ae Contacts 


Search General Address Phone/Email Custom Fields Misc Criteria Columns 


4. The Custom Columns: box on the left-hand side is the data that will be displayed 
upon performing the search. To show more data, select the data field we want to see 
in the box on the right-hand side and click on the << symbol between the boxes: 


Customize Columns on Search Results 


Custom Columns: Available Fields: 
Name Id * 
e Aw XxX 
First name 
Last name 


Spouse name 
Birthday 
Birthday month 
Birthday year 
Company 


Phone 1 
[<} 2 
Phone 3 
Email address å 
Email addre 
Fax 1 
Fax 2 


5 


Street address 1 
Street address 2 


City xl 
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5. This will move the data field from the box on the right-hand side to box on the 


left-hand side: 


Custom Columns: 


Name AY x 


Email Av x 


< 


Customize Columns on Search Results 


Available Fields: 


Id 

First name 

Last name 
Spouse name 
Birthday 
Birthday month 
Birthday year 
Company 
Phone 1 

Phone 2 

Phone 3 

Email address 2 
Email address 3 
Fax 1 

Fax 2 

Street address 1 
Street address 2 
City 

State 
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6. Once we have selected the data fields we want to display, scroll down the page and 
click on the green Search button: 


Customize Columns on Search Results 


Custom Columns: Available Fields: 
Name Av x Id = 
First name 
Email AY x Last name 
Spouse name 
Birthday 


Birthday month 
Birthday year 
Company 
Phone 1 

<l Phone 2 
Phone 3 
Email address 2 
Email address 3 
Fax 1 
Fax 2 
Street address 1 
Street address 2 
City 


State xl 


Sort By: Last name =| Then By: First name ~] 


Reset Filters 
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7. This will display the results for the search criteria we selected: 


A Contacts 


Actions ¥ Start over Edit Criteria/ Columns... Save... Print... 
1-50 of 79 50 MES page 1 2 

M Name Email 

M Chris 

Iv Jeri 

Iv Jess 

V Kristin 

M Michele 

vV Sam 


8. Inthe buttons above the search results, click on the Save... button; this will open a 


pop-up window: 


we Contacts 


Actions ¥ Start over Edit Criteria/Columns... 


Save... 


Print... 
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9. Give this search a name and click on the green Save button: 


Name: 


Everyone 
John Qdell 


Paul Sokol 
Steven Gabriele 


Save 


Save this search 


www, paulsokol.me Newsletter 


Who would you like to share this search with? 


[- 


H 


[Add this search to the User Home. 


10. The next time we want to access this saved search, we can use the dropdown in the 


upper-right corner of the page: 


şr Contacts: www.paulsokol.me Newsletter 


Actions ¥ Start over Edit Criteria Columns... Save Print... Options ¥ 
1-50 of 79 50 M per page a 2 

M Name Email 

v Chris 

Vv Jeri 

v Jess 

Vv Kristin 

v Michele 


www.paulsokol.me Newsletter M 


DHS '14 - Booked Bands a 
DHS '14 - Potential Bands 

DOWF - Potential Sponsors 

Elivagar - All Updates 

Elivagar - Live Show Updates 

Elivagar - Music Updates 

Elivagar - No Updates 

Email Engagement - Cold 

Email Engagement - Hot 

Email Engagement - Warm 

Fifi Watch List 

PS.ME - Inaugural List 

PS.ME - Newsletter - 09/13 - Vote: Branded 
PS.ME - Newsletter - 09/13 - Vote: Plain 
PS.ME - Newsletter List 

PS.ME - Newsletter w/lS List 

PS.ME - On both lists 

Resultants 

SC-Graduates 


| vwrw.paulsokal.me N 


The search filter criteria and data fields selected make up a saved search or report. From 
here, we can use this saved search to customize our dashboard, send automated e-mails to a 


user with the search results, or run mass actions. 
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The word report is sometimes a misnomer when searching for data inside Infusionsoft. 

The list of contacts we generated in this recipe could colloquially be referred to as a newsletter 
subscribers report, but in actuality, it is just a straight database query. Reports, formally, are 
ways to manipulate data (Such as an opportunity stage move conversion percentages) or 
access data that isn't a standard record type (Such as a campaign's performance). It is an 
important skill for an Infusionsoft user to know when to do a search and when to use a 

formal report. For example, if we wanted to find a report of all the sales opportunities that 

are overdue, we would simply do an opportunity search with the Next Action Date criteria 

for dates in the past. 


We can raise a direct query on the following record types: 


> 


> 


> 


> 


> 


Contacts 
Companies 
Opportunities 
Referral Partners 
Orders 


We can also perform a search on e-mail broadcasts by clicking on any option in the 
Marketing menu and then hovering over Email & Broadcasts: 


Campaign Builder v Email & Broadcasts v Lead Generation 


Send a Broadcast (Email, Fax, etc.) 


E Templ aa 
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We can also perform a search on subscriptions by clicking on any option in the E-Commerce 
menu and then hovering over Orders: 


Mm ~| E-Commerce 
E-Commerce Setup Orders v Products v 
view Orders 


2 © r d ars Add an Order 


View Subscriptions 


Actions ¥ Sta Add a Subscription Columi 


Enter a Payment 


1-21 of 21 50 Process a Refund 


The different reports for the various sections of Infusionsoft can be accessed by hovering 
over the main navigation menu and clicking on the Reports link in the footer of each section. 
Searching and saving these reports functions in the exact same way as doing a direct 
database query. It is highly recommended to spend some time becoming familiar with the 
different reports available for the different sections. 


When selecting the data fields to display, we can control the order they display by using the 
arrows to the right of the field: 


Custom Columns: 


Name Aw xX 


Email 
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We can also select how the data should be sorted upon search by using the dropdowns at the 
bottom of the Custom Columns tab: 


Customize Columns on Search Results 


Custom Columns: Available Fields: 
Name AW x Id = 
First name 
Email AY *x Last name 
Spouse name 
Birthday 


Birthday month 
Birthday year 
Company 
Phone 1 

<l Phone 2 
Phone 3 
Email address 2 
Email address 3 
Fax 1 
Fax 2 
Street address 1 
Street address 2 
City 


State x| 


Sort By! Lastname ~] Then By: First name 


After the search has been performed, we can typically click on the data header to sort by that 
column; certain data types don't have this sorting functionality: 


1-50 of 79 50 heer page 1a 2 
Iv Chris 
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If we have a search that we plan to access often, after saving it, we can use the Options 
dropdown to add it to our favorites: 


& Contacts: www.paulsokol.me Newsletter 

Actions ¥ Start over Edit Criteria/Columns... Save Print... Options ¥ 

Save As... 
1-500f79 50 MES page 1 2. Rename... 

Delete... 

Vv Name Emails... 
Add to Favorites... 

Vv Chris | Share/Unshare... 
Email saved search... 

Iv Jeri bee 


Clicking the Add to Favorites... option will open a pop-up window where we can configure 
how it will be displayed in the Your Favorites menu: 


Favorites Link Info 


Info To create a Category that expands by default, put a * at the end of its name. 


Link Category = MY SEARCHES M 
(Other) 


Website URL /Reports/searchTemplate.jsp?filteri 


Name www.paulsokol.me Newsletter 


Openin: | This window z] 


Share This Link 


Create Link For: Everyone E This section allows you to create a copy of the link for other users. 


John Odell 
Paul Sokol 
Steven Gabriele If they already have it, they will be skipped. 


Save 
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Upon clicking Save, we will be able to quickly access it from the Your Favorites menu in the 
navigation: 


E Your Favorites Edit 


internal is 


F 


my searches 


É www. paulsokol.me 


Newsletter 


By default, any saved searches or reports can only be seen by the user that created them. 
However, there is a Share/Unshare... option that allows us to share what we create 


with other users: 


At Contacts: www.paulsokol.me Newsletter 
Actions ¥ Start over Edit CriteriafColumns... Save Print... Options ¥ 
Save As. 
1-50o0f79 50 ~] per page 1 2. Rename... 
Delete 
M Name Email 
Add to Favorites 
M Chris Share/Unshare... 
Email saved search... 
V leri bee 


After performing a search or a report, depending on the record type being queried, we will 
have a list of actions that can be performed on a group for records. It is highly recommended 
that you become familiar with the different actions available for the different record types. 
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For example, these are the available actions when searching contact records: 


Ae Contacts: www.4 


Actions ¥ Start over Edit í| 


Apply Action Set 

ApplyiRemove Tag 

Assign to Company 

Create Opportunities 

Create Referral Partner Referral 
Create a Task 

Create an Appointment 

Delete Contacts 

Export 

Mass Update Contacts 

Merge Duplicate Contacts 

Print Labels 

Reassign Contacts (Batch) 
Reassign Contacts (Datasheet) 
Reassign Contacts (Multi-user 
Send a Broadcast (Email, Fax, etc.) 
Starv/Stop a Campaign (Legacy) 
Star/Stop a Campaign Sequence 
Start'Stop a Follow-Up Sequence 
Update Opt-ln/Out Status 
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Note how some of the options change if we do an opportunity search that consists of specific 
actions related to certain sales pipeline functions: 


Actions ¥ Start over Edit C 


Apply Action Set 

ApplyiRemove Tag 

Assign to Company 

Create Opportunities 

Create Referral Partner Referral 
Create a Task 

Create an Appointment 

Delete Contacts 

Delete Opportunities 

Export 

Mass Update Contacts 

Mass Update Opportunities 

Merge Duplicate Contacts 

Print Labels 

Quick Edit Opportunities 

Reassign Contacts (Batch) 
Reassign Contacts (Datasheet) 
Reassign Contacts (Multi-user) 
Reassign Opportunities (Batch) 
Reassign Opportunities (Multi-user) 
Reassign Opportunities (Quick Edit) 
Send a Broadcast (Email, Fax, etc.) 
Starv/Stop a Campaign (Legacy) 
Starv/Stop a Campaign Sequence 
StarvStop a Follow-Up Sequence 
Update Opt-lIn/Out Status 
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>» To learn how to add saved searches and reports to a user's dashboard, see the 
next recipe Adding custom statistics to your dashboard or the following one, 
Configuring your dashboard 


>» To learn how to send saved searches or reports to the e-mail on file for a user, 
see the Automating saved search or report delivery recipe later in this chapter 


Adding custom statistics to your dashboard 


Now that we know how to create saved searches and reports, we can add those directly to our 
dashboard. However, there are certain situations where seeing the full details is unnecessary. 


This recipe is going to cover how we can take a saved search or report and display it as a 
statistic on the dashboard for faster consumption. 


As with the previous recipe, while we are going to cover a specific example, the process 
to create a custom statistic is the same regardless of the search or report being used. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and have a saved 
search available. 


How to do it... 


1. In the upper-right corner of the navigation, hover over the house symbol and click 
on Dashboard: 


Tools 


Basic Training 


Initial Setup 
Dashboard 


My Day 


Tasks 


Inbox 


Files 
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2. Inthe upper-right corner of the dashboard, click on Add Widgets: 


Add Widgets Change Layout 


3. To the right of the Custom Statistics option, click on Add to Dashboard, as shown 
in the following screenshot: 


Be An achhnarad Widcoate s 

#¥ Add Dashboard W idgets Back to Dashboard 
Recent Activity 

A This shows you who has recently opened an email, clicked a link, opted-out, reported spam, filled out a web form, Add to Dashboard 
and more, 
RSS Feed 

A Add to Dashboard 
Get the latest news from Infusionsoft or another website of your choice. 
Custom Statistics 

A Add to Dashboard 
View important stats that you would like to monitor. You can show a summary of any saved search or report. 


4. Using the second dropdown, select the record type containing the saved search, 
as shown in the following screenshot: 


Custom Statistics Rename 


@ Saved Search © Saved Report 


COUNT: Show how many record... z] 


: All categories M 


All categories 


Opportunity 


Stat Title 


Save & Add 
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5. Using the third dropdown, select the saved search we want to display, as follows: 


d PS.ME - Inaugural List 

PS.ME - Newsletter - 09/13 - Vote: Branded 
PS.ME - Newsletter - 09/13 - Vote: Plain 
PS.ME - Newsletter List 

PS.ME - Newsletter w/IS List 

PS.ME - On both lists 

Resultants 

SC-Graduates 


www. paulsokal.me Newslett 


er 


Stat Title 


Save & Add 


6. Give the stat a meaningful title and click on Save: 


Custom Statistics Rename 
Sayed Search © Saved Report 


COUNT: Show how many record... ~] 


Contact Mi 


nmw paulsokol.me Newsletter -| 


Stat Title 


PS.ME Newsletter Subscribers 


Save & Add 
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7. This will display the custom statistic based on the saved search: 


Custom Statistics Rename 
PS.ME Newsletter Subscribers 79 


Add Another Stat 


The Custom Statistics widget loads the saved search in the background and then displays a 
count of the number of records found. This will work for any saved search or report. 


There's more... 


By default, the Custom Statistics widget performs a count of the records. However, there are 
four other types of statistics that can be leveraged: 


@ SavedSearch Saved Report 


a 

ow how many records there are in a search or report 
SUM: Add up the numbers from one of the columns in a search or report and show the total 
AVERAGE: Calculate the average of the numbers from one of the columns in a search or report 


MAX: Show the biggest number from one of the columns in a search or report 
MIN: Show the smallest number from one of the columns in a search or report 
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If we choose one of the other options, we will also have to select which data field we want to 
perform the calculation on: 


Custom Statistics Rename 


@ SavedSearch © Saved Report 
SUM: Add up the numbers from... ¥ 
Order 


All Order Records 


we a a 


OrderTotal 


Stat Title 


All Orders 


This is one way to easily keep track of vital e-commerce data: 


Custom Statistics Rename 


PS.ME Newsletter Subscribers 79 
All Orders $5,094.00 
Add Another Stat 
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We can have as many Custom Statistics widgets on our dashboard as we want. To keep 
them organized, we can rename the different widgets using the Rename function at the top 
of each one: 


Custom Statistic{frename J 


PS.ME Newsletter Subscribers 79 
All Orders $5,094.00 
Add Another Stat 


If we are running calculations on a saved report, we will have to select the Saved Report radio 
button when configuring the statistic in order for the relevant reports to be selectable: 


Custom Statistics Rename 
C Saved Search (@: Sayed Report 


COUNT: Show how many record... ~] 


All categories -| 


Please select a saved report = 
P 


A Custom Statistics widget can have up to 10 stats per widget. 
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We can use the same search or report for more than one statistic: 


Custom Statistics Rename 


PS.ME Newsletter Subscribers 79 


These are both using the 


All Orders f same saved Order search $5,094.00 


Average Order $221.48 


Add Another Stat 


>» To learn how to create saved searches or reports, see the previous recipe Creating a 
saved search or report 


>» To further learn about all the different dashboard customizations available, see the 
following recipe Configuring your dashboard 


Configuring your dashboard 


Now that we know how to create saved searches/reports and how to create custom statistics 
from those, we can now learn how to configure our dashboard. 


Infusionsoft's dashboard can be extremely powerful when we configure it for critical business 
information. It should be thought of as ground contro! for our business, displaying important 
metrics and vital signs. 


Since every business is different, this recipe is going to cover the different functionality 
available to set up and organize our dashboard. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 
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How to do it... 


1. In the upper-right corner of the navigation, hover over the house symbol and click on 
Dashboard. 


2. Inthe upper-right corner of the dashboard, click on Change Layout. 


Select the dashboard layout we want to use by clicking on Use This. It is 
recommended to use the biggest layout, so we have the most room to display critical 
information: 


Choose Your Layout 


1 Wide Column & 1 Narrow Column 


Use This 
For smaller monitors (no offense) 
2 Wide Columns 

Use This 
For bigger monitors (1440px & wider) 
1 Wide Column & 2 Narrow Columns 

Use This 


Option #2 for bigger monitors (1440px & wider) 


2 Wide Columns & 1 Narrow Column c iÈ ‘ 
urrent Layou 
For large monitors y 


A (a 


www.it-ebooks.info 


Your Dashboard and Reporting - Make Better Decisions 


4. To organize the different widgets, we can drag and drop the widget's title for better 


placement: 
Dashboard - July 03, 2015 
Appointments 
View for Paul Sokol z on 07-03-2015 i Ss ee ee eee 
— 
My Sponsor Pipeline 

There are no items to display. 
DOF - New Sponsor Opp 0 
DOF - Contacting 0 
DOF - Engaging 0 
DOF - Qualified 0 

+ New Appointment +New Task DOF - Sponsor Packet Sent 0 


5. To add more widgets, we can click on Add Widgets in the upper-right corner of the 
page and then click on Add to Dashboard: 


The dashboard can contain a variety of widgets to provide valuable insights into our business. 


Each dashboard is configured at the user level. When adding a new user, it is recommended to 
log in with them and help them configure their dashboard for their roles and responsibilities. To 
save time, as the admin, we can build any relevant saved searches or reports and share them 
with different users before doing this. See the There's more... section of the first recipe in this 
chapter to learn how to do this. 


If we want to display the details of a particular saved search or report, we can use the 
Saved Search or Saved Report widget: 


Saved Search or Saved Report 


lal Add to Dashboard 
Displays up to the first 20 results of any search or report. 
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We can also add a saved search or report directly to our dashboard when we save it: 


Save this search 


Name: all Order Records 


Who would you like to share this search with? 


Everyone E 


John Odell 


Paul Sokol 
Paul Sokol 


Steven Gabriele = 


M Add this search to the User Home. 
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If we are using fulfillment lists that are going to a user, we need to use the Fulfillment Jobs 
widget for those jobs to display and be properly worked: 


Reo 


Fulfillment Jobs 


Provides a list of fulfillment jobs assigned to you. 


Add to Dashboard 


It is recommended to add every widget to your dashboard, so we can become familiar with 
how each one operates. While we won't necessarily use every widget, and we can delete 
them afterwards, it is a wonderful learning exercise to become fully versed in the dashboard's 


capabilities. 


> 


To learn how to create saved searches or reports, see the first recipe in this chapter, 
Creating a saved search or report 


To learn how to use the Custom Statistics widget, see the previous recipe Adding 
custom statistics to your dashboard 
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Setting a user's default start page 


There are many different options that can be configured for each user. One of the lesser 
known abilities is the option to set which page displays upon logging in. This can be a massive 
time saver, especially for those users who log in multiple times a day. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. In the upper-right corner of the navigation, hover over the person symbol and click on 
Edit My Profile, as follows: 


k Hi, Paul! 


Your Accounts 


Edit My Profile 
Manage Accounts 


Log Out 


É pm 
sts) Infusionsoft Community 
@ JB Photo graphy 


@ jiveSYSTEMS 

@ ICON14 Demo App 
Ø ksax 

> Primary 


f Ø WKSCH 


2. Inthe tabs at the top of the page, click on Preferences: 


4 Add/Edit User Accou NİS (back to search results) 


General Preferences Signatures Notes User Groups 
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3. Inthe Misc section, next to the Default Start Page setting, select the radio button for 
what we want to display upon login; click on Save at the bottom of the page: 


Mise 
Default Tab on Contact Second Row Tasks -J ® 


Default Search Type Contact Me 


Default Start Page © Infusionsoft Training © My Nav (top link) © Dashboard © Custom @ 


This setting controls what a user will see upon logging in. 


We can make any main navigation item display upon loading by selecting the My Nav (top link) 
option. This will load whichever menu option is configured at the top of the My Nav section of 
the navigation: 


My Nav 


Contacts 

Campaign Builder 
Email & Broadcasts 
Legacy 

Templates 


Opportunities 


Edit 
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If we want a page to load that is not available in the main navigation, we can select the 
custom option and configure it for the URL of the page we want. To do this, go to the page we 
wish to load upon login and then set the Custom option as everything after the . comin the 
URL. 


For example, if we wanted the subscription search to load upon login, we would set the 
custom value as /app/nav/link?navSystem=nav.account ing&navModule=order&na 
vLink=search-subscription: 


Mise 
Default Tab on Contact Second Row Tasks M © 
Default Search Type | Contact ~] 
Default Start Page © Infusionsoft Training C My Nav (top link) © Dashboard ® Custom (©) 
fapp/nav/link?navSystem=nav.accounting&n, 


Automating saved search or report delivery 


There are certain scenarios where receiving a saved search or report automatically via e-mail 
can be beneficial. For example, a saved search for all opportunities with a Next Action Date of 
today. 


One of the most esoteric functions of a saved search/report is the ability to automate the 
sending of it to a user on a particular schedule. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and looking at an existing 
saved search or report. 


How to do it... 


1. Using the buttons at the top of the search/report, click on Options and then Email 
saved search.... This will open a pop-up window: 
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8 Contacts: www.paulsokol.me Newsletter 

Actions ¥ Start over Edit Criteria/Columns... Save Print... Options ¥ 

Save As 
1-500f79 50 =| per page 1 | 2. Rename 

Delete 

v Name Email 
Add to Favorites 

Vv Chris | Share/Unshare 

Vv Jeri thew 


www paulsokol.me Newsletter 


E 


2. Inthe list box of days, select the day(s) we wish to receive the automated e-mail. Hold 
the Ctrl key and click to select multiple days: 


Manage Saved Searc 
exporting the list. 


Information 


Notify 


Days 


h Notification Email 


Up to 1,000 records will be sent through email, For larger lists, we recommend manually 


gmail.com 


Only Send When Results Found Yes © No © 


Sunday l 
Mond ay 


Tuesday 


Wednesday 
Thursday 
Friday 
Saturday 


p 


Save and Send Now 


3. Click on the green Save button. 


On the morning of the days that have been selected, the user will receive an e-mail with the 


saved search/report results. 
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To prevent inbox bloat, we can select Yes on the Only Send When Results Found option. This 
will ensure that an automated e-mail is only sent if the particular search/report returns results 
for that day. For example, if we want a saved search of opportunities with Next Action Date in 
the past, but there are none, this would prevent a useless e-mail from being delivered. 


This function is performed per user, so if we want more than one person to receive it, each 
user must have access to the saved search/report and perform this recipe. 


See also 


To learn how to create saved searches or reports, see the first recipe Creating a saved search 
or report in this chapter. 


Building the perfect sales rep dashboard 


Opportunities inside Infusionsoft are, in the author's opinion, one of the most powerful tools 
available to not only drive sales, but provide valuable insights into what it is working and what 
isn't in the sales process. 


In order to ensure that nobody slips through the cracks, there is a particular configuration of 
the dashboard for a sales rep that ensures that they can start their day off with focus and 
work the leads that need attention today. 


While nothing can ever be perfect, this configuration ensures that a sales rep's dashboard can 
act as a very reliable ground control for them to see exactly how their pipeline is operating. 


For this recipe, we will be creating two saved opportunity searches and then configuring the 
dashboard. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and should already have 
our opportunity stages configured. 


www.it-ebooks.info 


Chapter 9 


How to do it... 


1. Hover over the main navigation and, in the CRM section, click on Opportunities: 


Q” 


Find a cont 


My Nav CRM 

Contacts Contacts 

Campaign Builder Companies 

Email & Broadcasts 
Legacy Referral Partners 
Templates Visitors 


Opportunities 


Edit Reports Settings 


Marketing 


Campaign Builder 
Email & Broadcasts 
Lead Generation 


Templates 


Legacy 


Reports 


Settings 


E-Commerce 


E-Commerce Setup 
Orders 

Products 

Actions 
Promotions 


Legacy 


Reports Settings 


Admin 


Branding Center 


Infusionsoft 
Users 


Import Data 


Data Cleanup 


Reports 


Account 


Settings 


2. Search with the following criteria: 


a Search | Stage: All stages selected except win/loss 


a Search | Owner: Current user 


The Search Criteria window will look like this: 


Opportunity Title 
First Name 

Last Name 
Opportunity Scoring 
Next Action Date 
Date Range 


Stage 


Owner 


Search Contact 


Search Criteria 


starts with 


starts with 


starts with 


do not filter 


All 


contains an’ 


y 


contains any 


Unassigned 


Current User 


John Odell 


Paul Sokol 


Opportunity 


Misc Criteria 
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3. Now, in Custom Columns, under the Columns tab, select the following fields: 


u Opportunity 

a Contact name 

a Stage 

a Next action date 


a Next action notes 


4. Scroll down and set the Sort By: dropdown to Next action date: 


Search Contact 


Custom Columns: 


Opportunity Av x 
Contact name Aw x 
Stage Av x 
Next action date Av x 
Next action notes Aw x 


Sort By: Next action date 


Opportunity 


Misc Criteria 


Customize Columns on Search Results 


Available Fields: 


« 


Id 

Contactid 
Opportunityid 

Phone 1 

Batch email address 
First name 

Last name 

Street address 1 

City 

State 

Postal code 

Lead Source 

Owner 

Opportunity notes 
Campaigns 

Budget 

Projected revenue high 
Projected revenue low 
Product interest id 


M Then By: Please select one ~] 


Custom Fields 


E 


Columns 


5. Click on the green Search button. 
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6. When the search loads (and it may be empty), click on the Save... button above the 


results; this will open a pop-up window, as follows: 


Opportunities 


0-0 of 0 50 ~] per page 


Actions Y Start over Edit Criteria Columns... Save... 


Print... 


7. Name the search My Opportunities, select all the users who will be working on 


opportunities, and click on Save: 


Save this search 
Name: My Opportunities 


Who would you like to share this search with? 


Steven Gabriele 


[Add this search to the User Home. 


8. After the search saves, click on the Edit Criteria/Columns... button; this will open a 


pop-up window, as follows: 


Opportunities: My Opportunities 


Actions ¥ Start over Edit Criteria/ Columns... Save Print... 


Options ¥ 
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9. Inthe Misc Criteria tab, modify this search by setting the Next Action Date Custom 
Interval as 365 days ago and/or -1 days after today and then scroll down and click 
on the green OK button: 


Search Contact Opportunity Misc Criteria Custom Fields Columns 


Taglds With ANY of these T... M 


02.04.14 - Decline Upsell 1 E 
02.04.14 - Decline Upsell 2 

02.04.14 - Downsell 1 Take 

02.04.14 - Upsell 1 Take 

02.04.14 - Upsell 2 Take 

02.04.14 Decline Downsell 1 

Contact Us Submission xl 


Tags2 With ANY of these T... M 


02.04.14 - Decline Upsell 1 EJ 
02.04.14 - Decline Upsell 2 

02.04.14 - Downsell 1 Take 

02.04.14 - Upsell 1 Take 

02.04.14 - Upsell 2 Take 

02.04.14 Decline Downsell 1 

Contact Us Submission xl 


Next Action Date Interval Please select one Mi 


Next Action Date Custom Interval 365 days ago and/or -1 days after today. 


10. When the search loads (and it may be empty), click on the Options dropdown above 
the results and also click on Save As...; this will open a pop-up window: 


Opportunities: My Opportunities 


Actions ¥ Start over Edit Criteria/Columns... Save Print... | Saveas. 


Rename 
0-0 of 0 50 z| per page 


Opportunity Contact name Stage 


No results to display on 


Email ed search 
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11. Name the search Overdue Opportunities, select all the users who will be 
working on opportunities, and click on Save: 


Save this search 


Name: Overdue Opportunities 


Who would you like to share this search with? 


Everyone E 
John dell 


Paul Sokol 
Paul Sokol 


Steven Gabriele 


[Add this search to the User Home. 


Save 


12. After the search saves, hover over the house symbol in the upper-right corner of the 
navigation and click on Dashboard: 


Tools 4 


Basic Training 


Initial Setup 


[ Dashnor | 


My Day ' 
Calendar 
Tasks 


Inbox : 


Files 
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13. Using the Add Widgets button in the upper-right corner of the dashboard, add the 
following widgets: 
a Calendar Items 
a Pipeline Stages 
a Tasks 
14. At the bottom of the Pipeline Stages widget, click on Settings and configure it to 


show only our user's stats, the relevant sales stages, rename it as My Pipeline, 
and then click on Save: 


Pipeline Stages 


View Stats for: 


Paul Sokol ~] 


Display 
DOF - New Sponsor Opp Iv 
DOF - Contacting Vv 
DOF - Engaging Vv 
DOF - Qualified M 
DOF - Sponsor Packet Sent Iv 
DOF - Contract Sent Iv 


Edit Pipeline » 
Widget Title 


My Pipeline 


Cancel Save 


15. Using the Add Widgets button in the upper-right corner of the dashboard, add two 
Saved Search or Saved Report widgets. 
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16. Configure both widgets for the two saved searches we created earlier in the recipe: 


Overdue Opportunities 


Opportunity Contact name 

No results to display 
Next Action: 

All M 
Showing 0 of 0 

Settings 
My Opportunities 
Opportunity Contact name 


No results to display 


Next Action: 


All Mi 


Showing 0 of 0 


Settings 


Stage 


Stage 


Next action date 


View All Results >> 


Next action date 


View All Results >> 


Next action notes 


Next action notes 


17. Click and drag the widgets to organize the dashboard, as shown in the following 


screenshot: 


Calendar Items 


View for | Paul Sokal z on 07-21-2015 TE 
There are no items to display 
+ New Appointment + New Task 


Tasks Today/Past Due x 
There are no items to display. 


+ New Task View All Results $ 


Overdue Opportunities 


Opportunity Contact name Stage Next action date Next action notes 


No results to display 
Next Action: 

All >| 
Showing 0 of 0 


Settings View All Results > 


My Pipeline 

DOF - New Sponsor Opp 
DOF - Contacting 

DOF - Engaging 

DOF - Qualified 

DOF - Sponsor Packet Sent 


DOF - Contract Sent 


My Opportunities 
Opportunity 


No results to display 
Next Action 

All 
Showing 0 of 0 


Settings 


Contact name 


Settings 


Stage Next action date Next action notes 


E 


View All Results > 
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Every morning, the sales rep can log in, and the Calendar Items widget will show any 
opportunities with a next action date of today. This should be their focus. Upon completing 
those, they can work on any tasks that may be assigned to them and catch up on any 
overdue opportunities. By following this workflow impeccably, it ensures that no leads will 
ever slip through the cracks. 


The right column acts like a 10,000-foot view into the state of their current pipeline. 


Each sales rep will need to configure their own dashboard. This is why we created the searches 
and shared them with other users, it saves them from setting up the searches on their own. 
Asales rep can follow this recipe starting at step 12 once the searches have been saved. 


The Overdue Opportunities saved search is looking for next action dates that are -1 day after 
today, in other words, anything due yesterday or before. Using negative numbers as criteria 

in searches/reports (assuming that the search field is looking for a whole number) is a very 
handy tool to have in our back pocket. 


Tasks and opportunities will both show up on a user's calendar. Even though we are showing 
tasks, it is recommended to only use these for secondary or auxiliary action items; the 
opportunity's next action date should always contain the next primary thing that needs to 
occur. For example, if an appointment is scheduled, we can set the next action date as the 
actual appointment and then create a one-off task to send the meeting invitation. 


>» Fora more in-depth look at creating saved searches or reports, see the first 
recipe Creating a saved search or report in the chapter 


>» For more information on how we can configure the dashboard, see the Configuring 
your dashboard recipe earlier in this chapter 


>» For help setting up opportunity stages, see the Setting up a sales pipeline recipe in 
Chapter 5, Selling with a Sales Team 


>» To learn how to properly work with an opportunity, see the Working sales 
opportunities recipe in Chapter 5, Selling with a Sales Team 
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Reporting on who is in a campaign 


To close this chapter, we are going to go in depth into campaign reporting and all the different 
angles we can hit the database. 


This recipe will cover how to see who, in general, is active in a particular campaign. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and need to have a 
campaign published with contacts flowing through it. 


How to do it... 


1. Hover over the main navigation, and in the Marketing section, click on 
Campaign Builder: 


My Nav CRM Marketing E-Commerce Admin 

Contacts Contacts E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 

Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 


Opportunities 


Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Find the campaign we want to report on and in the Active Contacts column, click on 
the number: 


Search | Search 
Actions ¥ 
1-50 of 180 50 M per page 1 2/3 | # 
M Id Name Active contacts Published date 
La 1107 Track Email Engagement 73 5/21/2014 10:46 AM 


3. This will display the list of contacts active in the campaign. 
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This report displays all the contacts who are active within a sequence, any sequence, within 
the campaign. 


This report operates like any normal search or report, so we can customize the data to display 
by clicking on the Edit Criteria/Columns... button. 


This report can also be accessed through the marketing reports: 


Click Through Percentage Search By Contact Click Through Percentage By Contact 


Click Through Percentage Search By Email Click Through Percentage Search By Email 


Campaign Contacts This shows Contacts who are being marketed to by Campaign Sequences, 


Campaign Contacts Waiting This shows Contacts who are waiting for a step within a Campaign Sequence, 


For a more in-depth look at modifying searches or reports, see the first recipe Creating a 
saved search or report in this chapter. 


Reporting on who is in (or was in) a specific 


campaign sequence 


This recipe will cover how to see who is active in a particular sequence within a campaign. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and need to have a 
campaign published with contacts flowing through it. 
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How to do it... 


1. Hover over the main navigation and in the Marketing section, click on 


Campaign Builder. 
Find the campaign we want to report on and open it. 


Click on the Performance tab in the upper-left corner of the page: 


Campaign Builder 


Back to List Campaign ¥ 


Edit Performance 


4. Hover over the sequence we want to report on and click on the blue person icon 
in the upper-right corner, as shown in the following image: 


® a 
e> £ — ++ @ 


Timer Start | 


Email Engagement Timer Timer Start 


for Looping 


5. This will display the list of contacts active in that specific sequence within the 
campaign. 


This report displays all the contacts who are active within the chosen sequence of the campaign. 
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By default, this report is showing contacts who are active in the sequence, but there are 
actually three other states a contact can be in with respect to a specific sequence: 


>» Active: This means the contact is in the sequence and is waiting to receive all the 
steps within it, including a timer at the end of a flow. 


>» Queued: This means the contact received all the steps within a campaign and did not 
move ahead in the campaign. They did not achieve a goal further down the line, and 
they didn't automatically flow into another sequence. This is the orange number seen 
in the Performance view. 


>» Done: This means that the sequence has done its job and pushed a contact ahead 
to a goal or they automatically flowed into another sequence. 


If we click on Edit Criteria/Columns... from this report, we can select the sequence state 
we wish to report on: 


sequence | Zo Trernuw e vunmy a 
EQUENICE | SC-Workflow -> Send GTM Invite 


Sokol Party RSVP Skeleton -> Party Info 

Three Step Web Form - Free Consultation -> Contact to Schedule 

Three Step Web Form - Free Consultation -> Contact to Schedule - Afternoon 
Three Step Web Form - Free Consultation -> Contact to Schedule - Morning 
Three Step Web Form - Free Consultation -> Phone Number Reminder 


Track Email Engagement -> Email Engagement Timer 


le L 


Sonus PE =! 
Queued 
Done 


E 


For the Done status, we can also filter by when a contact stopped the sequence as well: 


Tags2 With ANY of these T... Mi 


02.04.14 - Decline Upsell 1 4 
02.04.14 - Decline Upsell 2 

02.04.14 - Downsell 1 Take 

02.04.14 - Upsell 1 Take 

02.04.14 - Upsell 2 Take 

02.04.14 Decline Downsell 1 

Contact Us Submission x| 


Stop Date D- a 


| ok | Cancel Reset Filters 
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This report can also be accessed through the marketing reports: 


Click Through Percentage Search By Email Click Through Percentage Search By Email 


Unique Campaign Contacts This shows unique Contacts who are in a specific Campaign 


Campaign Contacts Waiting This shows Contacts who are waiting for a step within a Campaign Sequence. 


Campaign Goal Completion This shows Contacts who have completed Campaign Goals 


For a more in-depth look at modifying searches or reports, see the first recipe Creating a 
saved search or report in the chapter. 


Reporting on who is queued to receive a 


specific campaign step 


This recipe will cover how to see who is waiting to receive a particular step within a sequence. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and should have a 
campaign published with contacts flowing through it. 


How to do it... 


1. Hover over the main navigation, and in the Marketing section, click on Campaign 
Builder. 


2. Find the campaign we want to report on and open it. 
3. Click on the Performance tab in the upper-left corner of the page. 


4. Hover over the sequence we want to report on and double-click on the sequence 
itself. 
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5. Hover over the timer before the step we want to report on and click on the blue 
person icon in the upper-right corner: 


14 
| | — pal 4 — gi 
w 


Remove 3 tags Timer Start Note Wait atleast 30 days and Apply 1 tag 
then run on a weekday at 
8:00 AM 


6. This will display the list of contacts in that specific sequence who are waiting for the 
next step. 


This report displays all the contacts who are queued to receive the next step in the sequence. 


There's more... 


If we click on Edit Criteria/Columns... from this report, we can also filter by when a contact is 
scheduled to receive the step: 


Scheduled Date To. -5 


oK | Cancel Reset Filters 
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This report can also be accessed through the marketing reports: 


Unique Campaign Contacts This shows unique Contacts who are in a specific Campaign 

Campaign Contacts This shows Contacts who are being marketed to by Campaign Sequences, 
Campaign Contacts Waiting This shows C 

Campaign Goal Completion This shows Contacts who have completed Campaign Goals 

Sequence Step Recipients This shows Contacts that have received an item within a Sequence 


For a more in-depth look at modifying searches or reports, see the first recipe Creating a 
saved search or report in this chapter. 


Reporting on who received a specific 


campaign step 


This recipe will cover how to see who has already received a particular step within a sequence. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and need to have a 
campaign published with contacts flowing through it. 


How to do it... 


1. Hover over the main navigation, and in the Marketing section, click on 
Campaign Builder. 


2. Find the campaign we want to report on and open it. 
3. Click on the Performance tab in the upper-left corner of the page. 
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4. Change the dropdown in the upper-left corner of the page to Historical: 


Campaign Builder 


Back to List Campaign Y 


Edit Performance 


View: \ Active 


A- Active 


D) Historical 


v 


Unique Con 


5. Hover over the sequence we want to report on and double-click on the sequence 


itself. 


6. Hover over the step we want to report on and click on the blue person icon in the 


upper-right corner, as follows: 


%4 


Remove 3 tags 


z] 
Timer Start Note 


> o +o @ 


Wait atleast 30 days and 
then run on a weekday at 
8:00 AM 


7. This will display the list of contacts in that specific sequence who have received that 


campaign step in the past 24 hours. 
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This report displays all the contacts who received this step in the sequence within 24 hours. 


There's more... 


Once we have switched to Performance mode, we can change the date range to the last 30 
days, using the dropdown in the upper-right corner of the page: 


Back to Campaign Sequence Y Email Engagement 


Performance 


View: Historical w | Unique Contacts: HH 73 Displaying: PA HOURS ~v 


24nours Last 24 hours 


3Ovavs Last 30 days 


If we click on Edit Criteria/Columns... from this report, we can customize the date range for 
the report: 


Processed Date 06-24-2015 |= - 07-24-2015 7s 


ca Cancel Reset Filters 


This report can also be accessed through the marketing reports: 


Campaign Contacts Waiting This shows Contacts who are waiting for a step within a Campaign Sequence. 
Campaign Goal Completion This shows Contacts who have completed Campaign Goals 

Lead Source ROI This shows ROI by leadsource. 

Lead Source ROI By Category This shows ROI by leadsource category. 
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For a more in-depth look at modifying searches or reports, see the first recipe Creating a 
saved search or report in this chapter. 


Reporting on who completed a specific 


campaign goal 


This recipe will cover how to see who has achieved a particular goal within a sequence. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account, and need to have a 
campaign published with contacts flowing through it. 


How to do it... 


1. Hover over the main navigation, and in the Marketing section, click on 
Campaign Builder. 


Find the campaign we want to report on and open it. 
Click on the Performance tab in the upper-left corner of the page. 
Change the dropdown in the upper-left corner of the page to Historical. 


a F WN 


Hover over the goal we want to report on and click on the blue person icon in the 
upper-right corner: 


© 


23 — @ — 
@ 


Timer Start 


6. This will display the list of contacts that have achieved the campaign goal. 
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This report displays all the contacts who have achieved a particular campaign goal in the 
past 24 hours. 


There's more... 


Once we have switched to Performance mode, we can change the date range to the last 30 
days, using the dropdown in the upper-right corner of the page. 


If we click on Edit Criteria/Columns... from this report, we can customize the date range for 
the report: 


ror eur Sonus = rourciiase manmg 


T&C 2014 Sandbox -> Secondary Ones 

T&C 2014 Sandbox -> Step 1 - Name and email 

T&C 2014 Sandbox -> tag is applied form GF fill 

Three Step Web Form - Free Consultation -> Step 1 - Name/fEmail 

Three Step Web Form - Free Consultation -> Step 2 - Phone Number 

Three Step Web Form - Free Consultation -> Step 3 - Preferred Time of Day 


Goal 


Track Email Engagement -> Timer Start 


Goal Completion Date 06-24-2015 Ta - 07-24-2015 a 


This report can also be accessed through the marketing reports: 


Campaign Contacts This shows Contacts who are being marketed to by Campaign Sequences. 
Campaign Contacts Waiting This shows Contacts who are waiting for a step within a Campaign Sequence. 
Sequence Step Recipients This shows Contacts that have received an item within a Sequence 

Lead Source ROI This shows ROI by leadsource. 


See also 


For a more in-depth look at modifying searches or reports, see the first recipe Creating a 
saved search or report in this chapter. 
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Pushing the System 
with Hacks 


In this chapter, we will cover the following topics: 


>» Creating a custom confirmation link inside campaign builder 

>» Creating a custom unsubscribe link inside campaign builder 

> Triggering automation from an e-mail open 

>» Sending form submissions to different thank you pages based on custom fields 
» Adding a calendar dropdown to date type fields on forms 

>» Hiding order forms until a link is clicked 

» Using images as form submit buttons 

>» Making any text a social sharing link 

>» Making any link an unsubscribe link 

>» Creating an evergreen sales funnel with an expiring offer 


Introduction 


Everything in this chapter is officially unsupported and should any of the recipes in this 
chapter break, Infusionsoft support cannot help you! 


Sorry for yelling, just wanted to make it clear that the recipes in this chapter are definitely use 
at your own risk. Now, while these hacks have been working for a while, there is no guarantee 
that they will continue to work. For all of these, we'll absolutely want to test thoroughly after 
configuring to ensure that it still works on our implementation. 


417 
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When these masterful tricks are wielded properly, they can create world-class automated 
experiences, the kinds of thing that will cause our peers to inquire "How did you do that?". 


Creating a custom confirmation link inside 


campaign builder 


When confirmation links (formerly known as double opt-in links) were introduced to the 
campaign builder, the functionality was heavily restricted to prevent abuse of the new 
confirmation system. Primarily, the ability to control what the link text actually says, and 
what contacts see upon confirming, were both uneditable. 


This hack uses a legacy merge field to insert custom confirmation links into a campaign 
builder e-mail. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Hover over the main navigation and in the Marketing column click on Settings: 


My Nav CRM Marketing E-Commerce Admin 

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center 
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account 
Email & Broadcasts Opportunities Lead Generation Products Users 

Legacy Referral Partners Templates Actions Import Data 
Templates Visitors Legacy Promotions Data Cleanup 
Opportunities Legacy 

Edit Reports Settings Reports Settings Reports Settings Reports Settings 


2. Inthe Marketing Settings menu on the left-hand side of the page, click on 
Automation Links: 
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+= Marketing Settings 


Default Thank-You Pages 


Lead Sources 
Automation Links 
Action Sets 
Follow-Up Sequence 


Follow-Up Sequence Schedule 


3. Inthe Confirmation Links section, click on the Create Confirmation Link button. 


This will open a pop-up window: 


4 Automation Links 


+3 Marketing Settings Miscellaneous 
Default Thank-You Pages Edit Name 
Lead Sources NIA Hosted Email 


Confirmation Links 


Action Sets 


Delete 


NA 


Create Confirmation Link 


4. Give the new confirmation link a meaningful name: 


Manage Opt-In Link 


Email Appearance Confirmation Page Appearance 


Link Information 


Name 15 Cookbook Confirmation Link 
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5. Scroll down the page and in the Link Text field, type the text you wish to be 
hyperlinked when the recipient receives the confirmation e-mail. Then click 
on the green Save button: 


Link Text Please Click Here to Confirm! Leave blank to display the actual link. 


Text Email Display 


Info Enter any text you wish to include with the confirmation link merge field. 


Link Blurb 


Save & Close 


6. When the page reloads, make note of the confirmation link ID in the window's URL. 
Once we have the confirmation link ID, we can close the window: 


i https: //voyicks. infusionsoft.com/OptOut/manageOptOut. jsp?global=true&view=edi 


g=0ptIn Added Successfully 


Manage Opt-In Link 


Email Appearance Confirmation Page Appearance Actions 


Link Information 


Name 15 Cookbook Confirmation Link 
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Chapter 10 


8. Atthe appropriate point in the e-mail, manually type in the merge field ~OptIn_xx~ 


where xx is the confirmation link's ID: 


Subject: [ACTION NEEDED] A quick mouse click please! 


HTML Plain Text 


£) Format Insert Snippets 
Format ~ Trebuchet MS~ 12pt +} |= j7] Ej7 $= 
B Z Um A-Y- EZES 6 OB 


Hey ~Contact.FirstName~, 
Thanks for signing up! 


Real quick, just to make sure you aren't a robot... 


~Optin_32~ 


Have a great ~Date.DayOfWeek~, 
~OQwner.FirstName~ 


9. Finish the e-mail and mark it as Ready, mark the sequence as Ready, and publish 


the campaign. 


When a contact receives this e-mail, they will see a working confirmation link in place of the 


merge field, containing the text we set in step 5 hyperlinked. 


www.it-ebooks.info 


Pushing the System with Hacks 


To quickly check whether we have entered the merge field properly, we can preview the e-mail 
using the Email dropdown in the upper-left corner of the e-mail builder. If the confirmation link 
text displays properly, the link has been properly configured: 


Hey Paul, 

Thanks for signing up! 

Real quick, just to make sure you aren't a robot... 
Please Click Here to Confirm! 


Have a great Wednesday, 
Paul 


Update Your Information or Unsubscribe 
124 N California St. Unit 22 Chandler, Arizona 85225 United States 


If we wish to automate based on a contact clicking on this confirmation link, we are unable to 
use a link click goal: it will not track legacy links. However, when configuring the confirmation 
link after we have the link ID, we can configure an action to apply a functional tag: 


Manage Opt-In Link 
Email Appearance Confirmation Page Appearance Actions 


Actions 


Apply 1 tag Edit x 
è Legacy Confirmation Link Clicked 


Add New Action M 


Save & Close Delete 
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From there, we will want to add a tag goal to remove the contact from the custom 
confirmation sequence: 


———> nO -| f —> mm e 
m) oM m) 
Opt-In Custom Confirmation Legacy Confirmation Link Clicked Remove Functional Tag 
Link 


Using the tactic mentioned earlier, we can create an automated confirmation follow-up 
in case the contact doesn't confirm their e-mail address right away: 


n Builder 
Back to Campaign Sequence ¥ Saved at 10:12:43 pm Custom Confirmation Link 
Edit 
))— a — Q u — O ue 
Start Custom Confirmation Wait at least 3 daysand Rememberto Waitatleast4 daysand LastChanceto Waitatleast1 week and 
Link then run on a weekday at Confirm! then run on a weekday at Confirm! then run on a weekday at 
8:00 AM 5:00 PM 8:00 AM 


We also have some control over what a contact sees upon confirming their e-mail address. 
After we have the link ID, we can click on the Confirmation Page Appearance tab at the top 
and customize the experience: 


Manage Opt-In Link 


Email Appearance Confirmation Page Appearance Actions 


Confirmation Page Display Information 


Info When a user clicks the confirmation link from their email client, they will be taken to a custom success page. We require the inclusion of 
confirmation text at the top of the page, but the remainder of the page can be customized to your needs. 


Opt-In Header Your email address, ~Contact.Email~, has been confirmed, You will now receive email communication from ~Company.Company~. 


Merge Field for Opt-In Header -Company.Company- 
Header Color Please select a header color M 
Page Content Preview Edit Source 
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i While this confirmation page does support HTML, it is a direct violation of 
~ Infusionsoft's acceptable use policy to automatically redirect from this page 
using a code snippet. This kind of behavior will get an Infusionsoft app shut 
down quickly, so its not worth the risk! 


The Header Color option changes how the required confirmation text displays to the contact: 


Merge Field for Opt-In Header Paul Sokol 


Header Color = White text, black background ~| 


Please select a header color 


Page Content 


Th Trl ft 


Tay PTV 
D EN ALIN, 


Your email address, NotPaulSokolsRealEmail@gmail.com, has been confirmed. You will now receive email communication 
from Paul Sokol 


This is what the White text, black background option looks like: 


Your email address, NotPaulSokolsRealEmail@gmail.com, has been confirmed. You will now receive email communication 
from Paul Sokol 


To learn how to add custom unsubscribe links to an e-mail, see the next recipe Creating a 
custom unsubscribe link inside campaign builder. 
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Creating a custom unsubscribe link inside 


campaign builder 


Out of the box, an e-mail inside campaign builder has limited unsubscribe control. 


Similar to the previous recipe, we can use a legacy merge field for an Unsubscribe link with 
more customization. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. 


How to do it... 


1. Hover over the main navigation, and in the Marketing column, click on Settings. 
2. Inthe Marketing Settings menu to the left of the page, click on Automation Links. 


3. Inthe Update / Opt-out Links section, click on the Create Update / Opt-Out button. 
This will open a pop-up window: 


Update / Opt-Out Links Create Update / Opt-Out 


Edit Name Delete 


4. Give the new opt-out link a meaningful name: 


Manage Opt-Out/Update Link 


Link Information 
Name 1S Cookbook Unsubscribe 


Type Opt-out B 
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5. Scroll down the page, and in the Link Text field, type the text you want the unsubscribe 
link to be hyperlinked with in an e-mail, and click on the green Save button: 


Link Text Unsubscribe By Clicking This Link Leave blank to display the actual link. 


Text Email Display 
Info The following fields will help you set up how this opt-outfupdate link will appear 


Link Blurb 


Save & Close 


6. When the page reloads, make note of the opt-out link ID in the window's URL. 
Once we have the opt-out link ID, we can close the window: 


É https://voyicks.infusionsoft.com/OptOut/manageOptOut, jsp?global=true&view=edi ig=Optout 4 


7. Go into an e-mail step within campaign builder. 
8. Atthe appropriate point in the e-mail, manually type in the merge field ~OptOut_xx~ 
where xx is the opt-out link's ID: 


Format Insert Snippets 
PP 


y s= 


Format + Trebuchet MS~ 12pt -||== 


Wi 
ilil 
M 
$ 

<€ 
ki 


B Z Uax Ay Wy = 


Hey ~Contact.FirstName~, 
Thanks for signing up! 
Real quick, just to make sure you aren't a robot... 


~Optin_32~ 


Have a great ~Date.DayOfWeek~, 
~Owmer.FirstName~ 
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9. Finish the e-mail and mark it as Ready, mark the sequence as Ready, and publish 
the campaign. 


When a contact receives this e-mail, they will see a working unsubscribe link in place of the 
opt-out merge field, containing with the text we set in step 5 hyperlinked. 


To quickly check if we have entered the merge field properly, we can preview the e-mail using 
the Email dropdown in the upper-left corner of the e-mail builder. If the opt-out link text 
displays properly, the link has been properly configured: 


Preview 


Hey Paul, 
Thanks for signing up! 
Real quick, just to make sure you aren't a robot... 


Please Click Here to Confirm! 


Have a great Thursday, 
Paul 


Unsubscribe By Clicking This Link 


124 N California St. Unit 22 Chandler, Arizona 85225 United States 


If we wish to automate based on a contact opting out, then when we're configuring the opt-out 
link, after we have the link ID, we could configure an action to apply a functional tag: 


Manage Opt-Out/Update Link 


Email Appearance Actions 


Actions 


Remove 7 tags Edit | x 


© Early PS.ME Blog 

© Manti Promos 

© Newsletter 

© PS.ME 

© PS.ME wilS 

è ResultantRevolution 
e U-Daul Promos 
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To learn how to add custom confirmation links to an e-mail, see the previous recipe Creating a 
custom confirmation link inside campaign builder. 


Triggering automation from an e-mail open 


Tracking e-mail opens is directly impacted by the recipient's e-mail software, because tracking 
an open can only occur when an e-mail's HTML is loaded. 


Not all e-mail software loads the full HTML automatically, so automating based on an e-mail 
open is not super reliable. 


Despite this instability in the automation confidence, automating based on e-mail opens can 
still be leveraged by another legacy merge field hack. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. We also want to have a 
functional tag created for the e-mail open. 


How to do it... 


1. Hover over the main navigation and in the Marketing column click on Settings. 
2. Inthe Marketing Settings menu to the left of the page, click on Automation Links. 


3. Inthe Automation Link section, click on the Create Link button. This will open a 
pop-up window: 


Automation Link Create Link 


Edit Name Delete 


4. Give the new link a meaningful name: 


Manage Automation Link 


Link Information 
Link Name {so you can find it easily in Infusionsoft} 


IS Cookbook Email Open Automatic 
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5. Scroll down the page and click on the green Save button: 


Link Explanation {for Plain Text emails - appears above the link} 


245 characters left 


Save & Close 


6. When the page reloads, click on the Actions tab at the top of the page. 


7. Using the dropdown, click on Add New Action and select Apply/Remove tag: 


General Actions 


Actions 


No actions yet, Select an action from the "Add New Action" 


Add New Action ~] 
Add New Action 


í Start/Stop a Campaign (Legacy) 
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8. Select the functional tag from the list box: 


Apply/Remove Tag 


To Apply or Remove? 
@ Apply C Remove 


A a er 
Functional -> Infusionsoft Cookbook Successful Charge 
Functional -> Invite to Follow on Twitter 

Functional -> IS Cookbook Email Open Automation 
Functional -> Newsletter Re-Engage 

Functional -> PS.ME June '15 Glimpse Redeemed 
Functional -> PS.ME June '15 Open 

Functional -> Request a W-9 

Functional -> Start Birthday Collection 

Functional -> Start Campaign B 

Functional -> Start PS.ME May '15 


Functional -> Start Refer a Friend 


Create a new Tag... 


I Only run this action when certain rules are met 


9. Click on the green Save button: 


General Actions 


Actions 


Apply 1 tag Edit 
© IS Cookbook Email Open Automation 


Add New Action ~] 


Save & Close Delete 


x 
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10. Take note of the automation link ID in the window's URL; once we have the link ID, we 


= 


https: /}voyicks infusionsoft.com/SystemEmailLink/manageSystemEmailLink, jsp? view=edit 


can close the window: 
D=140508 


Automation Link Updated Successfully 


11. Go into an e-mail step within campaign builder. 
12. Using the Snippets tab at the top of the e-mail editor, add an HTML snippet: 


Format Insert Snippets 
=E = = +| = H = 
= kar a 
Article Paragraph Titie Spotlight Image File YouTube Social Signature Spacer Divider HTML Banner Logo 


13. In the HTML Code snippet box, type in <img src="~Link-xxxx~" width="1" 
height="1" /> where xxxx is the link's ID. Click on Save: 


— 


HTML Settings x) 


HTML <img sres"~Link-14050~" width="1" height="1" /> 


| The following HTML tags will be removed for compatibility: | 


. Comments 

e input, Select, Button, and Textarea Elements 
« Forms 

« Javascript 

« Embedded Videos 


Save Cancel 
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14. Finish the e-mail and mark as Ready, mark the sequence as Ready, and return to the 
campaign canvas. 


15. Drag out a new tag goal, rename it and connect it to the sequence containing the 
e-mail we just wrote: 


IS Cookbook Intro Email IS Cookbook Intro Email Opened 


16. Double-click on the tag goal and configure it for the functional tag, then click on Save: 


Configure Tag 


This goal is achieved when any of these tags are applied: 


Functional -> IS Cookbook Email Open Automation * 


Cancel Save 


17. Publish the campaign. 


When a contact receives this e-mail and their e-mail client loads the full HTML, the functional 
tag will be applied, automating based on the open. This hack places an automation link as the 
source for a 1x1 image in the e-mail. When the image is loaded, it simulates a click, which is 
how we connect the open to a tag application. 


To the best of the author's knowledge, this hack was originally discovered and shared with the 
community by Tyler Garns. 
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Automating based on an e-mail open can be used to strategically ensure important messages 
get read: 


———> n —— > C F E A ~ 
Start IS Cookbook Intro Email Wait at least 1 week and IS Cookbook Member 
& Member Login then run on a weekday at Login Reminder 
8:00 AM 


In these cases, since it is possible that someone has opened the e-mail previously, we have to 
carefully craft our copy for both people who had opened it, and people who hadn't. 


Here is an example of how the login reminder e-mail can read: 


Subject: [SAVE THIS EMAIL] Infusionsoft Cookbook Login 


HTML Plain Text 


i) Format Insert Snippets 


Format ~ TrebuchetMS~+ 12pt +} |= |" 817 E 


B Z U æ A-Z- = 


5 


Hey ~Contact.FirstName~, 


About a week ago you joined the Infusionsoft Cookbook community and | 
wanted to be 100% sure you had your login information. 


Username: ~Contact.Username~ 
Password: ~Contact.Password~ 


Log into the member's area now 


When written this way, even if someone already has the recipient's information, it just seems 
like a nice gesture. 


Automation based on e-mail opens should be used carefully because of this lack of 
confidence. If we must have confidence in the automation, a link click goal is more reliable. 
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If we wish to have a series of e-mails that have automation based on opens, we will want to 
set up each series e-mail with its own open automation structure to ensure clean reporting 
and easy maintenance/improvements: 


E4 Q 
Email 1 Opened Email Roby 


Emal Chie age 


k10 Balos P: 
Email #1 


Sending form submissions to different thank 


you pages based on custom fields 


When campaign builder was introduced, it provided the ability to use merge fields on the 
form's thank you page. 


This hack uses a simple piece of JavaScript to pull information from a customer merge field 
and redirect based on the fixed possible values. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and a campaign with a web 
form or landing page. We also want to have: 


>» A custom field created that has fixed values (dropdown, radio button, Yes/No, and so 
on) to control the redirect. In this example, we have a custom dropdown type called 
Subscription2 with two possible values: No and Yes. 


>» AURL for each different thank you page. 


How to do it... 


1. Open the web form or landing page and go to the Thank-you Page tab. 
2. Add an HTML snippet. 


3. Inthe HTML snippet, write the following and make sure to use the proper merge 
field value and page URLs. Click on Save: 
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HTML Settings 


HTML <script type="text/iavascript"> 
var x='~Contact. Subscription2~' 
if (x == 'No} 
{var url = 'URL_FOR_NO_IN_SUBSCRIPTION2‘} 


else if (x=="Yes} 
{var url = 
'UURL_FOR_YES_IN_SUBSCRIPTION2‘} 


else 
{var url = ‘DEFAULT_URL"} 


var delay = 0; 


setTimeout(function(}{window. location. href = url; }, 
delay); 
</script>| 


The foliowing HTIVIL tags will be removed for compatibility: 


« Comments 
. input, Select, Button, and Textarea Elements 
« Forms 


This code is a simple switching mechanism. It pulls the value of a custom field with fixed 
values and then checks it against the possible values. When it finds a match, it stores the 
proper URL and then redirects the page to said URL. If no match is found, there is a default 
fallback URL to ensure nobody gets lost. 


There's more... 


To the best of the author's knowledge, this hack was originally discovered and shared with 
the community by Todd Meyer. 


Depending on the person's Internet speed, they may see the form's thank you page briefly. 


Any merge field can be used to control the switch, not just custom fields. However, when 
using field types that don't have a fixed number of values, there is a risk someone doesn't 
redirect to the right place. 
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If we wish to redirect to another page that has the contact's e-mail prepopulated in the 
background of another web form / landing page, we can add an e-mail merge field to the 
redirect URL: 


if (x == 'No) 

{var url = ‘https:/Avww. mywebsite. com/form- 
thank- 

you-no?inf field Ernail=~Contact.Email~" } 


Adding a calendar dropdown to date type 


fields on forms 


When a user is filling out an internal form inside Infusionsoft, and they are populating a date 
field, the system shows a calendar picker. 


However, if we place a Date type field on a web form, the contact must enter the date ina 
specific format, otherwise it doesn't properly capture the information. 


This hack uses a simple piece of JavaScript to add a calendar picker to Date type fields on a 
web form or landing page. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and inside a campaign with 
a web form or landing page. We also want to have a Date type field we wish to use (either a 
default one or custom field). 


In this example, we have a custom Date field type named Appointment Date. 


How to do it... 


Open the web form or landing page with the date. 
If the Date field isn't already on the form, add it. 
Add an HTML snippet. 


In the HTML snippet, write the following and make sure to use the 
proper merge field value. Click on Save: 


hae E aa 
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<link rel="stylesheet" type="text/css" 
hre"https://ajax. googleapis. com/ajax/libs 
Ajqueryui/1.6.11Athemes/base/jquery-ui.css" /> 
<style> 
#ul-date-picker-div { 

font-size: 12px; 
} 


</style> 

<script src="https://ajax. googleapis.com 
fJajax/libséjqueryui/1.8.11/jquery-ui.min.js" 
type="text/javascript"> 

</script> 

<script> 


j\Query(document), ready (function({ 
(Query (#inf_custom_AppaintmentDate}.css(widt 


h', ‘100px’}; 
(Query(#inf_custom_AppaintmentDate}, datepick 
ero; 

D: 
</script> 


This code uses a built-in calendar picker from an online Google library and associates it with 
the Date type field. 


There's more... 


To the best of the author's knowledge, while this hack has evolved over time, it was originally 
discovered and shared with the community by Brent Crandall. 
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To check whether we entered the code properly, we can use the test function in the upper- 
right corner of the page: 


Desired Appointment Date * ooo 
Submit | o August 2015 °o 


Su Mo Tu We Th Fr Sa 


Hiding order forms until a link is clicked 


Atypical online form goes from a sales page to an order form. This means that Someone on 
the sales page has to click a link and then wait for the order page to load. In a world where 
attention is becoming a super rare commodity, page load speed can impact sales. 


This hack takes page load speed out of the equation by having the sales page and order 
form all in one. However, when the page loads for the first time, only the sales page portion 
displays. Once someone clicks on the call to action link, the order form reveals itself. 


Getting ready 


We need to be logged in to Infusionsoft and inside a specific account. In addition to this, 
we need to have: 


>» A working order form 


>» The sales page copy 


How to do it... 


1. Open the order form, and in the tabs at the top, click on HTML Areas: 
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IS Coo kboo k C H 9 « Back to Order Form List 


Add Products Theme HTML Areas Thank You Page Settings Links 


2. Inthe Custom Header area, write the following, then click on Save: 


<script type="text/javascript" 
src="nttps://ajax. googleapis. TAA NEE E 8.1/jquery.js"> 
</script> 

<script type="text/javascri 

$ (document sseady<FunctionGot 

$C"#content").hided; 

eee hide); 


, 


</script> 

<script type="text/javascript"> 

$ Cdocument ny gady Function 

$C" #show" Js clicklfunctionc){ 
$C"#content").show(500); 
$C" #IMAGE"). show€500); 

H; 

</script> 

cee align="center">yYour Sales Page</p> 

r> 


<a align="center" href="#content" id="show">Cart Button</a> 


3. Beneath the custom code box, click on Preview and verify that the order form is 
hidden until the link is clicked, as follows: 


Common Areas 
Custom Header 
| (ers | $("#show") .click{ function() { | 
$ ("content") .show( S00); 
$ ("IMAGE") . show( 500) ; 
bbe 
hie 
</script> 
<p align="center">Your Sales Page</p> 
<br> 
“a align="center" href="#content" id="show">Cart Button</a> 
v 


Preview Save 


4. Replace the placeholder Your Sales Page HTML with your actual sales page HTML 
and finish configuring the order form. 
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This code takes the content and IMAGE sections of the page (order form and logo 
respectively) and hides them upon page load using jQuery. There is also a small function 
that says whenever the element with the name #show is clicked, it should display those 
hidden sections. Finally, the Cart Button link is given the ID #show and points to the anchor 
in the page where the order form starts. 


This is how the experience works. First, the page loads and we just see the sales page: 


Your Sales Page 


Cart Button 


After clicking, the theme's logo and order form display: 


Your Sales Page 


Cart Button 


Custom [ees 


Producte Price Quantity Total 

5100 Block $100.00 1 $100.00 
Update 

Subtotal $100.00 


YOU MIGHT ALSO BE INTERESTED IN: 


Scott's Product 


There are a lot of different parameters for the . show () function in jQuery. This can be used 
to adjust the time to display and other neat things. 


Using images as form submit buttons 


If we want to spice things up a bit with a really fancy call-to-action button, we can use an 
image as the submit button on a web form or landing page. 
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This hack uses a simple piece of JavaScript to adjust the CSS of the submit button on a web 
form or landing page. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and inside a campaign with 
a web form or landing page. We also want to have a hosted URL for the image. 


How to do it... 


1. Open the web form or landing page. 
2. Add an HTML snippet. 


3. Inthe HTML snippet, write the following and make sure that the width and padding- 
left are set to the image's actual width and that the height is the image's actual 
height. Click on Save: 


HTML <style> 
div.infusion-submit{ width: 110px; overflow: 
hidden; } 


div.infusion-submit button { 
background-image: url(URL_FOR_IMAGE); 
background-color: transparent; 
background-repeat: no-repeat: 
background-position: Opx Opx; 
border: none; 

cursor: pointer; 

height: 50px; 

padding-left: 110px; 
vertical-align: middle; } 
</style> 


This code adjusts the CSS properties of the submit button by using the image as the 
background image. 


There's more... 


For extra impact, use an animated .gif as the call-to-action button. 
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Making any text a social sharing link 


The social sharing snippets in the e-mail builder are powerful ways to give recipients an easy 
way to share an e-mail to their networks. However, we have no control over how these share 
buttons display visually. 


This hack uses a hidden system merge field to construct the same link built by those snippets. 


In this recipe, we are going to create a link that acts as a Twitter share. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and inside a campaign with 
an e-mail that we wish to insert a social share link into. 


How to do it... 


Open the e-mail. 


Highlight the text we wish to make a social sharing link and click on Link in 
the toolbar. 


3. Setthe URL as https://appname.infusionsoft.com/app/ 
socialShare/~EmailSent .Id~/~EmailSent.PartialHash~/T and click 
Insert/ Update. 


The link we manually build the same link that the system generates on the backend from a 
Twitter social share snippet. 


To create a social share link for Facebook or Google+, change the end of the link 
to F or G respectively. 


This can also be used to link an image as a social share button, which means we can use 
custom graphics for social share calls to action. 


To learn about how to get the most out of social shares, see the recipe Maximizing social 
sharing of your e-mails in Chapter 3, Attracting Leads and Building Your List. 
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Making any link an unsubscribe link 


Even with the ability to customize an unsubscribe link, sometimes there are situations where 
the way they display doesn't work, or we wish to use an image as the unsubscribe link. 


This hack leverages the same system merge fields as the previous recipe to build an 
unsubscribe link. 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and inside a campaign 
with an e-mail into which we wish to insert the unsubscribe link. In addition to this, we need 
to have a custom unsubscribe link created, and know the link's ID. 


How to do it... 


1. Open the e-mail. 


2. Insert the unsubscribe link's merge field (more information about this merge in the 
See also section of this recipe). 


3. Send the e-mail to yourself as a test. 
4. When it comes in, hover over the link. 


5. Note the first set of numbers after the link's ID in the URL; this is what we need: 


3-Radar (34) 


3-Trades (58) Hey Paul, 
~ CM (35) 
3-Radar (9) | get it, you get a lot of emails. Hopefully you are getting value from mine (maybe even looking forward 
EPS@GMAIL (32) to them). If not, | totally understand and respect your inbox. 
More v 


Click Here to Unsubscribe 


Qe Q 
« Have a great Tuesday, 


g 
®) Kathy Sokol = Pani 
C Ei 
= - 7) 


https://voyicks.infusionsoft.com/app/optOut/24/329s37SadeOed2bc/19317/c10410bd336453b8 | 


Right-click on the link and copy the link's URL. 
Open a text editor and paste the link's URL in it. Keep this open. 
Go back to the e-mail into which we wish to insert the unsubscribe link. 


Oo M ND 


Highlight the text we wish to make an unsubscribe link and click on Link in 
the toolbar. 
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10. Set the URL as https: //appname.infusionsoft.com/app/optOut/xx/ 
yyyyyyyyyyyyyyyy/~EmailSent.Id~/~EmailSent.PartialHash~ where xx 
is the unsubscribe link's ID and yy is the hash string we identified in step 5 
(use the text editor to easily copy/paste this value). Then click on Insert/Update. 


The link we manually built is the same link that the system generates on the backend from 
an unsubscribe link. 


There's more... 


This can also be used to link an image as an unsubscribe button, which means we can use 
custom graphics for unsubscribe calls to action. 


This hack can also be used for update only type unsubscribe links. 


In step 6, we reference copying the link's URL after right-clicking. The specific name of this 
function upon right-clicking is different depending on which browser you use. 


In Internet Explorer, the specific function name is: 


Infusionsoft (Official) 
www.infusionsoft, OPen 


: Open in new tab 
Sales & Marketing In ¢ P A ; 
Open in new window 


Easy LifeCyclem  2¥ target as... 


i Print target 
Find Out How We 
Mktg Easy for Sme = 
Copy 


Email Autorespor Copy shortcut 
Map Out Marketing Paste 


In Firefox, the specific function name is: 


infusionsoft.com - InfusinnsafiF Pasar Iin 
www.infusionsoft.com/ > Open Linkin New Tab 

Sales & Marketing Solution Boc Open Link in New Window 
Automate Lead Capture - Autor Open Link in New Private Window 


Better CRM Softwa Bookmark This Link 


Get the Perfect Small Bus. Share This Link 
Trusted by 24,000 Small G Save Link As... 


[m] 


Copy Link Location 


Search Google For "infusionsoft.co..." 


Small Business Ma 
Serving 24 000+ Small Bus 
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In Chrome, the specific function name is: 


Infusionsoft® Power lln - infusionsoft com 
www.infusionsoft.c Open link in new tab 


Sales & Marketing Soli Open link in new window 
Open link in incognito window 


asy LifeCycle Mä J 
Easy LifeCycle M Sava link as... | 


Find Out How Ve : 
Mktg Easy for AÀ Copy Iink address OOOO O link address 


Inspect element 


Email Autoresponi 


Once we have built this link, we can save time in the future by storing it somewhere easy 
to retrieve, such as Evernote. Then, the next time we need it, we can jump immediately to 
step 10 and copy/paste it in. 


To discover the unsubscribe merge field, learn how to find the link ID and how to customize 
unsubscribe links, see the recipe earlier in this chapter, Creating a custom unsubscribe link 
inside campaign builder. 


Creating an evergreen sales funnel with an 


expiring offer 


When it comes to automated experience design, few things compare to the amazing power of 
an evergreen sales funnel with an expiring offer. We open the cart when someone reaches a 
certain point within a campaign and then close the cart after a fixed period of time. This tactic 
for driving urgency is extremely powerful. 


The idea behind an evergreen sales funnel is that the cart opens and closes with respect to 
each individual, as opposed to a classic launch where it opens and closes for everyone at the 
same time. 


This hack leverages a merge field behind a link where the field value is dynamic. 
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For this example, we are going to assume that after someone opts in, the cart is open for 7 
days and then closes: 


Opt In 


7 Days Expiring Sales Funnel Purchase Online 


Getting ready 


We need to be logged in to Infusionsoft, inside a specific account and inside a campaign. In 
addition to this, we need the following: 


> 


> 


> 


> 


A live sales page/order form 

A cart closed page 

A custom Text field to hold the cart URL 
All sales e-mails written 


How to do it... 


1. Open the sequence, in this example we have three sales e-mails before the 
cart closes: 
QS e - (EF aS) 
Start Sales Email #1 Wait at least 3 days and Sales Email #2 Veit at least 3 days and Sales Email #2 
then run on a weekday at Only 4 More Days then run on a weekday at Cart Closes Tomorrow 
8:00 AM 8:00 AM 
2. Open the first sales e-mail. 
Somewhere in a text object, insert the merge field for the custom field holding 
the URL. 
4. Highlight the cart URL merge field and copy/cut it: 
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Subject: Special Offer! Save 25% The Next 7 Days Only! Me 


HTML Plain Text 


£) Format Insert Snippets 


Format ~ TrebuchetMé~ 12pt = Ze j t= = Link iy Paste as Ty 


B|Z ullas A-Z EFTE icc) 


Unlink 


Hey ~Contact.FirstName~, 


I'm not sure if you knew, but I've got a product that can help someone like 
you who has the cookbook and wants to get the most out of it. 


It's called "Automated Experience Design Fundamentals" and it covers the 
basic elements and philosophy of designing world-class automated 
experiences, This is the high level strategy stuff | couldn't cover in the 
cookbook, 


This tome of delight is only printed as a hardbound and retails for $57 in 
the US, 


However, since you just opted in, | wanted to give you a special "fast 
action" bonus and offer it to you for half price. You can get your copy for 
only $28, 50! 


Act fast though, this offer is only good until next ~Date.DayOfwWeek~ and 
then you are paying full price. 
~Contact, CartURL~ 


Click Here to Order "Automated Experience Design Fundamentals" 


5. Highlight the call-to-action in the e-mail and set the web address as the custom 
field value. Click on Insert/Update: 


} Link Options 


Link ta: Web address ~] tO 


-Contact._CartURL- 


Insert/Update 
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6. For all call-to-action links in this e-mail and the others in the sequence, set the 
destination as this merge field. 


7. Back to the sequence, add a Set Field Value step and rename appropriately: 


> Pie —— Beg — 
Start Set Cart to Open Sales Email #1 


8. Double-click on the Set Field Value step to configure. 
9. Using the Field Value dropdown, select the custom field for the cart URL: 


Summary 
This snippet allows you to automatically add information to a Contact's field or override the Contact's previous field value. 


Field Value Please select one M 


Latest Subject Line a 
4 Day Cash Machine Cart URL 
Appointment Time 
Appointment Date 

Referring Email 

Referring Name 

Outstanding Hours 
Outstanding Balance 

Service Schedule Time 
Service Schedule Date 
Request Comments 
Consultation Time 


Consultation Date 


Previous Experience 
Qualifications 
Greatest Strength 
Greatest Weakness 


Goals 


sj pass hd 


10. Set Field Value as the Cart URL for the active sales page/order form, as follows: 


Summary 
This snippet allows you to automatically add information to a Contact's field or override the Contact's previous field value. 


Field Value Cart URL M 


Cart URL http:/Awww.website.com/sales-page 
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11. In the upper-right corner of the page, click on Draft to mark the step as Ready and 
then go Back To Sequence. 

12. At the end of the e-mail flow, add a Delay Timer and another Set Field Value step. 
Rename it appropriately: 


Wait atleast 3 days and Sales Email #2 Set Cartto Closed 
then run on a weekday at Cart Clases Tomorrow 
8:00 AM 


13. Double-click the timer and configure it so that the cart will close at the 
appropriate time: 


— #9) | ____,»| pld r a=) |} >» [1 , | 
Wait atleast 3 days and Sales Email #2 Wait atleast 1 day and Set Cart to Closed 
then run on a weekday at Cart Clases Tomorrow then run on a weekday at 

8:00 AM 11:45 PM 


14. Double-click on the Set Field Value step to configure. 
15. Using the Field Value dropdown, select the custom field for the cart URL. 
16. Set the field value as the URL for the cart closed page: 


Summary 


This snippet allows you to automatically add information to a Contact's field or override the Contact's previous field value, 
Field Value Cart URL Mi 
Cart URL http:swww.website.com/cart-close 


17. In the upper-right corner of the page, click on Draft to mark the step as Ready. 
18. Finish the campaign and publish. 
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When someone enters the sequence, the cart URL custom field is populated with the value of 
the active sales page. This way, when someone clicks on the e-mail, they will be able to make 
a purchase. After the 7 days, the cart URL field is populated with the value of the cart closed 
page. Now if someone clicks, they will find that the offer has expired. 


Since the links in every e-mail are pointing to the custom field value, whenever someone 
clicks, they will go to whichever URL is set at that moment in time. Hence, when the cart is 
open, they can purchase because the field value is pointing to the active sales page. When 
the cart is closed, they will see the closed page because the field value is pointing there. 
Even if they go back to old e-mails when the cart was open, because the field value is still 
pointing to the closed page, they still cannot redeem the offer. 


We may wish to change the cart URL back to the cart closed URL in the sequence after the 
purchase goal. 


This hack only changes the URL inside the Infusionsoft database; there is nothing to stop 
someone from looking back in their browser history and finding the active sales page even 
after the cart has closed. 


To learn more about products and order forms, see the relevant recipes in Chapter 4, 
Selling Products Online and Getting Paid. 
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Acceptable Usage Policy (AUP) 73 
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sending 179-184 

automated cart abandon follow-up 
implementing 127-130 

automated Happy Birthday messages 
building 258-266 
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building 73-82 

automation 
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triggering, from e-mail open 428-433 


Billing Automation trigger 191 

birthday collection mechanism 
setting up 247-258 

Bit.ly 66 

bounced e-mail addresses 
reconciling 308-315 

builders 14 


c 


calendar 
configuring 4 
calendar dropdown 


adding, to date type fields on forms 436, 437 


campaign builder 
custom confirmation link, creating 418-424 
custom unsubscribe link, creating 425-428 
campaign links 
about 20 
using 20-22 


Index 


campaign merge fields 
about 18, 54 
using 18-20 
campaign model variations 
managing, with versioning 347-350 
campaign reporting 
defining 405, 406 
campaigns 
chaining 35-38 
campaign sequence 
Active 408 
Done 408 
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reporting 406-409 
campaign templates 
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D 
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configuring 388-391 
custom statistics, adding to 382-387 
database segmentation 
tags, creating for 23, 24 
decaying lead score 197 
deduping process 354 
default start page, user 
setting 392-394 
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cleaning up 357-360 
dynamic lead scoring 197 
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tracking 315-323 
e-mail preferences center 
creating 334-339 
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custom opportunity fields, merging 
into 184-192 
social sharing, maximizing on 55-60 
end users 14 
Escape Hatch tag 38 
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Facebook account 
connecting 5 
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collecting 130-136 


FAQ workflows 
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Filebox 334 
form submissions 
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on custom fields 434, 435 
form submit buttons 
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G 
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groups of contacts 
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used, as form submit buttons 440, 441 
inactive e-mails 

re-engaging, in database 275-284 
inbound phone call lead capture 
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Infusionsoft 
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about 60 
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about 25 
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lead generation 
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setting up 2-4 
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[ PAC KT] Thank you for buying 


pusLisuinc Infusionsoft Cookbook 


About Packt Publishing 


Packt, pronounced 'packed', published its first book, Mastering phpMyAdmin for Effective MySQL 
Management, in April 2004, and subsequently continued to specialize in publishing highly focused 
books on specific technologies and solutions. 


Our books and publications share the experiences of your fellow IT professionals in adapting and 
customizing today's systems, applications, and frameworks. Our solution-based books give you the 
knowledge and power to customize the software and technologies you're using to get the job done. 
Packt books are more specific and less general than the IT books you have seen in the past. Our 
unique business model allows us to bring you more focused information, giving you more of what 
you need to know, and less of what you don't. 


Packt is a modern yet unique publishing company that focuses on producing quality, cutting-edge 
books for communities of developers, administrators, and newbies alike. For more information, 
please visit our website at www. packtpub. com. 


Writing for Packt 


We welcome all inquiries from people who are interested in authoring. Book proposals should 
be sent to author@packtpub.com. If your book idea is still at an early stage and you would 
like to discuss it first before writing a formal book proposal, then please contact us; one of our 
commissioning editors will get in touch with you. 


We're not just looking for published authors; if you have strong technical skills but no writing 
experience, our experienced editors can help you develop a writing career, or simply get some 
additional reward for your expertise. 
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Microsoft Office 365: 
Exchange Online 


Implementation and Migration 
ISBN: 978-1-84968-586-3 Paperback: 268 pages 


Implement and migrate to Exchange Online in Office 365 


1. This book and e-book will show you how to set up 
and configure Office 365, for Exchange Online. 


Microsoft Office 365: Exchange Online 
Implementation and Migration 


2. Provides a step by step guide to migrating 
an Enterprise from Exchange on-premise 
to Exchange Online in Office 365. 


ange 


3. Includes key migration considerations for 
small businesses to enterprises. 


Je terprise % 


[ 


David Greve Loryan Strant 


N Pro Tools HD: Advanced 
ia ] Techniques and Workflows 
ISBN: 978-1-84969-816-0 Paperback: 128 pages 


SS See 
7 a TE S 
AMARNA AT ANNAN Learn how to make the most of Pro Tools HD 11 
AN 
Eu hd M A 1. Create optimum quality audio using powerful 
m EANN tools of Pro Tools HD. 


2. Learn how to enhance workflow and creative 
Pro Tools HD: Advanced outputs for recording, editing in music production, 
Techniques and Workflows film scoring and television post production. 


3. Step-by-step tutorial packed with illustrations 
and examples to create professional audio 
Edouard Camou using ProTools HD. 


Please check www.PacktPub.com for information on our titles 
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Microsoft Dynamics CRM 2013) 
Marketing Automation 


lement efectve marketing strategies using Microsoft 
RM 201 


Alok Singh Sandeep Chanda [ 


Microsoft Dynamics CRM 
2013 Marketing Automation 


ISBN: 978-1-78217-722-7 Paperback: 128 pages 


Implement effective marketing strategies using 
Microsoft Dynamics CRM 2013 


1. Hands-on and illustration focused guide 
for beginners and expert marketers. 


2. Detailed features of marketplace solutions 
explained to help marketers understand 
advanced e-mail marketing concepts and 
capture profile and product usage data 
through web and social channels. 


3. Step by step information on creating 
marketing lists, campaigns, campaign 
responses, dashboards and reports with 
lots of screen shots for easy illustration. 


Final Cut Pro X 
Cookbook 


Final Cut Pro X Cookbook 
ISBN: 978-1-84969-296-0 Paperback: 452 pages 


Edit with style and ease using the latest editing 
technologies in Final Cut Pro X! 


1. Edit slick, professional videos of all 
kinds - music videos, promos, 
documentaries, even feature films. 


2. Add hundreds of built-in animated 
titles, transitions, and effects without 
complicated keyframing. 


3. Learn tons of time-saving workflows to tricky, 
yet common editing scenarios. 


Please check www.PacktPub.com for information on our titles 
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